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SELL MORE CORDAGE |THE."t 


\Dealers everywhere tell us their rope and twine sales go up— 
|slling costs go down—when they feature “American Brand” 
iRope in Handy Coils and ‘American Brand’’ Twines in Handy 
jBoxes. These attractive counter display packages create profit- 
able impulse sales—business you haven't been getting before. 
Boxes come to you factory-sealed with the product mill-fresh 
and clean. It will pay you to order ‘American Brand” Handy 


Coils and Handy Twines. Write to us for descriptive literature. 


ican Manufacturing Company, Brooklyn 22, N. Y. 
* TWINE *« OAKUM «+ PACKING + CARPET AND ELECTRICAL YARNS 
Branch Factory: St. Louis Cordage Mills, St. Louis 4, Mo. 


Dfices: Boston @ Chicago ® Houston @ New Orleans @ Philadelphia @ San Francisco 


HANDY COILS 


“American Brand" Rope 
(Manile or Sisal) 


1/4” 5/16" 3/8” 1/2” 
diameter 
100 ft. connected coils 


Approximately I5 Ibs. of 
rope in each box. 
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HANDY TWINES 


“American Brand" Jute 
Twines 
7 Popular Sizes 
24 Polished Fine India 
. 36 Polished Fine India 
. 48 Polished Fine India 
4'/. India 
6 India 
3 ply EZ Wrapping 
3 ply Green Garden Jute 


KSET SALE 
WAHEIM. CAL 


ASK JACK HARDING WHY 
HE FEATURES LU ' 


*Registered trade-mark 


‘Longest-Lasting Screening 
you can buy!" 


Here’s what he’ll tell you: 





SARA 








“Take a look at the LumMITE Box ScoRE—you'll see why 
LuMITE screen cloth is way at the head of the class! 








“And LumitE has a ‘handle’ that makes it easy to feature— 
“THE LONGEST-LASTING SCREENING YOU CAN Buy!’ Try 
and beat that for a feature story! 


“LUMITE gives you the two things you need to make your 
cash register sing out loud—a stand-out product and a 
stand-out sales-story. It’s not surprising that I sell a lot of ~ 
LuMITE!”’ 







HERE’S THE INFORMATION YOU’VE BEEN WANTING! insic 








LUMITE BOX SCORE 


" Compare Lumite with others, feature by feature, and you too will 
Harding Hardware Co., Rowayton, Conn. feature the features of Lumite! 


MR. JACK HARDING 


LUMITE METAL “A"| METAL “B"| METAL “C” 














Resistance to weather longest- 
(weathering tests) lasting* 
Resistance to blows strongest 


(impact tests) 





Can it rust, pit, oxidize 





or corrode? NO YES YES YES 
Harmed by humidity, 
salt air, smoke or fumes? NO YES YES YES 








Can it cause stains? NO YES YES NO 





May it need protective 
r 
Ask your wholesaler fo power NO YES YES = 


FREE LUMITE SALES AIDS! 


LUMITE DIVISION 
Chicopee Mills, Inc., 40 Worth Street, New York 13, N. Y. 

















LUMITE is ideal for every exterior use! 


*Under the worst exposure conditions. 

















KSET SALES AND SERVICE COMPANY 
AHEIM. CALIFORNIA 
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always locke a 


Ve stibule lockse t has a 


tree furning inside knob 


and an “always locked ~™ 


outside knob. 


When opening thre L50 
with a ke UP the vestibule 
lockset nill remain locked 


M he h/ thre hee if iS withdraw) s 




























IS YOUR KEY TO 
VOLUME LOCK SALES 


Eagle constantly emphasizes the importance 
of DISPLAY. Merchandise back on the shelf usually 
stays there. Handsome, fine quality, top-value 
Eagle Locks... DISPLAYED where your customers 
can see them... will build volume for you day-in 


and day-out. 


EAGLE locks are made for display. . . with 
pride and confidence. EAGLE packages are de- 
signed for display .. . at point of sale. Attractive, 
colorful, hard-hitting EAGLE display cards, panels, 
cabinets and sales units are practical field tested 
sales stimulators ready to go to work for you. 


ne Oe And NEW items are on the way. 


WE FAGtt LOCn COmPamy stmamrvrcce 


Ask your EAGLE jobber. He'll be glad to 


make these extra services available to you. 








Hay 





THE EAGLE LOCK COMPANY 


Subsidiary of Bowser, Inc. * TERRYVILLE, CONNECTICUT 
Ameucas Fst Lockmakews 
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industrial Supply Convention Report. 


A detailed report of the addresses, discussions 
and other activities at the Industrial Supply 
Convention, held at Atlantic City, May 19-21. 
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CHAIN ALWAYS SELLS 


@ People are always buying chain. The volume of chain you sell depends on your 
stock and how you show it. 

The AMERICAN No. 203 HANDY CHAIN is a number one item for you to stock. It 
is used as a safety chain for trailers and outboard motors, as a tie-up chain for boats 
and bikes, and for bundling and holding lots of things. The AMERICAN CHAIN SALES- 
MAKER is the best display ever devised for you to sell chain from. It gets chain out 
where your customers can handle it. That sells chain. 

Call yourAMERICAN CHAIN wholesaler who sells the com- 
plete chain line. You can get anything you need from him. 


PCO) AMERICAN CHAIN 


product 


\, AMERICAN 
_%a, CHAIN 


\ atta e 


me 
= 


e 
Sy merican 
AMERICAN CHAIN DIVISION Chain 
AMERICAN CHAIN & CABLE : 
York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
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Just Among Ourselves 


Informal Editorial Comments 


What's Happened 
To Salesmanship? 


I ran across two items in the newspaper the 
other day that left me very much confused and 
wondering if we really understand what is hap- 
pening to business today. 

One item reported that a large manufacturer of 
electrical appliances was planning to shut down 
for several months because of heavy inventories 
and slow sales. 

The second item reported that despite the high 
cost of living, people were still putting money into 
savings banks. This item pointed out that one- 
third of the people with incomes of less than $1000 
were saving, while in the $7500 and over bracket, 
nine out of 10 people were adding to their savings. 

How can there be such a contradiction of situa- 
tions? 

The simple, quick answer is that people just 
aren’t spending. 

But that answer doesn’t pay the rent. Why 
aren’t people buying? They have the money, and 
the things they normally want are available in 
quantity. 

When you stop and weigh all the factors, and 
reflect upon your own experiences, I think you'll 
agree that the big answer is that we seem to have 
forgotten how to sell. There’s very little real 
salesmanship displayed these days, especially at 
the retail level. 

I dislike repeating personal experiences, but this 
one illustrates the situation very clearly. Our 
household decided recently it wanted an electric 
dishwasher. The head of the family (the distaff 
side, of course) went shopping in one local appli- 
ance store and two local hardware stores. 

IN EVERY CASE, the salesmen in these stores 
spoke only about price and in no instance did they 
—— tell WHY she should buy the line they car- 
ried. 

We finally bought a machine and in a short time 
some neighbors dropped in and were curious about 
it. They saw how it worked and listened to our 
experience and three of these families went out 
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By W. A. Phair, editor 


and bought similar machines, based entirely on 
the demonstration they saw in our home. 

IN NO CASE had anyone in recent years called 
on them or attempted in any way to sell a dish- 
washer. Taking that as an example, just consider 
the sales potential of that area if someone really 
tried to do a selling job. 

That experience is not unusual. Every consumer 
has had the same experience. In fact, how long 
has it been since a salesman called on you at your 
home? 

Depending on price alone to sell merchandise 
won’t help. It never has. Constant needling of 
your suppliers for special prices is the same basic 
weakness. A price cut is only a short time stimu- 
lant that leaves everyone exhausted and poor. 

This is especially true today when manufactur- 
ing and distributing and retailing costs just don’t 
have the margin for concessions. In fact, costs are 
still rising. Higher taxes, freight and labor costs, 
to name a few, are far outweighing the slightly 
lower prices available on some raw materials due 
to greater supplies. 

And the more emphasis you put on cut prices, 
the more shy consumers are going to get as they 
wait for still lower prices. 

The only real answer to this problem is sales- 
manship ... incentive salesmanship. And it should 
start right at the top. : 

The gravy train has passed and the future is 
going to see the men separated from the boys 
You know what salesmanship is; you used to 
use it. 

Why not dust off those old skills and use them 
again? 





Can You Make A 
3¢ Investment? 


Congress will soon be considering the problem 
of whether or not to extend the Defense Act, 
which includes the authority to exercise price 
controls. 














There is a growing sentiment in Congress to 
eliminate the price control authority from any 
new Defense Act that may be passed, but this 
sentiment needs real support from the voters. 

You, as a retailer who has felt the full burden 
of the unnecessary red tape and bureaucratic 
paperwork, can help assure that Congress does 
eliminate price controls by the simple investment 
of 3¢ in a postage stamp. With this you can write 
your Congressman, now, and tell him your views 
on these needless rules. 

The OPS, behaving like any good bureaucratic 
organization, has sensed this growing opposition 
to price control and has embarked upon a decon- 
trol program that is a phony from the beginning. 
Don’t let yourself be fooled by this trick. 

In most cases OPS is not decontrolling, but is 
suspending the rules. This means that at any time 
they see fit they can reimpose the rules on a trade. 
When they do reimpose the price rules, you can be 
certain that it will be at prices lower than when 
they took them off. Various OPS people have 
already intimated this. 

A situation like this can result in a far worse 
cost squeeze than any we’ve seen yet. 

So write your Congressman and tell him that 
you want abolition of the needless OPS; not 
merely suspension of the rules. 

Karl Haugen of Schlaffer’s in Appleton, Wis., 
makes an interesting observation in a _ recent 
letter. He points out that he has expressed him- 
self on government price controls many times in 
the past in letters to his Congressmen. His ac- 
knowledgments have usually been non-committal 
form replies. 

Recently, however, he has begun to get spécific 
letters in answer and his Congressmen are begin- 
ning to take a definite stand on the matter. Karl 
sent me copies of letters he recently received from 
Congressmen McCarthy and Byrnes and both men 
expressed themselves as opposed to a continuation 
of OPS. 

How about you investing 3¢ to help end this 
OPS mess? If 10,000 dealers would make that 
investment, a great many more Congressmen 
would be convinced. , 

When you write, Karl suggests, cite specific ex- 
amples of how prices are below the ceilings to 
prove how needless the price laws are. 





Smaller Cuts For 
Dealer Use? 


A Kansas dealer wants to know why manufac- 
turers can’t supply more small, thumbnail sized, 
simple line cut illustrations for newspaper ads in 
place of some of the larger halftones that are 
usually supplied in mat kits. 

This dealer points out that he, like many deal- 
ers, tries to run at least a small ad on a regular 
basis and the large illustrations greatly limit the 
number of items he can carry in an ad and are 
often out of proportion to the space. There is also 


the fact that line cuts usually reproduce better in 
small town newspapers. 

He also comments that these small cuts are now 
widely used in newspaper ads, especially by the 
large stores. 

There is much logic in what this Kansas dealer 
says and his suggestion does not seem to pose any 
difficult problems. We’ve heard this same com- 
ment from a number of dealers and while a few 
manufacturers do make such illustrations avail- 
able, many more could profitably add them to 
their mat kits. 

If a dealer is willing to spend his money in ad- 
vertising, it would seem highly desirous to encour- 
age him by supplying the types of illustrations he 
feels are most effective. 





Pretty Girls And 
New Products 


We would like to get your opinion on a matter 
that editors of business magazines, such as HARD- 
WARE AGE, are discussing quite frequently these 
days. 

The editors of HARDWARE AGE have always felt 
that our magazine is a dealer’s working tool; a 
part of his store. We have tried to keep it with- 
out frills or fancy decorations that serve no useful 
purpose; we’ve tried to keep its contents pretty 
much strictly on the business of selling hardware. 
Our cartoons, for example, are specially drawn to 
reflect hardware store situations and to indirectly 
contain a moral. 

But recently more and more manufacturers have 
adopted the practice of sending out “pretty girl” 
pictures to promote their lines. 

We have in mind the picture, and you’ve seen 
many in the various editorial pages of various 
magazines, where some unknown, but pretty girl 
poses in a bathing suit or plunging neckline dress 
alongside of some piece of hardware merchandise. 
There is no connection between the two, and usu- 
ally very little information about the product. 

I have one on my desk that contains two lines 
about the product, while the rest of the page is 
devoted to the background of an actress that I 
never heard of before. 

We are not talking here about the use of promi- 
nent actresses, etc., as part of an organized na- 
tional promotion that starts at the consumer level 
and is carried through to the dealer information 
ads; we are talking only of the editorial picture 
with the pretty girl who has absolutely no connec- 
tion with the merchandise or any promotion pro- 
gram. 

Believe me, we are not old fogies and appreciate 
pulchritude as much as anybody. But we person- 
ally would like to see more space devoted to the 
selling points of the merchandise and less to the 
pretty, but useless girl who can’t help a dealer 
sell goods. 

Maybe we’re wrong. That’s what we'd like to 
ask you. After all, it’s your magazine and we 
want to keep it useful and interesting to you. 
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ECONOMY + QUALITY 


.-.In Locksets for Housing 
and Light Construction 





FOR EXTERIOR DOORS 


Lockwood Standard Duty Key 'n Knob Set 
. . . for exterior doors in homes, apartments 
and other types of light construction. Equal- 
ized knob projection on doors 134” or 144” 
thick . . . quick installation . . . made of 


proven materials only. A real business-builder! 














FOR INTERIOR DOORS 


Lockwood Bor-a-lign Lockset is designed for 
quick, low-cost installation. Functions for pas- 
sage, bath and bedroom doors. Steel aligning 
units guarantee free working assembly of knobs, 


trim and lock on door. Packs plenty of sales 


appeal! 





These two types of Lockwood locksets are “hot items” on the dealers sales 


sheet . . . appeal to the user on sight. Lockwood construction and materials 


ssure | , trouble-free service. see our 
assure long, trou ree servi eee 
in 


SWEET'S FILE 
ARCHITECTURAL 


Lechaved 





Display and stock the Lockwood Standard Duty Key ’n Knob and the 
Bor-a-lign locksets for bigger sales opportunities and profits. Place orders 
NOW ... and don’t forget to include merchandising samples for display and 


demonstration. 


LOCKWOOD HARDWARE MANUFACTURING CO. 


FITCHBURG, MASSACHUSETTS 
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NEWS and Views 


By Washington Bureau of 
HARDWARE AGE 


See Retail Controls Easing 
Though Lasting Another Year 


As 1952 nears the half-way mark and Congress en- 
ters upon a period of slam-bang, pre-convention activ- 
ity, it’s important for retailers to take a closer look at 
the road of federal regulation they’ve traveled over 
during the past six months, where they stand now, and 
the still-rocky path of Washington regulation ahead of 
them for the balance of the year. 


Whether or not Congress acted wisely in reviving 
a war-time economy at President Truman’s request two 
years ago continues to be a subject of hot debate. Fact 
is, however, war-time controls, even in the absence of 
war (Mr. Truman still says the nation is not at war) 
are very much with us, and there is every indication 
that retailing will still be bound by most of the cur- 
rent controls for another year. 


A retailing bird’s-eye view of the new control law 
now being written by Congress shapes up like this: 


PRICE CONTROLS—Extension, probably for 
eight or nine months beginning on July 1, is to 
be voted by Congress. Retailing, thanks to the 
clear-cut case its spokesmen have presented to 
Congress, is to retain its right to traditional 
mark-ups for nearly all products. There’s also an 
outside chance that Congress may issue a clear- 
cut mandate for retailers to apply the provisions 
of the Capehart Amendment, including authority 
to add to ceiling prices all cost increases through 
June 30, 1952, but this point is still far from 
being definitely settled. Office of Price Stabiliza- 
tion will, during the coming months, reluctantly 
withdraw price controls from goods selling below 
ceiling prices, but otherwise will continue to ad- 
minister retailing regulations in substantially 
the same way as in the past. 





WAGE CONTROLS—There’s widespread be- 

lief that wages will continue to rise—while prices 

+ are held down—if the steel industry is compelled 
to grant the government-approved increases for 

its workers. Steel traditionally sets the pattern 


10 


for manufacturing industries, and nearly every 
trade eventually is forced to follow suit in wage 
adjustments. There’s still the possibility that the 
administration’s wage proposals—highest in his- 
tory—will be rejected in favor of more modest 
increases. A steel strike is a likely outcome of 
this move, however. 


INSTALLMENT CONTROLS — Government 
economists predict that the suspension of Regu- 
lation W will result in only a “moderate” upturn 
in retail sales. Federal Reserve Board jumped 
the gun on Congress, which had fully intended to 
write credit-easing restrictions into the new con- 
trol law. Government bureaus are checking 
closely for any inflationary trends which might 
arise from “no money down” and “30 months to 
pay” type of advertising. Keep in mind that 
Regulation W was not abolished. It was merely 
suspended—meaning that it could be brought 
back without advance warning of any kind. 


STORE CONSTRUCTION AND MODERN: 
IZING—Right now, the outlook is the brighest 
it’s been in months. Easing of the materials sup- 
ply is causing control officials to be more lenient 
in approving commercial construction projects. 
For example, Federal approval recently was 
granted for construction of 249 new retail stores, 
84 warehouses and 26 parking garages. And the 
Federal Reserve Board threw out its voluntary 
credit restraint program, thereby removing re- 
strictions on bank loans for expansion and im- 
provement loans. 


FAIR TRADE—Chances for approval of new 
fair trade legislation this year will become 
clearer after the Senate Commerce Committee 
takes up the subject early in June. The McGuire 
Bill (HR 5767) has passed the hurdle of the 
House by the wide margin of 196 to 10. But in 
the Senate, the Bill may encounter rough sled- 
ding, partly because some committee members 
are not overly-sympathetic to the measure. But 
regardless of Senate action, the House approval 
should forestall any move on the parts of states 
to scrap their own fair trade laws. 


(Continued on page 123) 
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Steel itself is strong ... laminated steel is strong- 
er—all adding up to the superior strength of 
Master Padlocks! ® Built like a bank vault door! 
Steel plate upon steel plate, edch cut out just 
enough for its part of the mechanism — united 
under pressures up to 300,000 Ibs. © To the 
selling power of Master's unique laminations, 
add the precision-built locking mechanism, pure 
cadmium plating, and prices in the range peo- 


of new ry 
se : aK ; ple want to pay. No wonder Master Padlocks 
{cGuire : sell easier! Order from your jobber! 

of the ta 4 

But in Make sales faster with 

h sled- : 

embers t dl Fe 

eo | Master Padlocks 


EVERY ONE AN OUTSTANDING VALUE 


Master Jock Company, Milwaukee 45, Wis.© World's Leading Padlock Manugacturers 


Il 
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Sprayer Deal 


“Two Nebulizer sprayers for a 
penny more than the cost of one’ is 


the theme of the Hudson summer 


merchandising program on 4-Jet 
Nebulizers. This 1¢ sale is built 
around a counter display offered 
with 24 half-pint, 12 pint, 12 quart 
and six 2-qt. Nebulizers. Six of the 
half-pint Nebulizers are furnished 
at no cost, permitting the dealer to 
offer the half-pint Nebulizer for 1¢ 
when purchased in combination 
with a 2-qt.. Nebulizer at the regu- 
lar price. The Nebulizers, display 





and other selling materials are 
identified as the No. 4 Hudson 
Nebulizer Assortment. H. D. Hud- 
son Mfg. Co., 589 E. Illinois St., 
Chicago 11, II. 


Auger Bit Set 


Eight-piece set of auger bits for 
hand brace use, called the Mirbrite 
Master Bit-Kit No. 50-8, includes 
4/16, 5/16, 6/16, 8/16, 10/16, 
12/16, 14/16 and 16/16 in. bits. 
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Kits are packaged in attractive blue 
plastic roll cases and bit compart- 
ments are individually labeled for 





size. Midway Tool Co., Inc., Mel- 
vin, Ohio. 


Space Cadet Lunch Kit 


Here is the new Tom Corbett 
Space Cadet School Lunch Kit, a 
standard size all-metal school kit 
containing a_ half-pint Aladdin 
vacuum bottle. The lid carries a 





picture of Tom Corbett with rocket 
ship background in full color, and 
a special rocket ship identification 





LATEST INFORMATION ON NEW PRODUCTS AND SERVICES || 


decal is provided on which the own- 
er can write his name. The vacuum 
bottle, also decorated with a Tom 
Corbett scene, has a plastic cup 
cap and the Sweet Seal all-rubber 
stopper. Kits are finished in red or 
blue baked-on enamel. Aladdin In- 
dustries, Inc., Nashville, Tenn. 





Fly Swatter 


A whip in the handle and blade 
of this new No. 755 Fly Whip gives 
speed and accuracy in swatting in- 
sects. Pliable plastic blade allows 
the user to strike pests in corners 





and on curved surfaces. Handle is 
12% in. long with reinforced ribs; 
the blade is 434x3% in. The Viny- 
lite head is washable and sanitary. 
Suggested retail is 19¢. Federal 
Tool Corp., 3600 W. Pratt Blvd., 
Chicago 45, IIl. 


Automatic Coffee Brewer 


Known as the Cory Automatic 
Model ABC-2, this stainless steel 
coffee brewer has no plating to 
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in hardware merchandise... 





wear off and will not dent or 
damage easily. It is simple to keep 
clean and will not rust, corrode or 
discolor. It will maintain a high 
polish. The brewer is of four, six 
or eight cup capacity and comes 





with plastic hinged lower bowl de- 
canter cover, plastic safety stand 
for upper bowl and plastic coffee 
measure. Retail price is $37.50, 
Federal Tax included. Cory Corp., 
221 N. La Salle St., Chicago 1, IIl. 





Storm Window Material 
These R-V-Lite “Storm Panes,” 
transparent, flexible, weather-re- 
sistant panels for doors and win- 
dows, come ready-cut to size, 36x78 
in. They are available in two 


anil 
AIT 
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FOR THE HARDWARE DEALER 


types; clear tough vinyl! plastic, and 
No. 12 SP double-thickness cellu- 
lose acetate reinforced with sturdy 


cotton mesh. Both materials pro- 
vide effective insulation against 
cold and wet weather. Each unit 
comes packaged, ready for quick 
installation, including 18 ft. of 
waterproof framing strips, nails, 
and simple instructions. Arvey 
Corp., 3462 N. Kimball Ave., Chi- 
cago 18, Ill. 


Floor Maintainer 

Designed to scrub, wax, polish 
and steel wool floors, the P-11 Floor 
Maintainer is light weight, al- 
though made of heavy gage steel. 





it has a fully automatic safety 
switch in fingertip reach for in- 
stant stop and go control, self-re- 
tracting wheels for easy mobility, 
and a 90 pct. arc of shaft adjust- 
ment for easy access to areas under 
low-set furniture. Noiseless, posi- 
tive drive mechanism eliminates oil 
leaks, slipping belts and breaking 
chains. Powered by a 1% h.p. con- 
stant duty motor. Attachments in- 
(Continued on page 92) 









TO HELP YOU 





SELL 


Ls ee 
AND OTHER DEALER 






Paint Selling Booklet 


“Brings in Customers — Sells 
More Paint” is the title of a book- 
let now being issued which shows 
with illustrations and words the 
most effective methods to increase 
paint and linseed oil sales. Written 
almost entirely by successful paint 
retailers, the free booklet is easy 


brings in customers 


me 





to read and understand. It reports 
on stores of varying sizes and of- 
fers helpful merchandising ideas. 
Pol-mer-ik Div., Archer-Daniels- 
Midland Co., 600 Roanoke Bldg., 
Minneapolis, Minn. 


Tool Merchandising Manual 


A complete tool merchandising 
manual for hardware retailers lists 
and describes all tool sales aids of- 
fered by P & C. The 12-page book- 
let, called “P & C Pre-Builds Tool 

(Continued on page 109) 
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Trade Improvement 
Expected to Continue 
As Credit Curb Goes 


The long-awaited sharp upturn 
of the retail sales curve became 
evident this month. Except for 
unforeseen events, retail trade 
should continue to improve through- 
out 1952. 

The removal of Regulation W, 
a couple of weeks ago, did not cause 
as great a ripple in the stream of 
business as might have been ex- 
pected. However, this factor will 
prove a greater one as time goes 
on, in the stagnated appliance field. 

The removal of the credit curb 
returns a vast segment of the buy- 
ing public to the markets for all 
kinds of big ticket merchandise. 
Those in the lower income bracket 
who had to forego major buys be- 
cause of the stringent require- 
ments of Reg. W are again sales 
prospects. 

Merchants, and the public as 
well, are being urged to play it 
safe in the extension and use of 
credit. However, the absence of 
any great buying sprees, such as 
occurred more than a year ago, in- 
dicates that both manufacturers 
and retailers still have a selling job 
to do. 

One of the most important fac- 
tors—and especially for the hard- 
ware business—is that a million or 
more dwellings may be started this 
year. 
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> 1952 Sales May Top 1951's 


> Building Hit Peak in April 


> Sears Had Record Month 


The building materials outlook 
has improved considerably, and 
with the possibility that Regula- 
tion X will soon go the way of 
Reg. W, builders shouldn’t have 
too much trouble in finding buyers. 


Employment Rose 
In March and April 


The usual spring rise in employ- 
ment was not as great this year as 
last year, Secretary of Commerce 
Sawyer reported. While there was 
an increase in employment in 
March and April, the rise from 
February to April amounted to 
only 380,000 workers. The gain in 
the same period last year was 
1,099,000 workers. 

Non - agricultural employment 
showed little change in April from 
March. However, there was some 
rise in the construction industry. 
This was offset slightly by a drop 
in business employment . 


Reg. W Suspension 
To Benefit Appliances 


Action of the Federal Reserve 
Board in suspending Regulation W, 
which curbed installment selling, 
was seen as serving as a stimulus 
to the sale of appliances, automo- 
biles and television receivers. 

The American Finance Confer- 
ence, which represents 370 indepen- 
dent sales credit companies, said it 
would immediately help sales of 
“big ticket” durable items. 

Soon after announcement of the 
suspension was made, Arthur O. 
Dietz, president of CIT Financial 
Corp., announced an easing of 
terms permitting 24 months to pay 
for new automobiles, with a one- 
third down payment. 

It was anticipated that in gen- 
eral there would be a trend toward 
small down payments and more 
time to pay for television sets and 
appliances. 


Credit Selling Should be Extended 
Through Promotion, Credit Managers Told 


Efforts to increase sales on 
credit through intensified planning 
and promotion was recommended 
at the 19th annual conference of 
the National Retail Dry Goods As- 
sociation’s credit management di- 
vision. In order to move the in- 
creased volume of goods which has 
followed the substantial rise in pro- 
ductive capacity a greater volume 
of sales on credit was termed nec- 


essary by the various speakers. 

Attention of customers should be 
called to credit selling through pro- 
motion and should be conducted 
with the same effort to obtain cus- 
tomer goodwill as cash sales, Clar- 
ence F. Wolfinger, credit sales man- 
ager of Lit Brothers, Philadelphia, 
said. Credit risk, he said, depends 
on human factors, such as charac- 

(Continued on page 148) 
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OL PROFITS! — 
—— “OL HANDLING COSTS! 


Thousands of actual, in-store tests make pos- 
sible the P & C all-inclusive profit guarantee. 
Sales, turnover, and profits all zoom when a 
P & C Self Selling Merchandiser goes to work 
for you. Customers like the handy conven- 
ience of the attractive, eye-level, easy-to-get- 
at racks. You will go for the added impulse 
sales and the fast way these customer builders 
sell and sell. Your store clerks will find stock 
keeping easier and you’ll have fewer outages 
because of the shadow and price markings. 
A P&C Self Selling Merchandiser will put 
you in the hand tool business with a proven 

























































n profit plan that really works. 
ices Your P&C distributor salesman will hel 
Pp 
agg you analyze your mechanics’ hand tool busi- 
gota ness and determine just which of the P&C 
stimulus f Self Selling Merchandisers will be most pro- 
automo- 1 fitable in your store. Write today for the 
G f : name of your nearest P & C distributor. You'll 
onfer- : 
indepen- be glad you did. 
, said it 
sales of 
i : Th This Self-Selling Merchandiser holds 150 of the 
t of the — : gir e most-wanted — fastest selling P & C Guaranteed 
thur O. : ss ae P&C tools. Annual profits of $400, $500 and even $600 
inancial ’ ROCKET- on an initial investment of but $229.59 are not 
sing of | on , ~*~ unusual. It’s a complete tool department that 
3 to pay . 4 \E .% 150 takes but 32 inches of counter space. 
a one- 
As many as 6 turnovers per year 
: en i i ‘ Ss EZ 4 Th are reported for the Thrifty-50 
‘ . oft +49 ' Y e Self Selling Merchandiser. That 
‘yer | an @ means a whopping big $230 pro- 
—s ‘ a ib GF : fit per year on an intial tool in- 
ets and ) ot .C THRIFTY - vestment of but. $76.50. It’s the 
tool-selling sensation of the 
year because it’s designed right 
and because it holds the heart 
of the P & C proven 
tool line. 
eakers. 
ould be 
xh pro- 
oye P&C HAND FORGED 
in cus- 
, Clar- PANY 
Ss man- 
eiphia, BOX 5926-A 
epends PORTLAND 22, OREGON 
harac- CABLE ADDRESS: PANDCTOOL 
3) 
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SKILLMAN HARDWARE MANUFACTURING CO - 1700 NORTH CALHOUN STREET - TRENTON - NEW JERSEY 














JERSEY 


, 1952 
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PACKAGED FASTENERS 


A strong, attractively de- WOOD SCREWS e¢ STOVE BOLTS © TAPPING SCREWS 
MACHINE SCREWS @ DRIVE SCREWS e THUMB SCREWS e SEMS SCREWS 


signed telescope-type pack- 

age. Color coded labels. Fine- STANDARD SLOTTED AND PHILLIPS RECESSED 

ly fabricated products that WING NUTS e CAP NUTS e HEXAGON AND SQUARE NUTS e WASHERS 
generate quick repeat sales. THE CHOICE OF BETTER DISTRIBUTORS 





CHICAGO, ILL, KEENE, N.H. ¢f 





LOS ANGELES, CALIF. 





vu Can Depend on Central’ 


3501 SHIELDS AVE., CHICAGO 9, ILLINOIS 


ion CENTRAL SCREW COMPANY 


3028 E. ELEVENTH ST. LOS ANGELES, 23 CALIF. © 149 EMERALD ST.. KEENE. N.H 
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SOCKET COMPLETELY 
Role! 40) 







APPROXIMATE WEIGHT 
3% 10 3% LBs. 





FEATURES 
] Blade and front strap a single BLADE AND STRAPS 


unit. No weld. FORGED FROM HIGH 


2 Blade and straps forged from 
High Carbon Steel. CARBON STEEL 


3 Back strap electrically welded to 
blade. 


4 Straps are pre-formed. 


5 Blade and lower section of socket / 
carefully heat treated. 
6 Uniformity in lift and balance of 
every tool... hang and balance 
never change. Pre-forming of 
straps the guarantee. 
7 Handle is driven to the point of frog. 
8 Unequalled strength insures maxi- 
mum value. 


FRONT STRAP AND BLADE BACK STRAP 
TESTS PROVE IT THE STRONGEST ONE PIECE OF STEEL ELECTRICALLY WELDED 


WELDED SHOVEL EVER MADE 















Ca. | 
eee ae: 


4 1774 ») 


PARKERSBURG, W. VA. O. A M E S Cc O. NORTH EASTON, MASS. 
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The ONLY Full-Sized Feather we ight 
Rubber Garden Hose 


Doesnt Choke Water Flow 


Y BUILT WITH NYLON CORDS 





REG u s pat OFF 
—_ Th fe At last, we are again able to supply you with Gardenette, the one 
garden hose that has proved so popular that many customers ask for it by name. 


M 0 st Fa m 0 U S GARDENETTE, you know, is guaranteed in writing for 15 years. 


Its construction is exclusive with Gates and it is built with Featherweight Nylon Cords 


N a m e | fl which, weight for weight, are actually stronger than steel —is 50% lighter 
yet 15% stronger than ordinary garden hose. 


G a rd @ nl 4 0 S e ® Inside tube is rot-proof ® Color will not rub off ® Has Full-Flo 


54” solid brass couplings © Neoprene cover resists weathering and abrasion 


. 
’ 


®@ Stands many times ordinary water pressure. 


Each length of Gardenette is tied securely to an attractive selling disk 
which keeps the hose neat and makes a most attractive display anywhere in your 
store— helps your customers to sell themselves on the hose. And the sales 
disks are slotted. This provides a convenient hand hold by which customers can easily 


carry a coil of hose from your store. 


9, 1952 











It’s Easy to Make a SELF-SELLING 


Display «GATES HOSE 


Every coil of Gates Hose—except RIPPLE, the bargain price leader—comes packaged 
with an attractive sales disk printed in two or more colors. Disks are tied securely 
in place, as shown in the pictures—and each one tells a persuasive sales story about its 
particular hose. The photos show how the disks make it easy to build a sales-creating display 
of Gates Hose anywhere in your store—out on the sidewalk or in your window 
to catch the eye of passersby and really build sales for you. 


HEADQUARTERS 


Sprinklers Lawn and Garden Tools. Sent 


for name of GATES JOBBER nearest you 
MAIL this COUPON—TODAY! 

The Gates Rubber Company 

999 So. Broadway, Denver, Colo. 


[_] 1 want to know more about the Gates Garden Hose line for 1952 
—the line which will help me outsell competition. 


Name 

Address. 

City. 

oe EE ALTE EOI MIE He SRO ITE OR IY RELI 
[-] § would also appreciate knowing about your amazing V-BELT 


selling program that enables Gates BELT Dealers to sell two times, 
three times and even four times as many V-Belts as other dealers sell. 


GH524 


Ask your jobber about the Gates 
MERCHANDISER. It holds 1200 ft. of hose, 
and is mounted on casters so that it 

rolls easily. 








You Get all these 


Attractive Advertising Helps at no cost 


P| Pe) ic Cover 
eter 


[Garden GARDEN HOS 


Big Supp! ics ea 


| THE GATES RUBBER COMPANY, DENVER, COLO. 





VE 


ged 


is 


WHIRL-CUT 


: BUILT TO CUT BETTER AND LAST LONGER 
Gates 
; . HAINKE STANDARD ... B-21-LD... 21” Cut 


O ft. of hose, 
t it ~ \ , , : 
at i | One of the easiest running hand mowers made. Equipped 


¥ 
with a 1%- to 2-horsepower Briggs & Stratton or Clinton 
engine — grease-sealed New Departure ball bearings in 

spindle — Omega grease-sealed ball bearings in * 

* 


oe 


} 





wheels — high tensile aluminum frame construction 
with steel rock guards — a reversible cutting blade, 
made of one-piece SAE 1095 Carbon Spring Steel, 
drop-hammer forged and heat-treated for long 
life and retention of its keen cutting edge. * 





HAINKE STANDARD .. . B-21 .. . 21-inch Cut 


The most popular power mower for domestic use. A truly fine power 
mower equipped with a 1%- to 2-HP Briggs & Stratton or Clinton 
engine — grease-sealed New Departure ball bearings in spindle — 
Omega grease-sealed ball bearings in wheels and drive assembly — 
high-tensile aluminum frame construction with steel rock guards — 
cutting blade is drop-hammer forged and heat-treated for long life 
and retention of its keen cutting edge — blade is reversible one- 
piece SAE carbon spring steel. The Standard js economical, efficient 


and a pleasure to use. 


HAINKE PROFESSIONAL . . . C-24-BS ___.- 
24-inch Cut 

The largest, most powerful mower in the Hainke 

line. Equipped with a Briggs & Stratton 4-HP 

or a Clinton 3-HP engine—10 x 3:50 x 4 pneu- 

matic tires on rear wheels—grease-sealed New 

Departure ball bearings in spindle—Omega 

grease-sealed ball bearings in wheels and drive 
assembly—high-tensile aluminum frame con- 

struction with heavy steel rock guards. 


HAINKE RIDE MASTER SULKY 

has a free-moving genuine ball trailer hitch assembly which 

permits smooth full sweeping operation. Available with 10 x 3:50 air pneumatic tires 

or 10x 2:50 semi-puncture proof tires. Sulky fits on Models C-21 Professional, C-24 
Estate, B-3 Heavy Duty, B-21 Standard. Mow 


THE PAUL HAINKE MOWER CORP., INC. the easy Hainke way. 


HUTCHINSON « « * KANS 


eae 
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R-W Garage Door Operators |: ressseat™ | HOW 


For every need—two R-W controls, designed 
and engineered for smooth sure performance 


> 
elid| |B oe 
= { ay i 
























No. 1251 Standard Control 


: —operates from drive-side 
a ee key-switch. 























Smart ha 
“Compar 
screw ta] 
sprinkler 
Billings* 
to sell w 
of other 
THE BILL! 
Radio Control Garage Door Hardware Specialists i 
—battery operated radio Complete overhead garage door hardware conveniently 
with dash control button packed in one box! 999-1 for single doors up to 9 ft. 
opens and closes doors wide weighing not more than 200 Ibs.; 999-2 for double 
within 75 feet. doors up to 16 ft. wide weighing not more than 375 Ibs. *BILLINI 
Write for folder giving full details. NAME MOS 
REQUESTE 
wrench field 
Mechanics m 
“ heck th i f : 
wa Check these important R-W features! 
ES4 
Jv Easy to install—Completely assembled, including track, in a single 
carton at the factory. 
v Easy to service—Simple adjustments requiring no special tools, 
keep the doors working smoothly. 
Jv Safe—A large friction clutch prevents operational failures with For complete eatin on 
resulting damage to property. In power failure, doors may R-W AuT-o-DoR line ask 
be operated manually. your jobber or write for 


catalog number A-87. 


Richards-Wilcox Mfg. Co. 


a ee ee ee ee eo ee ee ee oom Ge ee eee 
AURORA, ILLINOIS, U.S.A. Branches in all principal cities 


Mr DING DOOR HANGERS & TRACK © FIRE DOORS & FIXTURES * GARAGE DOORS & EQUIPMENT 


. 8, Pat. Off. sitios tas 
ORS. & CRANES « SCHOOL WARDROBES & PARTITIONS 


Reg. U 
NDUSTRIAL CONVEY 
OVER 72 YEAR s ELEVATOR DOOR OPERATING EQUIPMENT 
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HOWTO MAKEEN TRA SAL ESwitn a BILLINGS* 






































sellers which build sales volume and speed 
turnover. 
Quickly identified—easily sold—Billings “LIFE-TIME 
Wrenches are drop forged from quality steel, accurately 
machined and perfectly finished to give a life-time of 
usefulness. Customers really go for ’em in Billings * 
sales-packed Wrench Merchandisers. 


Sell a BILLINGS* 
with every... 


Smart hardware retailers know it pays to carry 
“Companion Sellers”, Fish hooks sell line. . 
screw taps sell dies . . . garden hose sells nozzles and 
sprinklers. 

Billings’ LIFE-TIME® Wrenches are a logical “extra” 
to sell with Lawn Sweepers, Power Tools and hundreds 
of other mechanical items. They’re natural companion 














THE BILLINGS & SPENCER CO., 
HARTFORD 1, CONN., U.S.A. 







Specialists in drop forgings since 1869 


FE TIME BluungS WRENCHES 


* BILLINGS — THE BRAND | i¢% 


NAME MOST FREQUENTLY 
REQUESTED in the fixed opening 
wrench field! (According to Popular 
Mechanics magazine’s unbiased study.) 


POWER MOWER 





&s4 


DISPLAY BOARDS 
AND ROLLPACS 


SOCKET BOARDS 
SETS AND PARTS 


LIFE-TIME: 
WRENCHES 
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This V-Belt Program is 


Made to Measure for Profits! 


Goodyear’s Fractional Horsepower V-Belt program is 
tailored to your store — designed for profits. Compare 
these features with ANY other V-belt merchandising 
program and you'll see why it will pay you to tie up with 
the Goodyear deal: 


=< . 
GOOD/YEAR ) 
V-BELTS 


ACHINERY 


T Mw 
F apPLiANCes 





Complete department in 11% sq. ft. of counter 
space with SerVomatic—only counter merchan- 
diser in the field. Holds enough belts to handle 
70% of your customers’ needs—makes inventory 
and re-order problems simple—encourages self- 
service—insures quick turnover. 


“ABC of Simple V-Belt Design” Book solves drive 
design problems in 3 simple steps—no complicated 
equations, ratios, higher mathematics needed. 


Alternate Belt Replacement Chart shows at a glance 


which standard size belt can be used to replace 
specials—eliminates need for carrying slow- 
moving belts — increases turnover of standard 
belts up to 20%. 


Replacement Catalog lists right replacement belt 
for every application from oldest washing 











Exclusive Beltmeter measures old belts faster, 
easier. Eliminates clumsy “yardsticks.” So easily 
and accurately operated you can encourage your 
customers to use it themselves. 


machine to the newest home appliance —lets your 
customer serve himself. 


Space-Miser Packaging saves your valuable space 
on counter, wall or ceiling—key to neater display, 
since it saves up to 50%. 

And many other sales helps. Compare all these out- 
standing features. Then write today for full infor- 
mation. Make your store V-Belt Headquarters in 
your area. For details, write Goodyear, Akron 16, 
Ohio, Dept. 742-C. 


EAR 


a 


THE GREATEST NAME IN RUBBER 


We think you'll like “THE GREATEST STORY EVER TOLD” - Every Sunday — ABC Network 


24 


SerVomatic—T. M. The Goodyear Tize @ Rubber Company. Akron, Ohio 
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THE DAYTON PUMP & 
MANUFACTURING COMPANY 


Dayton 1, Ohio 
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“AXIAL-FLO 


Here’s 

the new, 
deep-pulling, 
fast-pumping 


(SINGLE OR MULTI-STAGE) 


PUMPS WATER LIKE MAGIC — DELIVERS MORE GALLONS 
PER HORSEPOWER BECAUSE THERE’S LESS FRICTION! 


New Rapidayton “Axial-Flow” Pumps 
are real wonder-workers. They do a bet- 
ter job whether water supply needs are 
normal or exceptional. They’ll deliver 
up to 2500 gallons of water per hour— 
develop more pressure—do up to 20% 
more work with the same horsepower. 


“Axial-Flow” makes the big differ- 
ence, and it’s the first major im- 
provement in centrifugal pumps of this 
class in 50 years. Water flows smoothly 
through scientifically designed impel- 
lers and diffusers. Impellers are dy- 
namically balanced—pump cases and 
diffusers are “precision-formed” instead 
of cast to reduce friction. “Sustained 
performance” is built into each pump 
because all internal parts are made of 


brass and stainless steel and cannot 
corrode. This means peak performance 
year after year. 

The new Rapidayton “Axial-Flow” 
is available with 1, 2 or 3 stages and 
one or two-pipe jet assemblies for deep 
wells and‘with 2 or 3 stages for shallow 
wells. Deep well models available 
from % to 2 H.P., shallow well from 
34 to 2 H.P. The more stages in a pump 
—the more work it will do. New fea- 
tures include cartridge-type seals that 
can be replaced in minutes, and an 
adaptable flange that speeds connection 
of pump to well pipes. 

You'll get the complete details on the 
wonder-working “Axial-Flow”’ Pump 
by sending in the coupon below. 





THE DAYTON PUMP & MANUFACTURING COMPANY, Dayton 1, Ohio 
Please send me the items checked below: 
[_]**New Way to Work Wonders'’'—General information on the new Rapidayton *‘Axial-Flow’’ Pumps. 


C] Catalog-Bulletin—Complete specifications and prices on ‘‘Axial-Flow'’ Pumps. 


HA-552 





NAME 





FIRM NAME 





ADORESS 


ZONE STATE 





cITY. 

















This Blotorch works with 


Windproof! = good grade denatured alcohol 
Fre por but for best results we recommend 
LENK BLOTORCH FUEL 


Operates at any angle 
Generates over 2700° 


Hottest, handiest, best-selling Blotorch in its price range ! 


500° More heat 

For silver soldering, light brazing and sweated fittings 

For home and shop use 

Cool, convenient GunGrip handle 

Handsome chrome finish Mfg. Company 
Burning time: approximately one hour 30 Cummingt on St. 


Sensibly priced for volume sales 
Colorful individual display cartons for self-selling BOSTON 15, MASS. 
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} machine rental fijeid! J 


Who are your present customers? “Regulars” who live or work in the 
immediate neighborhood . . . only a trickle of others? How would 

you like to pull ’em from all over town . .. even from out of town... 

a consistently growing volume of traffic and consistently higher profits? 

Sure, it sounds pipe dreamish. But hundreds of dealers just like you are increasing 
profits with the RENTA CLARKE MORE BUSINESS PLAN. 


It’s a sound money-maker for you. 


HERE’S HOW THE 


Clarke Pra 


WORKS... sn Lita Special 


/ You start a Floor Care Rental Department .. . 

You need the famous “Clarke Threesome”, a sander, an edger, a PROFIT MAKERS ... 
polisher. They're built to take grueling punishment indefinitely at ' 

extremely low maintenance cost. They're rugged, easy-operating, 
dependable . . . built for the rental trade! 


2 You let the Clarke Plan help you get started .. . 

Begin with this complete sales and merchandising program. It has 
built startling new volume and profit for hundreds of dealers, it will 
do the same for you. 


3? You promote your new service strongly . . . 

Again the Clarke Plan offers the best. Tried and tested business 
builders . . . newspaper mats, radio scripts, stuffers, streamers, elec- 
tric flashers, shelf strips, can top stickers. All the material to build 





CLARKE 
SMOOTHIE SANDER 
. lightweight but 
rugged, for rough, 
medium or fine finish 
sanding. Overwhelm- 
ing favorite for gen- 
eral maintenance 
work. 





all the business you can handle! CLARKE DUO 
SANDER-POLISHER 
q THEN YOU REAP THE PROFITS... sands, scrubs, pol- 
Floor machine customers must buy related items. You'll sell an extra- oe 3 Sg 
high volume of sandpaper, steel-wool, Clarke sealers, waxes, polishes. grinds .. . for all 
These same customers will return for other needs . . . will send friends repair jobs. 


to you . . . will bring your business the satisfying growth and profit 
other Clarke dealers enjoy. 





Porter-Cable floor sanders 
and edgers are now manu- 


YOU SHOULD GET STARTED NOW .... Ask for full details on this new f re a 
— actured and distributed by 
easy way fo build more business today. Write, wire or telephone: Clarke. Sales and service 
is available through Clarke 

CLARKE SANDING MACHINE COMPANY authorized sales represent- 

305 Clay Street + Muskegon, Michigan atives and service branches. 


Authorized Sales Representatives and Service Branches in Principal Cities 
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“Anyway, our Bethlehem Fence didn’t blow away.” 





| 


Bethlehem Fence can take it! This advertisement is typical 
of our current campaign in regional farm magazines. 








AUTOMATIC 


BARBED WIRE BALE TIES BALER WIRE 


28 





S , 











Farmers know that high-quality fence is the only kind 
that pays off over the long haul. Bethlehem Fence is that 
kind of fence. When it arrives for work, it’s ready for 
years of rugged, ’round-the-calendar service. 

That’s why Bethlehem Fence is good fence to sell. 
Your customers know the Bethlehem emblem, recog- 
nize it as a promise of superior farm products. 

Take a good look at a roll of Bethlehem Fence, and 
you'll understand why it does such a good job, year 
after year. Examine the tried-and-proved hinge joints, 
ithe strong, tough steel wires, the smooth, vise-tight zinc 
coating that fights off rust! 

Bethlehem Fence is made in all standard styles and 
sizes. It goes up faster and lasts longer when it’s in- 
stalled on sturdy, easy-to-drive Bethlehem Steel Posts. 

Talk over your farm fence requirements with your 
jobber today. And ask him about the other top-quality 
Bethlehem steel products shown below. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast 
Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation 


BETHLEHEW 





STEEL 





NAILS AND STAPLES CLOTHES LINE 


FENCE POSTS 


HARDWARE AGE, MAY 29, 1952 











For 
trib 
imp 


For 





nly kind 
'e is that 
eady for 


to sell. 
, recog- 


ice, and 
b, year 

joints, 
zht zinc 


les and 
it’s in- 
Posts. 
h your 
quality 


M, PA. 
tific Coast 


rporation 


IES LINE 


1952 








98 Years 


~~ Of continuous effort == 
for improvement in design, 
quality and merchandising. 


For nearly a century, WARWOOD TOOL COMPANY has been serving Hardware Wholesalers and Supply Dis- 
tributors, and through them Industry, Agriculture, Mining and Railroads and has been constantly striving to 





improve that service. 

For almost 100 years the name WARWOOD has been a guarantee of the finest in Forged Hand Tools. As 
production methods have improved over the years, so has designing and 
processing, and today WARWOOD TOOLS, accurately forged, correctly 
designed and scientifically heat treated, are the mark of real craftsman- 
ship! Warwood Workmanship Makes The Difference! 
PATENTED Finished in WARWOOD Blue, with clear lacquered handles, WARWOOD 

CARTON Tools are a symbol of quality. 


Wade RIGHT! Packed RIGHT! 


Patented carton for shipping 
Mauls, Hammers and Sledges 
with handles assembled. 









WARWOOD 


Sleeve keeps handles clean 


and in good condition. 


Cartons dovetail for easy stack- 


ing on floor or pallets, saving 






warehouse space. TOOLS FOR: 


GENERAL CONSTRUCTION 






AGRICULTURE and GARDENING 





, Can be re-shipped without opening. 
AQ ” ii 
WARWOOD TOOL COMPANY mane 
Sy 









WHEELING, WEST VIRGINIA 
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CHEVROLET [od 


Advance-Design 


firsts: 
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TWO GREAT VALVE-IN-HEAD ENGINES— 
Loadmaster or the Thriftmaster—to give 
you greater power per gallon, lower 
cost per load e POWER-JET CARBU- 
RETOR—for smooth, quick acceleration 
response e DIAPHRAGM SPRING CLUTCH— 
for easy-action engagement #« SYNCHRO- 
MESH TRANSMISSION —for fast, smooth 


CHEVROLET DIVISION OF GENERAL MOTORS, DETROIT 2, MICHIGAN 







in sales 





CHEVROLET ADVANCE-DESIGN TRUCK FEATURES 


shifting e HYPOID REAR AXLE—for 
dependability and long life e TORQUE- 
ACTION BRAKES—on light-duty models e 
PROVED DEPENDABLE DOUBLE-ARTICU- 
LATED BRAKES—on medium-duty models e 
TWIN-ACTION REAR BRAKES—on heavy- 
duty models e DUAL-SHOE PARKING 
BRAKE—for greater holding ability on heavy- 


YOU PAY LESS TO BUY! 


Get the price on the Chevrolet truck that’s the 
right size, type and capacity for your work, 
You'll find that it lists for less than any other 
truck capable of doing the same job. Chev- 
rolet has the lowest priced line in its field, 


YOU SAVE ON COST PER MILE 


You can't beat Chevrolet's Valve-in-Head en- 
gine for over-all economy—fuel, oil, upkeep, 
It just keeps rolling along. And extra-rugged 
frame, hypoid rear axle, and Flexi-Mounted 
cab mean longer life, lower maintenance, 


YOU GET THE RIGHT TRUCK FOR THE JOB 


No truck is worth the price if it doesn’t get the 
job done—fast and sure. Chevrolet trucks are 
factory-matched to the payload, factory- 
matched to the job. There’s a standard body 
and chassis, or chassis for special body, that's 
just right for your work. 


YOUR TRUCK INVESTMENT IS SAFER! 


Comes time to trade in an old Chevrolet truck 
for a new one, here’s good news: Year after 
year, used Chevrolet trucks traditionally bring 
more money compared fo what they cost, than 
other makes. The demand is there, because 
Chevrolet trucks stand up better. 





duty models e CAB SEAT—with double-deck 
springs for complete riding comfort e VENTI- 
PANES—for improved cab ventilation e WIDE- 
BASE WHEELS—for increased tire mileage e 
BALL-TYPE STEERING —for easier handling 
e UNIT-DESIGNED BODIES—for greater load 
protection e ADVANCE-DESIGN STYLING—for 
increased comfort and modern appearance. 
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Wide selection of quality McKay Chain meets your customers’ 
exact needs—offers you easier and more profitable sales .. . 
satisfied customers . . . steady repeat business. See your 
jobber, or write direct for details. 


McKAY HARDWARE CHAIN INCLUDES: 





© Cow-Ties @ Sash Chain @ Log Chain 
@ Tie-Outs @ Jack Chain @ Sling Chain 
© Halters © Swing Chain © McK-Pacs (Proof & BBB) 


e "Silent Chain Salesman” Dispenser-Display Assortments 






COMPANY 
PITTSBURGH 22, PA. 






i1RE CHAIN 
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KOIL-PAK’ 
COILED ALUMINUM MOULDINGS 





EASY TO HANDLE! 








EASY TO CARRY! 








EASY TO INSTALL! 








NEW WAY 























Imagine! Packaged mouldings! A neat little 
carton holds a full 12-ft. length of one of 11 popu- 
lar Trimedge designs—complete with all neces- 
sary fasteners and simple instructions—all ready 
to install. These KOIL-PAK* mouldings are the 
same weight and the same thickness as conven- 
tional straight 12-ft. lengths—the coiling makes 
them easier to carry, easier to handle and so 


much easier to install! Copyrighted 1952—Trimedge, Inc. 
*Trade-mark registered U. S. Patent Office 


TRIMEDGE, INC., 4021 Mahoning Avenue, Youngstown |, Ohio 
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WHEN IT COMES TO 
SELLING SCREWS 
2 HEADS ARE BETTER 

THAN | 


OUTHERN 


WOOD 


SCREWS 


come with slotted or Phillips heads 


You can give your customers just what they want 
when you handle Southern wood screws. For Southern 
makes a complete line in a wide range of sizes from 
14,” No. 2 to 4” No. 20 in steel and 4” No. 18 in brass, 
slotted or Phillips heads. These fine fasteners come 
in a variety of finishes. You can get specially lubricated 
screws for hard woods. 

Furthermore . . . Southern screws come to you in per- 
fect condition. No blanks or chips can escape our rigid 
inspection routine. The materials that go into Southern 
products are of the highest quality. Single-thread con- 
struction gives Southern screws extra strength in body 
and shank. It’s a profitable, business-building line! 
Write for catalogue today. 

FACTORY WAREHOUSES 


325 W. Ohio Street 
Chicago 10, Illinois 


4100 Dell Ave. 


North Bergen, N. J. 
280 Decotur, S.E. 


Atianta, Georgia 


SOUTHERN 


SCREW COMPANY 


104 RICKERT STREET 
STATESVILLE, NORTH CAROLINA 


® © #£ @ & 
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Colonial Cabinet Hardware 
by Amerock 
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Double or triple your 

sales of Colonial Cabinet Hardware 

with this beautiful new Amerock Demonstrator. 

You can capitalize on the rapid trend toward “Living Room’’ 
kitchens by featuring Amerock Colonial Cabinet Hardware in three beautiful 

finishes — Antique Copper, Swedish Iron, and “Old Weathered” Black. All three finishes are shown 
olay OM RoMLOM S-TiolattinchiolmeZiM-TicaiMelile Ml Jim -lalelil-i(-to Ml lela. <el cellule Mmm ( tell Mm Zellel-MeohMilelaeh Zela- 
mounted on Demonstrator is $12.76... dealer pays only $7.50. When purchased with fast-moving 


"Starter Stock,"” Demonstrator costs dealer only $3.82. 


AMERICAN CABINET HARDWARE CORP., 
ROCKFORD, ILL., DEPT. HA-5 


Ask your jobber or send for full details Please send latest catalog on “Amerock” Cabinet Hardware to: 










ae e ae 





AMERICAN CABINET HARDWARE CORP. ae ew a atin 





li eaieaiitnatitaaneaenieeeeenindctnindiiidamainisiats 


City. _—— 





My favorite Jobber is 
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Tn 
HIENDERSOgS 


TOM HENDERSON 
FAMOUS COLLIER’S CARTOONIST 











"EUERYTHING HINGES ON HAGER /“ 


C. Hager & Sons Hinge Mfg. Co. + St. Louis, Mo. *® 


Founded 1849—Every Hager Hinge Swings on 100 Years of Experience 
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2155 SCRANTON ROAD e 


“SHINYHEADS” 
America’s Best Looking Cap Screw 


Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished a head cap screws— 
bright finish. Heads machined top 
and bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 
Tensile strength 95,000-110, 
p.s.i. Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treatment 
is not required and where ordinary 
hexagon heads are satisfactory. 
Hexagon heads die made to size — 
not machined. Points moosine 
turned. Tensile strength 75,000- 
95,000 p.s.i. Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on ta 
end unless otherwise specifie 
with flat and chamfered machine 
ao. Nut end, oval point. Land 
tween threads shiny, bright, 
mirror finish. Carried in stock. 


* 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated — 
threads rolled or cut — finished to 
extremely close thread and body 
etecanegs ~— Doe tae | ground where 
specified y medo by the 


THE FERRY CAP & SET SCREW CO. 


e CLEVELAND 13, OHIO 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment. 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000 -160,000 p.s.i. Carried 
in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in producin ng 
Cup Point Set Screws by the col 
ups rocess. Cup points machine 
Sak Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve tap appet adjusting screws — 
Soneaee ead style — to blue print 
specifications—hexagon head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


om 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 

end annealed. Supplied in various 
head shapes, with oil holes and 
grooves o  diltorgat kinds, and flats 





pioneers x sedans ti 
rod bolts by the cold at | process. 


FERRY PATENTED ACORN NUTS 


For ornamental purposes. Steel in- 
= — steel cover Finish: plain, 

c plated, cadmium plated. Size: 
g/ier ', 3/4",18/16" across the flats. 


Tapped 1/4" to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shell. 
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TANDARDS 


carried by 
LEADING 
DISTRIBUTORS 












Ea 
SPECIALS 


furnished to 
BLUE PRINT 
PECIFICATIONS 















WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 












a” Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 
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NATIONAL 
ela O74 


KEY LOCKS 

KEY CONTROL LOCKS 
TURNBUTTON LOCKS 
PUSHBUTTON LOCKS 
PRIVACY LOCKS 
KNOB LATCHES 





One of the many extra-benelit features 


CLAMP PLATE QUICKLY ENGAGES 
KEYWAY...MERELY TIGHTENING 
CLAMP PLATE SCREWS FIRMLY 
FIXES LOCK ASSEMBLY IN DOOR 
INSTALLATION TIME 
Shown here is another step in NATIONAL LOCKset's 
remarkably simple installation procedure. Extensively 
field proven on the job, NATIONAL LOCKset is fast 
becoming the Number | favorite among contractors, 
builders, architects because of important time savings. 


oo SAVES 








AMERICA’S OUTSTANDING LOCKSET VALUE 


Compare NATIONAL LOCKset point for point with any other lockset on 
the marke: Note the use of selected cold rolled steel, brass and bronze. 
Note the absence of any die-cast parts. Examine 
its exclusive engineering features. Make your 


decision after you have investigated thoroughly. 


ORDER FROM YOUR SUPPLIER 


DISTINCTIVE HARDWARE...ALL FROM 1 SOURCE 


NATIONAL LOCK COMPANY 


ROCKFORD, ILLINOIS © MERCHANT SALES DIVISION 
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DWARE AGE 
News Highlights 


May 19-21, is presented in this issue. 








A special report of what happened and what was said 
at the Industrial Supply Convention, in Atlantic City, 











Mutual 
problems tackled 


Attendance 
sets new record 


Plus selling 
training films 


Net pricing 
to cut costs 


Decimal 
packaging 


Recognition 
in Washington 


First annual 
ad awards made 


Cost of 
placing orders 


New officers 
installed 


Differences of opinion on many phases of the distribution 
of industrial supplies were foresworn as manufacturers and 
distributors joined to study mutual problems in an effort 
to expand their $4 billion market, and to reduce their costs 
PN hig wre sta pind eo tars 0 nds +5 Warndne 


Registrations of nearly 2,500 members of the American 
manufacturers’ association, and the National and Southern 
distributors’ organizations, set a new mark, at the 3-day 
convention in Atlantic City, May 19-21................ 


Good medicine in seven easy doses, for improving selling 
techniques of both inside and outside salesmen of industrial 
supplies, was offered in the form of seven slidefilms. The 
films are designed for use at a series of sales meetings of 
individual distributor firms. Manufacturers liked them, too.. 


Another means of cutting costs of operation was outlined by 
W. C. Stauble, who claimed that service can be speeded, 
errors reduced to a bare minimum, and at a great savings 
os ca es oo 6 nae aiinnd a kalee ee 


Only 3 of 400 distributors covered in a survey voted against 
the Decimal Packaging Method, George Abbott told a joint 
session of distributors. Costs can be cut greatly through a 
oar” in the number of broken packages the speaker 
EE cds Sibu Pk SNS aN ttn aw dasveecsadernreks 


The industrial supply industry is faring better in the na- 
tion’s capital during the current defense-build-up than it 
did during World War II, a distributor explained. He dis- 
cussed MRO orders, renegotiation, Herlong and Capehart 
amendments and similar matters....................... 


The best advertising materials produced during the past 
year, in which the manufacturers told users of their prod- 
ucts the benefits of buying from industrial distributors, 
were awarded to 11 firms............................ 


On excessively small orders the purchasing cost is dispro- 
portionately high, and in some cases may even exceed the 
value of the goods purchased, Charles C. Chamberlain ex- 
plained. Effective solutions were suggested............. 


All three associations installed new officers. The manu- 
facturers’ association elected James A. Proven, Porter- 
Cable Machine Co. The National distributors’.group is now 
headed by Harold E. Torell, Syracuse Supply ‘Co., and the 
Southern distributors named L. F.° Perkins, ‘The Henry 
NN ME laces are: ota thi ddiais 4.40 ANG 6: bh Poe 


SEE PAGE 38 


SEE PAGE 39 


SEE PAGE 40 


SEE PAGE 42 


SEE PAGE 45 


SEE PAGE 46 


SEE PAGE 47 


SEE PAGE 48 


SEE PAGE 39 
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Better Sales Methods Discussed At 
Industrial Supply Convention 


Manufacturers and distributors 
of mill supplies, who met jointly 
in Atlantic City, May 19 to 21, 
focused their attention on methods 
of expanding their sales volumes, 
and on means of increasing the 
efficiency of their operations in 
order to reduce costs. 

There was a minimum of talk at 
this triple convention on the sub- 
jects of material shortages and 
limitations, or even about the ex- 
asperations of operating under 
stringent governmental controls. 

Progress was reported on sev- 
eral relatively new projects of mu- 
tual interest to manufacturers and 
distributors, among which were 
specialized sales training, adver- 
tising, packaging and uniform or- 
der forms. 

From the point of interest, as 
well as attendance, it was prob- 
ably the most successful triple 
convention ever held. 

The inclemency of the weather 
during most of the three-day gath- 
ering worked to the advantage of 
the program planners. With no 
sun to lure the conventioneers to 
the Boardwalk, the meeting halls 
were filled to capacity for several 
of the meetings. Combined regis- 
trations totalled more than 2,500, 
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Sales training, decimal packaging, 
net pricing, more efficient operation; 


explored at Atlantic City meeting 


of three mill supply associations 





The presidents of the three sponsoring organizations participate in a 
ribbon-cutting ceremony at the opening of the one-day conference 
booth program, held in the Atlantic City Auditorium. Ralph M. Johnson, 
aged president of the American association is flanked, at his right, 

y Walker L. Wellford, Jr., president of the Southern distributors, and, 
on his left, by William A. Haseltine, president of the National distrib- 
utors. At the extreme left is Kenneth R. Beardslee, Carboloy Dept., 
General Electric Co., chairman of the Conference Booth Committee. 


which topped the previous record 
by at least 200. 

It was golden anniversary con- 
vention of the Southern Industrial 
Distributors Association, and the 
47th annual convention of the Na- 
tiona] Industrial Distributors’ As- 
sociation. The American Associa- 
tion was formed about 40 years 
ago. 

J. A. Proven, Porter-Cable Co., 
Syracuse, N. Y., was installed as 
president of the American Supply 
& Machinery Manufacturers’ As- 
sociation, succeeding Ralph M. 
Johnson, Norton Co., Worcester, 
Mass. 


The National Industrial Distrib- 
utors’ Association elected Haroli 
E. Torell, Syracuse Supply ©. 
president. He succeeds William A 
Haseltine, J. E. Haseltine & (Co. 
Portland, Ore. 

L. F. Perkins, The Henry Walke 
Co., Norfolk, Va., was named prest- 
dent of the Southern Industria! 
Distributors Association. He fol- 
lows Walker L. Wellford, Jr., J. £ 
Dilworth Co., Memphis, Tenn. 

An invitation to attend the 195° 
Industrial Supply Convention, 
be held in Miami, Fla., next Apt! 
13 to 15, was extended by Mr. Well 
ford, Southern Association pres 
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New Presidents Installed by Three Associations 


NATIONAL 





HAROLD E. TORELL 
Syracuse Supply Co. 


dent. 

The most important development 
of the convention was the an- 
nouncement of the PLUS Selling 
Program, a complete package of 
sales training films, to be used for 
individual company meetings. 

This program, which was out- 
lined by C. McDonald England, 
Jr., vice-president and treasurer 
of the Logan Hardware & Supply 
Co., Logan, W. Va., was the culmi- 
nation of several years work on 
the part of a joint distributors’ 
committee. 

The Distributors’ Joint Adver- 
tisers committee, of which Mr. 
England is chairman, secured the 
services of one of the country’s 
leading creators of training films, 
and helped in the preparation of 
a series of seven films. 


Basic Principles 


_ These films teach the basic prin- 
ciples of successful selling but are 
specifically designed to teach sell- 
ing of industrial supplies, to out- 
Side salesmen and inside phone 
salesmen. 

After a full explanation and a 
showing of several of the slide 
films, manufacturers as well as 
the distributors for whom the 
series was primarily prepared, re- 
sponded enthusiastically and sub- 
scribed for more than one hundred 
Sets, at a price of $325. 

Numerous cocktail and open 
house programs were sponsored 
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SOUTHERN 











L. F. PERKINS 
The Henry Walke Co. 


by individual companies during the 
first two days. On Tuesday morn- 
ing the National association en- 
tertained new members at a break- 
fast at the Marlborough-Blenheim, 
with the American association’s 
like social event being at the Tray- 
more. A breakfast meeting was 
also held by the Southern distribu- 
tors in the Claridge Hotel. 

Ladies of the convention were 
guests at a luncheon and style show 
at the Traymore, Tuesday noon. 
The convention dance concluded the 
social program, Tuesday evening, 
in the American Room of the 
Traymore. 


Golden Anniversary 


At its 50th anniversary meet- 
ing of the Southern association 
representatives of eight charter 
member companies received spe- 
cial plaques. These companies 
were: Riechman-Crosby Co., Mem- 
phis, Tenn.; Cameron & Barkley 
Co., Charleston, S. C.; J. G. Chris- 
topher Co., Jacksonville, Fla.; 
Georgia Supply Co., Savannah, 
Ga.; Hyman Supply Co., Wilming- 
ton, N. C.; Smith-Courtney Co., 
Richmond, Va.; Southern Railway 
Supply Co., Richmond, Va., and 
Henry Walke Co., Norfolk, Va. 

In the absence of John A. Riech- 
man, of Riechman-Crosby Co., only 
living member of the group, who 
was at the initial meeting on May 
15, 1902, in Charleston, S. C., his 


AMERICAN 





J. A. PROVEN 
Porter-Cable Machine Co. 


associate, Richard Alcott received 
the award. 

The Southern association voted 
to hold its future annual elections 
by mail ballot and prior to the In- 
dustrial Supply Convention. 


Advertising Awards 


Eleven manufacturers received 
bronze plaques and certificates for 
excellence of advertising material. 
These were the First Annual Ad- 
vertising Awards sponsored by the 
National and Southern associations 
for advertising material stating 
the benefits to users who buy from 
industrial distributors. Presenta- 
tions were made by Albert W. Frey, 
professor of marketing of The 
Amos Tuck School of Business Ad- 
ministration, of Dartmouth College. 

At the final session of the Na- 
tional Association William A. 
Haseltine, J. F. Haseltine & Co., 
Portland, Ore., retiring president, 
outlined the good condition of the 
association, financially and in its 
participation in advisory commit- 
tees of the NPA and the OPS. He 
pointed out that while 1952 has 
not, according to latest figures, 
measured up to 1951, it is still a 
good year. 

Warning of the danger of the 
rising trend in taxes, he said, 
“They are continually on the rise. 
Unless the trend is stopped, there 
will be nothing left for the en- 
trepreneur who runs the business.” 
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Opening Session 






View of the heavily 
attended joint open- 
ing session of the 
triple convention. 


PLUS Selling Training Films Introduced 





Manufacturers as well as distrib- 
utors showed lively interest in 





package of seven specialized 
sales training films 


by Eugene F. McCarthy 


(Beals, McCarthy & Rogers, Inc.) 
Chairman, Joint Sales Training 
Film Committee 
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This project is the largest and 
perhaps the most important one 
our associations have ever under- 
taken. 

A completely planned sales 
training program is something new 
to most distributors. Many of us 
have tried, with varied degrees of 
success, to increase our sales vol- 
ume and effectiveness through di- 
rect mail campaigns, newspaper 
advertising, sales contests and 
professional courses in salesman- 
ship. 

But, we never have had quite 
the right tool to work with, a sales 
training program of carefully 
worked out meetings specifically 
aimed at selling industrial sup- 
plies to industrial customers. 

We can reduce some expenses, 
and we do. We can improve our 
physical operations by purchasing 
modern labor-saving devices, or 
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new trucks, or by the installation 
of improved office systems. 

But, it is not that simple to make 
our sales efforts more productive— 
to decrease this largest item of 
expense. 

Over three years ago you real- 
ized that the time to sell again was 
approaching fast and you started 
to talk about it at our regional 
meetings. 

The idea of using sound slide 
films developed quickly and, early 
in 1950, Franz Stone, Gordon 
Vaughan and I spent all day view- 
ing a wide selection of films pro- 
vided by Bob Brierly, of the Car- 
boloy Co. 


Result of Much Study 


We were all enthusiastic about 
the possibilities of this medium to 
best produce a sales training pro- 
gram specifically designed for in- 
dustrial supply salesmen. 

In May 1950, an outline of such 
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a program was presented to the 
official boards of the two distribu- 
tors’ associations, who grasped the 
suggestion as a means of real ser- 
vice to their members. 

Their interest was so great that 
they immediately appointed a joint 
committee to produce the series 
and insisted that it should be pro- 


EUGENE F. McCARTHY 


duced for distributors, by distribu- 
tors with distributor funds, much 
to the surprise of many manufac- 
turers. + 

The committee was provided 
with an ample budget to enable us 
to engage the country’s leading 
creative specialists in this field. 


The Basis for Discussions 

For its overall plan the commit- 
tee decided that each meeting 
should include a_ general film 
showing basic selling principles 
that apply to each salesman; an 
accompanying trailer film pro- 
duced specifically for us to show 
how these sales principles apply 
to the industrial supply salesman; 
and provision for controlled dis- 
cussion of both parts so that the 
individual distributor will get the 
most out of each meeting by apply- 
ing these principles to his own lo- 
cal problems. 

While the first film shown at 
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each meeting is general in nature, 
it is aimed at selling industrial 
customers, and the trailer film di- 
rects our entire attention to prob- 
lems that have specific meaning to 
our own employees. 

The situations dépicted, the 
items discussed, the gripes aired, 
are all from real life in the indus- 
trial supply business, and the pic- 
tures used were all taken under 
our direction in industrial plants 
and distributors’ warehouses and 
offices. 

The discussion periods are of 
great importance so we were care- 
ful to design a program that makes 
the meetings easy to present ef- 
fectively by the busiest sales man- 


ager. Each meeting is completely 
blueprinted from start to finish. 

We know that many manufac- 
turers will be interested in this 
series also—to help their execu- 
tives and salesmen understand the 
distributors’ problems better, 
therefore we are making it avail- 
able to members of the American 
Association on the same purchase 
basis as to our own members, with 
the same request that they confine 
its use within their own organiza- 
tion. 

All this did not get done over- 
night, however, and my fellow 
committeemen, Lloyd Mize, Gordon 
Vaughan and Jack Failing, with 
the assistance of Harry Rinehart 
and Bob Fernley, put in many long 
hard hours during the past two 
years in conference. 

At long last, the PLUS Selling 
program is ready and we present 


it to you with confidence. 

This is what we have for you— 
a complete, ready-to-use series of 
seven sales training meetings, that 
you can buy in one package, for 
use with any sound slidefilm pro- 
jector, designed to be presented to 
all industrial distributor person- 
nel and particularly to outside 
salesmen, telephone salesmen and 
counter men. 

Each meeting consists of one 
general sales training film fol- 
lowed by our own _ specialized 
trailer film and is planned to take 
about one hour, including discus- 
sion periods. 

We previewed the entire PLUS 
Selling Program with representa- 
tives of the Official Boards of both 
associations in Cincinnati, last 
month. Their immediate enthusi- 
asm makes up doubly sure that the 
program will be successful. 


Benefit of NET PRICING 





““, ..» My own company was... 
led into net pricing because of 
the need for quickly and 


correctly pricing our orders... 


When I first heard the late Bob 
Russell advocating net pricing I 
dismissed it from my mind, without 
investigation, as being theoretical, 
impractical and too radical a de- 
parture from our then present cus- 
tom. 

Then came the realization that 
my own company was being led, 
step by step, into net pricing be- 
cause of the need and necessity of 
quickly and correctly pricing our 
orders and putting our invoices 
into the mail on the day of or the 
day after shipment. 

In seeking the answer to the 
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benefits of net pricing, I discussed 
the subject with many individuals 
and companies, particularly those 
who had adopted net pricing in one 
form or another. 

To give you a cross section of my 
findings, I am going to relate some 
of the actual experiences of the dif- 
ferent companies, ranging from 
small to large, all selling through 
distributor organizations. 

One of the larger manufactur- 
ers, selling to various types of 
distributors—industrial, hardware, 
automotive, etc., and employing 
thousands of people and manufac- 


by W. C. Stauble 
(Holo-Krome Screw Corp.) 


turing a multiplicity of items, serv- 
ing every type of industry—real- 
ized that it was taking entirely too 
much time from the receipt of the 
order to the actual entering of the 
order for shipment and invoicing. 
It realized that the procedure fol- 
lowed was too costly. After much 
discussion over an extended period 
of time the company decided that 
something had to be done about it. 

A management executive was as- 
signed to the investigation, and a 
new system covering all phases of 
handling orders was devised which 
included the change from list and 
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Distributors Met Manufacturers in Conference Booths 





This view of the Atlantic City Auditorium shows the fifth annual Conference 
Booth program in operation. One day was devoted exclusively to this program. 


| discount to consumer net pricing. 
' The information and facts devel- 
| oped are most interesting and re- 


vealing. 

Previous to consumer net pric- 
ing, this firm had 41 different dis- 
count schedules and figured all 
prices when necessary to five deci- 
mal places in order to be certain 
that they had arrived at the correct 
prices. 

When working under list price 
and discounts, it required at least 
six months to train a girl for the 
pricing department. After that pe- 
riod she would work directly under 
a trained supervisor until the su- 
Pervisor was convinced that the 
trainee was thoroughly conversant 
with all aspects of pricing and able 
to price without supervision. She 
would then be in a position to proc- 
ess 200 orders a day which had to 
be checked by a checker. After a 
reasonable length of time, she 
would be considered expert enough 
to become a checker. 


Output increased 


Under the new consumer net 
pricing system, an average smart 
young lady, fresh out of high 
school, new to pricing, can be 
trained so that within one week’s 
time she is able to process 500 or- 
ders a day. In 60 days she is ex- 
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pert enough to average 700 orders 
a day—an increase of better than 
300 pct in order pricing. 

But, of greater significance is the 
fact that they have found through 
consumer net pricing that they can 
eliminate the checkers within a rea- 
sonable length of time. After a 
person has been made a pricer the 
chances for errors have been prac- 
tically eliminated. 


Reduction in Errors 


Before net pricing went into ef- 
fect, they processed, on an average, 
3000 invoices a day, with an aver- 
age of 15 errors a day. They are 
now averaging 2500 invoices a day 
with only 3 errors a day. This in- 
cludes errors of all kinds in typing 
and billing. This information is 
factual as a day-by-day record of 
the errors is kept. 

In the department where the cus- 
tomer’s order is being prepared for 
entering, the department personnel 
has dropped from 30 to 18 people. 
This reduction in personnel is by 
no means all attributable to net 
pricing. 

In discussing this with the chief 
of this particular division, he stated 
that in his own mind there is at 
least a 25 pet. saving. After net 
pricing has been in operation for a 
longer length of time and they are 


able to gather definite statistics, he 
believes that their savings will be 
definitely in excess of 25 pct. 

It is interesting that the woman 
in charge of this particular depart- 
ment had originally been opposed 
to changing to net pricing. She 
now states that it would be unthink- 
able to ever consider going back to 
list pricing and discounts. 

As a result of its investigation, 
this concern recently issued a new 
size catalog without price lists. 
Previously it had issued a list price 
catalog about every five years. The 
catalogs always had list price er- 
rors. Reprints of the catalog were 
always issued without corrections. 
The list price errors were corrected 
in discount schedules. This com- 
pany feels that its catalog will be 
without errors and will now have a 
much longer life, will ultimately 
result in reducing of catalog costs. 


Net Prices to Buyers 


All price changes will be taken 
care of in consumer net price sched- 
ules as was the practice with the 
firm’s discount schedules under the 
list price and discount system. 

The company has also given 
thought to the time in putting out 
any necessary revised consumer 
price schedule and believes that by 
keeping type standing such a new 
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schedule could be in the mail with- 
in 48 hours. 

Further, with all the changes in 
this system, of which net pricing is 
a most important one, the concern 
now can enter an order, ship an in- 
voice, within a 48 hour period. 

The experience of a nationally 
known manufacturer, employing 
hundreds of people and with a firm 
distributor policy, who has been net 
pricing for some time is also very 
interesting. This company also 
manufactures. a multiplicity of 
items, selling to the various types 
of distributor organizations as 
does our larger manufacturer 
friend. 


30 People Pricing 


Before net pricing, this com- 
pany had 30 people pricing and in- 
voicing. After net pricing had been 
in effect for sometime, it was able 
to reduce the number of people in 
the department from 30 to 26—a 
savings of four full time people. 
With only 26 people, the firm is able 
to handle a 15 pct greater volume. 
Had it continued on the list price 
and discount system, it would have 
had to employ additional people to 
take care of the increased volume. 
The savings in this case are ob- 
vious. 

Another feature brought out was 
that the so-called afternoon fatigue 
period, which had been accepted as 
normal, completely disappeared. 
And requests for transfers to more 
interesting work stopped. 

In our own company, we became 


conscious of the fact that it took 
entirely too long from the time an 
order was entered and the invoice 
covering the shipment was in the 
mail. Too many credit memoran- 
dums were being issued to correct 
invoicing errors, and, with compe- 
tent help being at a premium, ac- 
tion was necessary. 

Our first step to correct this sit- 
uation was to hire outside help to 
convert our published bulk discount 
schedules to net prices. This step 
saved time and eliminated errors 
in pricing and invoicing bulk ship- 
ments—proof that we were on the 
right track. 

Next, we tackled our packaged 
goods prices. We decimal pack. 
Where the standard package is 100 
to a box, we prefigured the net in 
units of 100, 200, 300 and 500. 
Where the standard package was 50 
to a box, we prefigured the net in 
units of 50, 100, 200, 300 and 500, 
and for a standard package of 25 to 
a box, we prefigured the net in 
units of 25, 50, 100 and 200. 


Special Pricing Books 


We made up special pricing 
books—14 by 20 in.—with extra- 
large type and in addition to the 
net of the various quantities, we 
showed the list price and the dis- 
count. As a result, the pricer is 
able to write on the order the list 
price, the discount and the net of 
the quantity ordered per item. Sin- 
gle item orders were quickly han- 
dled. 

On orders calling for more than 
one item, the pricer had to use a 
calculator to get the total value of 
the order. This step greatly speed- 


‘ 


Elected to Head National Association 





Newly-elected officers of the National distributors’ organization are 

from left to right, T. Gordon Vaughan, (W. M. Pattison Supply Co.) 

vice president; Harold E. Torell, (Syracuse Supply Co.), president; R. H. 

Barr, (Reilly Bros. & Raub), and G. E. Gollwitzer, (Pratt-Gilbert Hard- 
ware Co.,) vice president. 








ed up the operation and reduced the 
number of errors but was not the 
ultimate answer. 

We were using electric type. 
writers for typing our invoices. 
Our next step was to install me. 
chanical bookkeeping machines, 
With typewriters, we had been 
showing the “off” discount on our 
invoices. By using and typing the 
“on” discount on our invoice, the 
machine automatically did all of 
the extending and calculating, elim. 
inating any possibility of error. It 
then was necessary to only visually 
check the quantity, list price and 
“on” discount as shown on the in- 
voice. 

This step then resulted in the 
elimination of our prefigured net 
price books as we now had to show 
on the order only the list price and 
“on” discount as the machine would 
do all of the extending and calcv- 
lating. 

Using the list price and the “on” 
discount, we are able to average 40 
invoices of 3 items per invoice per 
hour. Believing that net pricing 
would be faster, we made test runs 
on the machines and found that we 
could turn out 50 invoices of three 
items per invoice per hour. This 
meant a savings of 25 pct in time 
or in dollars, $600 per machine per 
year. This further helped us in 
deciding that net pricing was our 
answer. 


Separate Schedules 


We are now having prepared sep- 
arate net price consumer and dis- 
tributor discount schedules. We 
will start net pricing to our distrib- 
utors as soon as possible. 

Our consumer net price schedule 
will show no list prices. They will, 
however, show the discount used in 
arriving at the net prices. All net 
prices are figured to two decimal 
points and the third digit dropped 
completely. It will show by ex- 
ample, anyone interested in know- 
ing what the list price is how to de- 
termine the list price, once having 
the net price and the discount. 

Now, the startling part of all this 
is that before we became conscious 
of the fact that something had to 
be done about expediting our or- 
ders, we thought our operation was 
satisfactory. Before we started 
making changes, we had a total of 
eight girls pricing and checking in- 
voices—three on the price desks and 
five invoicing. From time to time, 
in order to break bottlenecks we 
would temporarily give assistance 
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to both the pricing and invoicing 
departments. 

Now, we are somewhat chagrined 
to have to tell you the end results, 
but we believe confession is good 
for the soul and as it has helped us 
to reduce costs, our story may help 
you. 


32 Girls Working 


We now have 3% girls doing the 
work that formerly required 8 
girls. When we have finally swung 
over to net pricing, we will need 
only 2% girls. 

Pricing the orders under net 
pricing will require only 25 pct of 
the time of two girls as all that will 
be necessary is to write the net 
price per 100 on the order, a simple 
operation that any clerical worker 
can do. 

It is our considered opinion that 
net pricing is responsible for the 
savings of two full time girls plus 
$600 per billing machine per year. 
Some members of our organization 
claim that this is an understate- 
ment as the savings are consider- 
ably greater. 

Net pricing cuts the distributor’s 


Clemson Bros., 2n 


cost of checking his vendors’ in- 
voices and the cost of invoicing his 


New Leaders of Manufacturers’ Group 





Officers installed by ASMMaA included, left to right, T. D. Vander Voort, 


vice president; Robert R. Raymond, True Temper 
Corp., executive committeeman; Charles T. Jordan, Charles Parker Co., 
new member of executive committee; S. H. Cross, Stanley Electric Tool 
Div., executive committeeman; Clarence B. Noelting, Faultless Caster 
Corp., executive committeeman; James A. Proven, Porter-Cable Ma- 
chine Co., president; Lyman H. Bellows, Sheldon Machine Co., executive 
committeeman; Carl O. Hedner, Hoisting Equipment Section, Yale & 
Towne, new executive committeeman; J. Robert Kelley, Shaw Box Div., 
Manning, Maxwell & Moore, Inc., Ist vice president, and Frank P. Green, 
Delta File Works, treasurer. 


customers. The distributor’s cus- 
tomer’s cost of checking is also cut. 


Advantages of DECIMAL PACKAGING 





Reporting the results of a survey 
of 400 distributors, Mr. Abbott 
said only three voted against it. 


by George L. Abbott 
(Alexander Bros. Belting Co.) 
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From the interviews and cor- 
respondence with a representative 
group of both manufacturers and 
distributors, it is very apparent 
that practically every distributor, 
and many manufacturers where 
practical, are in accord on the gen- 
eral principle of the “Decimal 
Packaging Method.” 

The distributors, in particular, 
continue to indicate their keen in- 
terest in and preference for decimal 
packaging. This is confirmed by a 
survey made among 400 distribu- 
tors, the results being 397 voting 
for decimal packaging with three 
voting against it. 

It is recognized that quite some 
progress has been made in such 
industries as coated abrasives, 
hack saw blades, dowel pins, 
nipples (in some cases), and sev- 
eral other commodities. 

The distributors would welcome 
the opportunity of discussing the 
decimal packaging method and 
their respective manufacturers, es- 
pecially as it pertains to re-salable 
quantities, all with a view to mini- 
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mizing the broken package sale. 
This is another indication of the 
sincere interest which the distribu- 
tor has in this project. 

A number of manufacturers 
who have adopted the decimal pack- 
age method were asked to give 
definite facts as to the benefits of 
such a packaging method. Here 
are just a few of the advantages 
and benefits which were mentioned: 

Reduced Costs. 

Better Inventory Control. 

Easier Storage and Handling. 

Quicker Service. 

Larger Average Lot Sale. 

Reduced Mistakes. 

Speeds Up Pricing and In- 
voicing. 

To be a little more specific on one 
of these benefits, and incidentally 
an important one, “reduced costs,” 
one manufacturer stated that the 
decimal packaging method effected 
savings that would be equivalent 
to approximately 1% of 1 pct of the 
dollar sales net profit before tax. 

Another manufacturer changing 
a package from 12 to 20 units, in- 
dicated saving of 614 pct in costs. 
This saving took into consideration 
only labor, packing and incidental 
direct costs connected with pack- 
aging and does not include the re- 
duction in overhead expense. 

It appears to be an established 
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fact that the manufacturers of 
coated abrasives have made some 
real progress on the matter of 
decimal packaging, even with spe- 
cialty items, such as discs, belts 
and odd shapes, etc. 

One of these manufacturers says, 
“Although I am not in a position 
to give you figures to bear out the 
actual savings, I can assure you 
that both ourselves as well as our 
distributor and consumer cus- 
tomers, benefited through the sub- 
stantial reduction of orders for 
broken packages, i.e., less than 
standard units. By eliminating 
this costly handling, and rehandling 


problem of broken packages, ap- 
preciable savings have accrued to 
us and to our distributors in all 
trades. 

“We surveyed very carefully 
those manufacturers who have 
adopted the decimal packaging 
method and as far as we can de- 
termine, not one of them would 
want to go back to packing and 
selling his products under the old 
method of dozens, gross, etc. 

I have personally contacted and 
corresponded with both manufac- 
turers and distributors regarding 
the decimal packaging method and 
found that in practically every 
case, there is a complete agreement 
on one important point, namely, 
the need for “reducing the cost of 
distribution.” In other words, 
bring a better value to the ulti- 
mate consumer. 

I, therefore, make a suggestion 
to the manufacturer that he select 
from his organization someone on 
the management level, preferably 
his chief cost accountant, office 
manager or merchandising man- 
ager, who will be given the assign- 
ment of exploring and investigat- 
ing the matter of decimal packag- 
ing methods with instructions to 
prepare and submit a complete re- 
port to top management on a spe- 
cific date. 


Distributor Recognition 








by Lloyd B. Mize 


Industrial Supply Corp., 
and Chairman, 
Industrial Distributors’ 
Service Committee 
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“Current reports that some 
Government Regulations may 
be eased, or possibly revoked, 
appear to have foundation.”’ 


It is gratifying that the regula- 
tions imposed on us as distrib- 
utors of industrial supplies by 
various federal agencies have not 
followed the pattern of the War 
Production Board and burdened 
us with restrictions and prohibi- 
tions that seriously threatened 
our existence. 

During the early days of World 


War II we heard much about the 
dire necessity of doing what they 
referred to in Washington as 
“First Things First.” Everything 
was to be streamlined. Estab- 
lished trade procedures—which 
had given us the largest and most 
efficient productive capacity of 
any nation in the world—were to 
be re-examined and all lost mo- 
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tion eliminated. 

In this alleged process of do- 
ing First Things First, the essen- 
tiality of our service was dis- 
carded. The planners failed to 
recognize that industry every- 
where relied on us to provide its 
day-to-day operating needs and to 
keep the nation’s productive ma- 
chinery running smoothly. We 
were called upon to demonstrate 
our worth as well as our ability 
to make a substantial contribu- 
tion to the whole production pro- 
gram. It was not until pro- 
duction delays attributable to 
inability to secure prompt de- 
liveries from distributors’ inven- 
tories underlined our essentiality 
that corrective measures were 
adopted. 

Previous errors which posed a 
threat to war production were 
still fresh in the memory of many 
business men who accepted Wash- 
ington appointments when new 
defense agencies were created 
following the outbreak of hostili- 
ties in Korea. The new regula- 
tions of the National Production 
Authority have not presented the 
serious problems we formerly en- 
countered. In fact, conditions 
have been vastly different and va- 
rious orders have been drafted to 
provide for the maintenance of 
adequate inventories in the hands 
of distributors. 


Objections Presented 


Similarly, the regulations is- 
sued by the Office of Price 
Stabilization have preserved our 
customary percentage margins in- 
stead of restricting us to price 
adjustments limited to the dollars 
and cents increases in our costs. 
This was the policy originally pro- 
posed. Having learned that it was 
under consideraation, objections 
were promptly presented to OPS 
and we were highly gratified when 
it was finally abandoned. 


_An exception was the regula- 
tion (CPR98) applicable to the 
price of various steel products. A 
formula incorporated in that 
order denied distributors their 
customary margin, despite the 
Provisions of the Herlong amend- 
ment of the defense production 
act. Vigorous protests were made 
and as all members who handle 
steel products know, the percent- 
age mark-up was increased. 
While we have fared much bet- 
ter with NPA and OPS than dur- 
ing World War II, I do not mean 
to infer that we have not encoun- 
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tered problems or that we will 
escape them in the future. In this 
connection, I am_ particularly 
mindful of those that may be pre- 
sented by renegotiation. 

This may pose real difficulties 
for many of us but our committee 
has endeavored to give all mem- 
bers the best information avail- 
able including the complete text 
of the regulations of the Renego- 
tiation Board. Some are of the 
opinion that it should be possible 


Industrial Supply Convention 





one’s status, all renegotiable bus- 
iness, whatever the source, must 
be considered in determining 
whether the total from all sources 
exceeds $250,000. 

Another false notion is that all 
MRO orders are exempt. This like- 
wise is inaccurate. Where it is 
known that they will be used on 
defense production, they are in- 
cluded as renegotiable. The ex- 


Winners of First Annual Advertising Awards 





Winners of plaques and certificates awarded by the Joint Advertising 
Committee of the two distributor associations were: Front row, |. to r.— 
J. M. Hughes, Republic Rubber Division of Lee Rubber & Tire Corp., 
first award, Class A, and honorable mention in Class B; M. A. Hannum, 
Bunting Brass & Bronze Co., first award, Class D; F. E. Tilley, New York 
Belting & Packing Co., first award, Class C, and honorable mention, 
Class A; Frederick T. Turner, Osborn Mfg. Co., first award, Class B, and 
honorable mention, Classes A & C; Alec P. Fox, Lincoln Engineering 
Co., honorable mention, Class B; Richard Thompson, Thomas & Betts 
Co., first award, Class E. Rear row, |. to r.—A. M. Street, Jenkins Bros., 
honorable mention, Class A; Ellsworth S$. Grant, and Willis D. Horner, 
Allen Mfg. Co., honorable mention, Classes D & E; F. J. Whelan, Worth- 
ington Pump & Machinery Corp., honorable mention, Class D; F. W. 

Bonacker, The Carborundum Co., honorable mention, Class C. 


to provide a brief analysis of 
these regulations that will supply 
answers to all their questions and 
solve all their problems in a few 
minutes. Unfortunately this can- 
not be done. There do not appear 
to be any short-cuts. It seems 
necessary, therefore, to first de- 
termine whether one’s volume of 
renegotiable business makes him 
subject to the act and then check 
the regulations to determine how 
and in what manner they may be 
applicable. 

Certain erroneous ideas about 
renegotiation that have gained 
rather widespread acceptance 
should be corrected. One is that 
a seller is not subject to the act 
unless his renegotiable business 
with one account exceeds $250,000. 
This is incorrect. In determining 


emption applies only to general 
stock orders of the buyer and it 
is not known at the time of pur- 
chase what their ultimate use will 
be. 

Attention should be directed to 
the possibility that the liberaliz- 
ing amendments of the defense 
production act such as the Cape- 
hart and Herlong amendmeuts 
might be repealed, as they are 
strongly opposed by the adminis- 
tration. Just a few days ago, OPS 
Administrator Ellis Arnall sent a 
strong letter to Congress demand- 
ing that pending legislation to 
repeal these amendments be 
passed as quickly as possible. You 
should oppose this legislation 
now. 

Now a word about our commit- 
tee. As I believe everyone realizes, 
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it is composed of representatives 
of the two distributor associations. 
Functioning as an independent 
agency, it is not inhibited by spe- 
cific regulations imposed on offi- 
cial industry advisory committees. 
Hence it is free to approach any 
agency at any time with reference 
to problems encountered by our 
members. 

Throughout the year it has pro- 
vided members with the official 
texts as well as summaries of im- 
portant regulations issued by 
NPA, OPS, the Wage and Salary 
Stabilization Board and as I pre- 
viously stated those issued by the 
Renegotiation Board. It will be 
our purpose to continue this pol- 
icy. The committee is also anxious 
to assist those who encounter spe- 
cial problems of an _ individual 
nature and inquiries of this nature 
should be directed to the secre- 
tary for attention. 

As to the future, it is difficult 
to make predictions. Current re- 


ports that some orders may be 
eased, or possibly revoked, appear 
to have some foundation. 

Of course it is not possible to 
anticipate how quickly anything 
concrete will develop. 

May I be permitted to pay 
tribute to the often Forgotten 
Men in our association activities. 
Harry Rinehart has done the work 
for this committee—not me. He 
has faithfully made regular trips 
to Washington and promptly and 
efficiently kept us _ informed 
through his excellent bulletin ser- 
vice of all matters of importance 
to us. Thanks, Harry, for your 
usual fine job. 

I would be remiss, indeed, if I 
failed to mention the outstanding 
service of Gene McCarthy and 
Oscar Iber. Their personal sac- 
rifices should be properly recog- 
nized and their contribution to 
the defense program officially 
commended. With that thought in 
mind, I wish to present the fol- 
lowing resolution: 

“Whereas exceptionally meritori- 
ous service in furthering our de- 
fense production program has 


been rendered by Eugene F. Me- 
Carthy, Vice President of Beals, 
McCarthy & Rogers, Buffalo, New 
York, former director of the gen- 
eral components division of 
“NPA” and by Oscar Iber, treas- 
urer of O. Iber Company, Chicago, 
Illinois, who is now chief of the 
industrial supplies branch of the 
metalworking equipment division 
of “NPA” and 

“Whereas, both Mr. McCarthy 
and Mr. Iber by unstintingly giv- 
irg their time, knowledge and ex- 
perience without regard for per- 
sonal inconvenience or sacrifice, 
made an outstanding contribution 
to our entire defense program, 
therefore be it 

“Resolved by members of the 
Southern Industrial Distributors’ 
Association and the National In- 
dustrial Distributors’ Association 
that we hereby assure them of our 
deep, sincere appreciation of the 
service they rendered our country 
in a period of emergency and ex- 
tend to them our unqualified and 
wholehearted thanks for their in- 
valuable cooperation.” 


The Cost of Placing Purchase Orders 








by Charles C. Chamberlain 
Vice Pres. & Sales Mar. 


Jenkins Bros. 


New York, N. Y. 
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‘‘The small order is a headache 
to the manufacturer, to the 
distributor and to the pur- 


chasing agent. ... 
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The measurement of purchasing 
performance is one of the peren- 
nial problems of purchasing ad- 
ministration. As early as 1931, the 
National Association of Purchas- 
ing Agents, in cooperation with the 
National Association of Cost Ac- 
countants, made an all-out effort 
to find and define methods or yard- 
sticks for such measurement, 
through the medium of a nation- 
wide contest with substantial prize 
awards. Quite naturally, this was 


HARDWARE AGE, MAY 29, 1952 


productive 
tributions 
ored to € 
measurem 
ciency. 

One of 
placing to 
per order 
formance. 
capable of 
direct con 
essary to 


* Newly 


HARDW 





rene F. Me. 
it of Beals, 
uffalo, New 
of the gen- 
vision of 
Iber, treas- 
iy, Chicago, 
hief of the 
neh of the 
nt division 


McCarthy 
tingly giv- 
lige and ex- 
d for per- 
r sacrifice, 
ontribution 

program, 


rs of the 
stributors’ 
ational In- 
\ssociation 
nem of our 
on of the 
ir country 
‘y and ex- 
ified and 
> their in- 


he 


rchasing 
2 peren- 
ing ad- 
931, the 
>urchas- 
vith the 
ost Ac- 
t effort 
yr yard- 
rement, 
nation- 
al prize 
nis was 


9, 1952 





productive of many excellent con- 
tributions, many of which endeav- 
ored to establish a mathematical 
measurement to purchasing effi- 
ciency. 

One of the major fallacies is in 
placing too great a reliance on costs 
per order as a measure of per- 
formance. There is no standard 
capable of general application. For 
direct comparison it would be nec- 
essary to consider only those cases 


where the nature and size of the 
business and other factors such as 
salary scales and cost accounting 
practices are comparable. 

The results of the survey do, 
however, indicate an area or range 
which may be considered “normal” 
and limits which should not be ex- 
ceeded without questioning. The 
results of the survey do show that 
on excessively small orders pur- 
chasing cost is disproportionately 
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Beals, McCarthy & Rogers, Inc., Buffalo, N. Y. 
Butts & Ordway Co., Cambridge, Mass. 
Union Hardware & Metal Co., Los Angeles, Cal. 


high and in many cases may even 
exceed the value of the goods pur- 
chased. 

In an effort to secure helpful in- 
formation concerning the costs of 
placing purchase orders, the pur- 
chasing departments of 242 com- 
panies were interviewed. These 
companies represent a real cross 
section of American enterprise. 
They are located in 81 cities of 27 
states and are in all fields of en- 
deavor. 

Of these 242 diversified business 
houses interviewed, 123 companies 
could not provide any helpful in- 
formation relative to the costs of 
placing purchase orders; 48 pro- 
vided roughly calculated guesses 
and 71 had some information rang- 
ing from approximations to results 
of extremely elaborate cost ac- 
counting records. 

Of this last group 41 estimated 
the costs and 30 based their infor- 
mation on company studies of the 
subject. In brief, 51 pet provided 
no information, 19 pct provided 
just plain guesses, 16 pct gave cal- 
culated approximations, and 14 pct 
based their figures on detailed 
analysis. 


Average Order Cost 


Of the 119 companies who did 
supply information of one kind or 
another, the average cost of plac- 
ing a purchase order is $3.78, based 
on a range extending from 35¢ to 
$11.00. 

Of the 48 companies who admit- 
tedly guessed, the average cost per 
order is $4.03, based on a range 
from 40¢ to $10.00. 

Of the 41 companies who esti- 
mated approximations, the average 
is $3.10, with a minimum of 35¢ 
and a maximum of $11.00. 

Of the 30 companies whose costs 
information resulted from detailed 
analyses, the average is $3.36, 
based on a range from $1.50 to 
$9.10. 

The tabulations in Table I are of 
interest in any analysis of the Co- 
ordinating Committee’s survey: 

Elements of cost in some cases 
include practically everything in 
the book. In other cases, the price 
of a postage stamp seems to be the 
extent of the cost. Without ques- 
tion, this explains to a large extent 
the wide range of reported costs 
extending from 35¢ to $11.00. It 
has been suggested that such cost 
elements should include: 

Salaries and Wages; Stationery 
and Supplies; Light, Heat, Rent; 
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Telephone, Telegraph, Postage; De- 
preciation of Equipment; Repair 
and Maintenance of Equipment; 
Traveling and related expenses; 
Legal; Subscriptions, and Associa- 
tion dues. 

In many cases, purchasing agents 
pointed out that the cost per order 
had little significance as a measure 
of performance. It was repeatedly 
pointed out that additional small 
orders, while contributing to ineffi- 
ciency, would result in a lower cost 
since overhead would then be 
spread over more units. Converse- 
ly, it was pointed out that large 
commitments not only might tend 
to increase the per order cost, but 
also could create an inventory and 
obsolescence problem of far greater 
magnitude. 


Cash Purchases 


It is interesting to note that 24 
companies of the 242 contacted, 
have already introduced cash pur- 
chases covering small orders and 
that others are now studying simi- 
lar programs. In such cases the 
cash purchases were limited to 
$5.00, $10.00 and $25.00 purchases. 
In two cases, the maximum was 
set at $50.00. Seven other com- 
panies have instituted programs of 
issuing blanket orders to usual 
sources of supply, usually for a set 
period of time such as for three 
months or six months and in one 
case, for a year, against which all 
requisitions ranging up to $100 are 
telephoned to the supplier, who in 
turn renders a statement once a 
month, 

It is obvious that the majority 
of purchasing agents recognize the 
problems created by the small or- 
der and are trying to find a work- 
able substitute. Several keep very 
accurate records of the division of 
purchase orders into value classi- 
fications. Typical is one purchas- 
ing agent who maintains a graph 
on value of orders placed. By this 
means he has been able to reduce 
the number of small orders by in- 
sisting on cooperation from the va- 
rious departments in consolidating 
items when requisitioned. When 
viewed, his graph indicated the fol- 
lowing approximate pattern: 

Under $10.00—%% 
11.00- 50.00—1414% 
51.00-100.00—20% 

101.00-500.00—33 % 
Over 500.00—32% 

Another method of computing 

the costs of purchasing, a rather 


Cost of Placing Purchase Orders 


Table | 
48 Who 41 Who 

Range 
$0.35-1.00 
1.01-2.00 
2.01-3.00 
3.01-4.00 
4.01-5.00 
5.01-6.00 
6.01-7.00 
7.01-8.00 
8.01-9.00 
9.01-10.00 
Over 10.00 


10 


DOrNNWOAOH a 
CorFOWOCOONN OF 


Average $4.03 $3.10 


common practice among companies 
of every size and type, is based on 
dividing the total cost of the pur- 
chasing department by the dollar 
volume represented by the pur- 
chase orders to arrive at a cost of 
so many cents per $100 purchased. 
Following this procedure, the over- 


Guessed Estimated 


80 Who Total of 119 





Knew Companies Percent 
0 13 10.93% 

3 11 9.24 

5 19 15.97 

7 28 23.53 

3 11 9.24 

6 14 11.77 

2 4 3.36 

4 7 5.88 

1 2 1.68 

0 1 84 

1 9 7.56 
$3.36 $3.78 100.00% 


all range was from 3¢ to $2.75 with 
an average of about $1.35. 

Time wasted in making small 
purchases often negates any pos- 
sibility of the development of the 
purchasing department to its maxi- 
mum potential. Management is dis- 
covering that the purchasing de- 
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partment can be a profit maker, 
not an expense item. In one large 
company whose shares are listed 
on the New York Stock Exchange, 
the demonstrable savings through 


‘purchasing department accomplish- 


ments last year were equivalent to 
80 pet of the company’s annual 
dividend. In the case of another 
company, the record of savings 
represented four times the cost of 
the purchasing department. 

It is not too difficult to measure 
such savings. For example, in the 
case of most manufacturers of in- 
dustrial products, from 40 pct. to 
75 pet. of the cost of production is 
represented by raw _ materials, 
tools, parts and other purchased 


goods. The average is higher than 
50 pct for practically all manufac- 
turers. 

A purchasing department ade- 
quately staffed with routine cleri- 
cal work reduced to a minimum, 
often finds it possible to effect sav- 
ings of from 5 to 15 pct by having 
the time to investigate, compare 
and suggest changes in design and 
specification. This savings many 
times has resulted in the addition of 
from 214 pct to 744 pct of the com- 
pany’s sales to profits. It is adequate 
reason why many purchasing agents 
are not too interested in the dol- 
lars-and-cents cost per order, but 
instead, measure such cost by the 
reduction of potential profit that 


could be created by the company if 
it were not for routine, time-con- 
suming clerical work. 

The small order is a headache to 
the manufacturer, to the distribu- 
tor and to the purchasing agent. 
For everyone, the small order is an 
added expense of time and money. 
It would appear that the surest 
way of cutting down the number of 
small orders is a greater appre- 
ciation on the part of management 
of the potentialities of the pur- 
chasing department and to provide 
that department with full oppor- 
tunity and authority for institut- 
ing whatever changes are neces- 
sary. 


Manufacturers Taking Notice 





‘‘.. -We are all in business to 
make a profit. This can best be 
accomplished through a well 
coordinated program of mutual 
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assistance... 


In bringing members of the two 
Distributor Associations up - to- 
date, with respect to the program 
of the Joint Industry Committee, 
I wish to express my keen disap- 
pointment that our chairman, Fred 
W. Swanson, Jr., cannot be with 
us this morning. Mr. Swanson 
possesses genuine qualities of 
leadership. He has been active in 
our work throughout the year and 
I know he sincerely regrets his in- 
ability to report personally. 

I would also like to call atten- 
tion to the fact that our commit- 
tee is composed of representatives 
of the Southern and National As- 
sociations. It, therefore, exempli- 
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fies the broadening and increasing- 
ly effective cooperation between 
the two Distributor Associations. 
While each Association maintains 
its individual identity, we are, 
through our joint endeavors func- 
tioning as a unit with respect to 
questions of fundamental policy 
and the improvement of basic con- 
ditions which influence our opera- 
tions and our profits. 

It is also my desire to express 
to members of the Joint Research 
and Planning Committee our ap- 
preciation of the cooperation ex- 
tended to our committee. Through- 
out the past year we have met 
jointly in order that members of 





by A. W. Davies 
Moore-Handley Hardware Co., 
Birmingham, Ala. 

and 


Vice Chairman, 
Joint industry Committee 


each committee will be fully ad- 
vised of activities of the other. 

I believe manufacturers are giv- 
ing greater heed to the expressed 
opinions of distributors and are 
gradually recognizing that we are 
in effect suggesting improvements 
in conditions that in the end will be 
equally beneficial to them in get- 
ting material to the consumer in 
the most efficient manner and at 
the least possible cost. 

The stage was set last year for 
a more constructive approach to a 
solution of some of our common 
problems and the creation of more 
satisfactory conditions. As will be 
recalled, distributors were re- 
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quested through an opinion poll, to 
express their views on 20 funda- 
mental policy questions. Their re- 
plies revealed almost unanimous 
opinions. Their votes exploded the 
myth that manufacturers find it 
difficult to make adjustments in 
their policies because of the lack 
of distributor accord, or because 
those in one section advocate con- 
ditions, which are incompatible 
with the wishes of those in other 
sections. 

For a time there was a tendency 
on the part of manufacturers to 
treat this opinion poll rather light- 
ly. One might even say to give it 
the brush off. This is no longer 
true. 


Harmonious Relations 


Recognizing the harmonious de- 
sire of members of the Southern 
and National Associations and 
their growing cooperation, Ralph 
Johnson, president of the Ameri- 
can Association this year created 
a new manufacturers’ committee 
designated the Associations’ Co- 
ordinating Committee. It was ap- 
pointed especially to function along 
lines which parallel or dovetail with 
the Distributors’ programs. 

D. W. Northup, president of 
Henry C. Thompson & Son Co., 
was named chairman, and through 
subcommittees promptly launched 
independent surveys of proposals 
endorsed by our members. 

On Monday afternoon we heard 
reports from four subcommittee 
chairmen which certainly indicated 
progress. We appreciate very much 
the cooperative spirit behind these 
reports. 

During the coming year we 
earnestly hope we will receive 
favorable recommendations from 
the Coordinating Committee of the 
Manufacturers’ Association on 
other suggestions advanced by 
distributors. 

Especially do we have to mind 
the broader adoption of the pro- 
posal that manufacturers consult 
more frequently with distributors 
about their merchandising and 
sales policies through Distributor 
Advisory Boards. It is much easier 
and vastly more constructive to 
prepare a sound policy prior to its 
adoption by a manufacturer than 
to attempt to rectify unsound pro- 
visions through a series of adjust- 
ments. 

Information reaching your com- 
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mittee indicates that manufactur- 
ers who have established Distribu- 
tor Advisory Boards are delighted 
with the results. Their satisfac- 
tory and wholly beneficial experi- 
ence should encourage others to 
emulate them. Concern that such 
Advisory Boards might tend toward 
collusion or agreements of question- 
able legality is not well founded. 
The manufacturer simply secures 
the opinions of distributors as to 
whether his proposals are good or 
bad, and reserves exclusively unto 
himself what he will finally adopt, 
and incorporate into his merchan- 


dising program. 

Your Committee also wishes to 
again direct attention to our in- 
vestigations covering the cost of 
handling a line of billing which 
was outlined in detail in its report 
entitled, The Answer is $2.82. We 
also made sales studies during the 
past two years on the distributors’ 
cost of handling files, hack saw 
blades, twist drills, machine, car- 
riage and lag bolts and nuts. 


Editor’s Note—Mr. Davies’ dis- 
cussion will be continued in the 
next issue of HARDWARE AGE. 





OFFICERS of the 


AMERICAN SUPPLY & MACHINERY 
MANUFACTURERS' ASSOCIATION 
Installed May 21, 1952 


President 


*J. A. Proven, Porter-Cable Machine Co., Syracuse, N. Y. 


First Vice-President 
*J. Robert Kelley, Shaw Box Div., Manning, Maxwell & Moore, Inc., Bridgeport, Conn. 


Second Vice-President 
T. D. Vander Voort, Clemson Bros., Inc., Middletown, N. Y. 


Treasurer 
*Frank P. Green, Delta File Works, Inc., Philadelphia 


Executive Committee 


*Clarence B. Noelting, Faultless Caster Corp., Evansville, Ind. (one-year term) 
*Charles T. Jordan, The Charles Parker Co., Meriden, Conn. (two-year term) 
*Lyman H. Bellows, Sheldon Machine Co., Inc., Chicago (three-year term) 
*Robert E. Hamilton, The Dumore Co., Racine, Wis. (three-year term) 

*Carl O. Hedner, Hoisting Equipment Section, Yale & Towne Mfg. Co., Philadelphia 
Dan C. Swander, Jr., Columbian Vise & Mfg. Co., Cleveland 
S. H. Cross, Stanley Electric Tool Div., Stanley Works, New Britain, Conn. 
Robert R. Raymond, True Temper Corp., Cleveland 


General Manager 


R. Kennedy Hanson, 


Washington, D. C. 


Advisory Board 


Farnham Yardley, 


Jenkins Bros., New York 


Irving W. Lemaux, Indianapolis Brush & Broom Mfg. Co., Indianapolis 
D. S. Brisbin, Columbus McKinnon Chain Corp., Chisholm-Moore Hoist Corp., Cleveland 
H. F. Seymour, Columbian Vise & Mfg. Co., Cleveland 
George H. Halpin, Minnesota Mining & Mfg. Co., St. Paul 
Roger Tewksbury, Oster Manufacturing Co., Cleveland 
W. A. Purtell, Holo-Krome Screw Corp., Hartford, Conn. 
D. W. Northup, Henry G. Thompson & Sons Co., New Haven, Conn. 
H. K. Clark, The Carborundum Co., Niagara Falls, N. Y. 
R. G. Thompson, Lufkin Rule Co., Saginaw, Mich. 
H. P. Ladds, National Screw & Mfg. Co., Cleveland 
F. J. Tone, Jr., The Carborundum Co., Niagara Falls, N. Y. 
Robert D. Black, Black & Decker Mfg. Co., Towson, Md. 
Theodore F. Smith, Oliver Iron & Steel Corp., Pittsburgh 
W. H. Gebhart, Henry Disston & Sons, Inc., Tacony, Philadelphia 
J. G. Geddes, H. K. Porter, Inc., Somerville, Mass. 
K. R. Beardslee, Carboloy Dept., General Electric Co., Detroit 
Franz T. Stone, Columbus McKinnon Chain Corp., Chisholm-Moore Hoist Corp., 
Tonawanda, N. Y. 
Ralph M. Johnson, Norton Co., Worcester, Mass. 


* Newly elected 
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= The newest unit of the six-store 
Ballard Hardware Co. is a suburban 
store fixtured to allow frequent 
interior display changes. A central 
stock control system is used 
for all stores 
Conn. 


Darrall R. Parsons, president of 


the Ballard Hardware Co. which 


Wh ‘ ll R. Parsons opened 4 : 
When Darra peep ig - operates six hardware stores in 
his suburban branch store in Mun- Indi +i 
cie, Ind., he incorporated several eastern Indiana, waiting on a cus- 
: 4 P tomer in his new suburban Muncie 


design ideas of his own into display 
fixtures to provide full and flexible 
showings of merchandise. 

These ideas evolved from his ex- 
ty perience in building a retail hard- 
ware business, a six-store organiza- 
tion, that in a 10-year period in- 
elphia creased its annual volume from 
$32,000 to $616,000 in 1951. 





store. 


Displays Adaptable 


Key to Mr. Parson’s display tech- 
nique in his new Jackson Street 
Hardware is the use of small island 
units, 2% by 5 ft., each 31 in. high, 
and built of plywood. With these, 
he can build his island displays up 
to any size or use them indi- 
vidually. : 

Wall displays are arranged so 
that the store, merchandise-wise is 
divided in two, with housewares, 
gifts and similar stock with defi- 
nite appeal to ladies on one side. On 
the other are tools and the type of 
merchandise that attracts men. 
Builders’ hardware is displayed 
across the rear of the store. 

In all departments, all merchan- 

(Continued on page 70) 


reland 


Interior of the new suburban store of the Ballard Hardware Co. 
which opened this unit so that the firm "could go out to our new 
customers instead of expecting them to come downtown to us.” 
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A Shopping Center Super Store 


Newest unit of the Stambaugh-Thompson Co. 
is its Struthers store, the fifth to be 

opened in Youngstown, Ohio. Set amid 

two supermarkets, a dime store, a drug 
store, a men’s shop and a dry cleaning 
establishment, it offers two sales floors 

full of hardware and home merchandise 




















siti fe ee eee 


Stambaugh-Thompson's new shopping center store provides selling space on a street level and basement selling 
floor. Two entrances, one at the front and the other at the rear of the 50 by 130 ft premises serve the base- 
ment. Each floor is manned by a staff of five. Layout was planned by William Murphy, store supervisor. 
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Store fixtures were built by the company's 
own fixture department. Note the atten- 
tion-compelling sign over the paint depart- 
ment. One foot high letters are yellow, on 
a red background. Paint shelves are gray 
to contrast with colorful paint labels. Store 
color scheme is Pinehurst green on wall up 
to 10-ft height, then a band of Melody 
green, to ceiling height. 





A Pet supplies have a wall display of 
their own, just inside the visual 
windows. Low platform displays 
are used to feature seasonal items 

as window displays. 


One of the store's important services is 
pipe cutting and threading. Wall racks > 
old pipe neatly and out of the way. 
Chips and oil are cleaned up after every 
job to keep the department clean. 


p runn pace.) 
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A Shopping Center Super Store 


Continued 


Chain store and variety display techniques 
are used to display electrical goods, work 


gloves and other items in the basement 
sales room. Note tool display at the rear. 
Wall paneling in the basement is pine. 


Steel goods and galvanized ware are 

neatly displayed on the basement sales 

floor. All traffic aisles are straight and kept 

clear so that nothing impedes the flow of 

customers from one merchandise display to 
another. 
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for your best buy in paint brushes ~ 


ask for a NYLON 


N Ylons Ptoved SUPCTIO r Their reports back up what 

















research proved 


—that there is no better paint brush than a 
Mn performance, service properly made nylon! 
and economy. Next time you need a paint brush, ask for 


a nylon. Discover for yourself that nylon 
Extensive independent research 


over the past brushes paint smoother, are ideal for nearly 
two years determined what factors affect a all finishes, and have a better balance of 
Paint brush’s ability to paint. These find- stiffness and flexibility that improves their 
ings resulted in recommended manufactur- “feel.” Nylon doesn 


t get brittle... won’t 
- is easier to clean and keep in 
condition. For all-round Performance, sery- 


ing techniques which have been adopted by break off . . 
more than 25 brush manufacturers. Scores 
of Painting contractors tested these new 


ice, and economy, your best brush buy today 
brushes on the job on all types of surfaces. isa Properly made nylon! 
ware are 
nent sales 
t and kept 
he flow of 


eHow And look tor these 4 features 


ee MhEN You select your brush 





& 








2. A full head of nylon oho . Proper bristie tength— 4. 100% nylon bristies 
influences better Point pick- 4%" to 4%" in o 4” woll ouure even weer of 

“P and release. The brush drush, for example —becouse brush pius lasting bolence and 
should hove mixture of bristle nylon wears better ++-Mokes service. Look for the name 
lengths. NYLON on the handle 





For smoother Painting and longer wear 
buy paint brushes with 


DU PONT NYLON BRISTLES 


IBOoam Aaniversary 
BETTER THINGS FOR BETTER LVING - « THROUGH CHEMmusTRy. 







I. Long, fine 






tips on ali bristies, Proper tipping of 
Paint pick-up, flow, and o 


each bristle means better 
smoother paint job. 
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Power Tools 





Demonstrations Pull the Traffic 


A simple formula is being used 
by Palace Hardware Co.’s Lakeside 
Village store, San Francisco, to 
produce its own power tool buyers 
and prospective buyers, and at the 
same time increase store traffic. 

The formula is a very simple one, 
but most effective. A well equipped 
workshop was set up on the mez- 
zanine of the store and a competent 
instructor was engaged to come to 
the store every Thursday evening 
to put on demonstrations. 

The Lakeside Village store, one of 


Home owners and home workshop hobby- 


ists are attracted to regular Thursday night 


demonstrations, in San Francisco store. 


Instructor teaches school during days 


four operated by the Palace Hard- 
ware Co., is in a new sub-division 
of San Francisco which seems to 
be a little town in itself. The area 
is occupied by householders, most 
of whom are experiencing for the 
first time the thrill of owning their 
own homes. 


Customers Are Young 


Mostly they are young people 
with growing families who need 
many things in and around their 


houses, and for one reason or an- 
other they would rather make or 
remodel, rather than buy, many 
items that are needed for utility or 
comfort. 

When the company first decided 
to keep the Lakeside Village store 
open on Thursday nights, and to 
have power tool demonstrations, 
they never expected the gratifying 
results that the idea produced. 
Whole families came and stayed 
until closing time. 

They not only came one night 








Mom watches from the sidelines but Dad and the boys observe more 
intently at the regular Thursday night power tool demonstrations. 
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id stayed An attached garage now can add enhancement to 


the home beautitul. 


The six-paneled Ponderosa pine doors (toxic treated) 
included in the No. 900 overhead type of garage 
door sets are smartly modern in design ond principle. 


Tacmatinalcialste Maclin eller 4 se! relate alia) 
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Your trade is familiar with the 
performance of the No. 900 


Be prepared to fill their orders today 
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STERLING, ILLINOIS 
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STOCK THE 


-..in constantly 
improving quality 
and performance 


HOLD-E-ZE 


The Original 
Automatic Grip 


SCREWDRIVERS 


... the leader, too, in increasing 
sales and customer satisfaction, as 
thousands of experienced hard- 
ware men know. In addition to the 
famous Gripper, Hold-E-Zees fea- 
ture extra values in chrome vana- 
dium blades, hand ground bits, 
transparent, unbreakable handles 
and the fine finish typical of fine 
tools . . . quality unsurpassed— 
performance unequalled. 





Super-tension Grip 
now holds flat and 
oval head screws 
better than ever. 


MODELS 
AVAILABLE 
FOR ALL 
TYPES OF 
SCREWS 





ORDER THRU 
YOUR JOBBER ! 


UPSON BROS., INC., ROCHESTER 14,N_Y 











but some of them would return 
weekly. 

In some instances a father would 
become interested in a _ certain 
power tool and then he would have 
to sell his wife on the idea of mak- 
ing such a sizable purchase so he 


would bring her around. 


Demonstrator Important 


The success of the demonstra- 
tions is to a large degree due to 
the efforts of the demonstrator, 
Harry Krytzer, who, in the day- 
time, is mill and cabinet instructor 
for one of the largest of San Fran- 
cisco’s high schools. 

Mr. Krytzer has an easy manner 
with the customers; he gives clear 
answers to all questions and his 
patience is seemingly inexhaustible. 

In an easy, informal atmosphere 
the store is building the firmest of 
public relations. Potential custom- 
ers drift in and out of the shop 
demonstration area, with no one 
tagging after them to see if they 
wish to buy anything. 

After someone buys a tool he is 
made to feel free to return at any 
time for further advice on how to 
use it. Other purchasers return for 
accessories or additional equip- 
ment, while others keep coming 


back for patterns to use in making 
things. 

One young man had the urge to 
make a television cabinet for his 
apartment but he had no 


small 


place to set up power tools. When 
ne explained this to Mr. Krytzer he 
was invited to make the piece right 
in the store, on Thursday nights, 
while the instructor told the others 
what he was doing. 

The young man bought nothing, 
nor has he returned since he fin- 
ished the cabinet, but the manage- 
ment feels sure that somewhere in 
San Francisco that young man is 
a good will ambassador for Palace 
Hardware. In all probability his 
story has induced others to go to 
the store, and no doubt the day will 
come when he will have room for 
power tools and he will return to 
the store that made him welcome. 


Aid Community Groups 


The Thursday night demonstra- 
tions frequently offer public ser- 
vice by undertaking minor repairs 
on equipment for community 
groups. One such job was repair- 
ing some hatch covers for a boat 
belonging to the Sea Scouts. The 
boys came in a group to watch how 
the work was being done. Mr. 
Krytzer mentioned that just hav- 
ing the boys at the demonstration 
helped to attract older people to 
the demonstration. 

“We realize that women as well 
as men are interested in our dem- 
onstrations,” says Mr. Krytzer, 
“particularly when the man of 
the family is considering the pur- 
chase of power equipment. Right 








E. R. Fox, factory representative, and Harry Krytzer, Palace Hardware's 


instructor, explain an operation to potential customers. 
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When your customer asks for hinges—sell him the best—sell 
him Griffin. And when he asks for Griffin by name, you can be 
woe sure he’s right. He has probably used them before and knows that 

bee ee the Griffin line of fine builders’ hardware is a quality line . . . finest 
Bibi ee materials, expert craftsmanship, carefully finished and packaged. 
ok; ; The Griffin line is fast moving—bringing you greater volume 
| | and more profit. 


RI FFIN | 4 Some we COMPAD 
ERIE © PENNSYLVANIA 
REPRESENTATIVES 
CHARLES L. LEWIS R. F. BEVERS 
1639 W. Fargo Avenue 1355 Market Street 4524East 60th Street 
Chicago 26, Illinois San Francisco 3, Colif. Seattle, Washington 
GEORGE A. GREGG WALTER S. JOHNSON & SONS L. G. FULLER, JR. 
17134-6 Wyoming Avenue 917 St. Charles Avenue 644 Wellington Rood 
Detroit 21, Michigan Atlanta, Georgio Jackson 6, Mississippi 
AUSTIN & EDDY INC. E. H. FARRAR HARVEY D. RUSH & SONS 
115 Broad Street 6637 Golf Drive 4638 Nichols Parkway 
Boston, Massochusetts Dallas 5, Texws Kaonsos City, Missouri 
















____ GRIFFIN PRO 
NON 


—e 


DUCTS - 
4 


H. C. GLOVER 
2611 Garrison Bivd. 
Baltimore 16, Maryland 
ROY L. ROGERS 
1620 Garfield Street 
Denver 6, Colorado 
W. C. MEIBAUM & CO. 
6954 Oleatha Avenue 
St. Louis 9, Missouri 


WILBUR H. DAVIS 





THE B. S$. ALDER COMPANY 
45 Warren Sireet 
New York 7, N.Y. 
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Dick Vujovich, assistant manager, demonstrates a tilt table jigsaw. 


along with our demonstrations we 
emphasize all safety measures and 
point up the safety of operation 
which always makes an impression 
on the ladies. 

“We show how to care for the 
tools, to get maximum efficiency. 

“We suggest simple projects at 
first so that the customer will not 
become discouraged while he is 
still in the learning stage. When 
the customer first gets his equip- 
ment he is inclined to want to 
make some fine furniture, right off 
the bat. It takes some gentle but 
firm persuasion to get him to learn 
the fundamentals first on simpler 
projects. Generally the customer 
gets our point,” said Mr. Krytzer. 

A rack of full-size patterns is 
near the power tools and they sell 
themselves as customers browse 
through them for ideas and styles. 


Shop on Mezzanine 


Wisely the demonstration shop 
has been placed on the mezzanine, 
at the rear of the store, and to 
reach it, it is necessary for one to 
walk the length of the store. 

The equipment was set up near 
the mezzanine railing so that any- 
one in the store might be able to 
see what was going on upstairs. 
Usually they climb the stairs to 
watch the proceedings. 

The shop demonstration does not 
utilize the whole mezzanine and the 
balance of the area is used to dis- 
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play ladders, rolls of wire fencing, 
canvas lawn furniture and other 
bulky items. 

The store itself is as modern as 
the surrounding shopping district 
and new homes, and is about four 
years old. The building has a 50 
ft. frontage and is 80 ft. deep. The 
mezzanine where the demonstra- 
tions are held is 50 by 25 ft. 

Building height front windows 


provide show space across the 
entire width of the building and 
provide a clear view from the 
street. 

A wide window box is built in- 
side these windows and is filled 
with ivy. Customers frequently ask 
for cuttings and since Palace sells 
fertilizers and insecticides as well 
as other gardening necessities, the 
ivy slips often act as the start of 
a selling talk. 

With clear glass forming the 
front of the building, an interest- 
ing contrast is achieved by a low 
wall of Arizona flagstone, which 
covers part of one of the front 
walls. 


Demonstrations Profitable 


Dick Ryan, manager of the Lake- 
side Village outlet, states that there 
is no thought of discontinuing the 
demonstrations, as they are too 
profitable to the company from the 
standpoint of sales and public rela- 
tions. 

“If people just walk right 
through the store and go up on the 
mezzanine, that is all right with 
us,” says Mr. Ryan. “We know that 
they’ll be back to buy something 
another time. The demonstrations 
show them only one line but power 
tool enthusiasts can’t help but no- 
tice the hundreds of other items 
they pass.” 





Fishing Gear Gets Island Display 


With this 
rounded-end _isl- 
and unit Neis 
Ace Store in W. 
Allis, Wis., ex- 
poses a variety 
of fishing rods, 
minnow pails and 
other angler's 
items where 
there's good traf- 
fic. Measuring 7 
by 3 ft. it has a 
special display 
rim for rods. A 
lower display 
level at the front 
is used for min- 
now pails and 
the other side 
display areas are 
utilized for show- 
ing tackle boxes 
and other items. 
This fixture was 
built by the staff. 
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XCELITE 
NUT DRIVERS 


SELL THEMSELVES 


You may be enjoying profitable screwdriver busi- 
ness, but did you know that most people who use 
screwdrivers need nut drivers too? Better write 


for your XCELITE catalog 
and take advantage of this big 


source of business — quality 
Nut Drivers 
XCELITE No. 127 Nut Driver Set. 


XCELITE Nut Drivers, the 
kind the experts use. 
are in Stubby 
to 6” blade 
e= lengths. 
Color-coded handles flash the size! 
Metal box locks to wall or bench! 


XCELITE INCORPORATED 


(Formerly Park Metaiware Co., Inc.) 
Dept. 6, Orchard Park, W. Y. 


Originators— 
Not Imitators 





















WOODRUFF KEYS 
MACHINE KEYS 
*MACHINE RACK 
*TAPER PINS 
*COTTER PINS 
*SPECIAL PARTS 
and other Stanho products 
S Bulk or Packaged 


WRITE for CATALOG 
and PRICES 


ORSE NA/ZL CORP 


NEW BRIGHTON, PA 
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build your profits with 


TEL-O-POST 


7 out of 10 homes 
need it! 


@ Surveys show that seven out of 
every ten homes have insufficient floor 
support. Owners of these homes are 
natural customers for TEL-O-POST, 
the original adjustable steel jack post. 

Stock and display TEL-O-POST. 
Cash in on this home-improvement 
market. TEL-O-POST has a complete 
range of four sizes; however, the larg- 
est size (No. 1) will meet the great 
majority of applications. Thus, it takes 
a minimum of investment and stock- 
ing space to handle this profitable line. 


MORE ADVERTISING SUPPORT 


TEL-O-POST gives you power- 
ful national advertising and 
promotional support. Your cus- 
tomers know TEL-O-POST by 
name ... and known brands 
always sell faster! Dis- 
play TEL-O-POST 
prominently to take 
advantage of TEL-O- 
POST national adver- 
tising. 


MORE FEATURES 


TEL-O-POST is the only post with all of 
these safety features... 


































Jack screw which can't be 
turned out of post. 


Patented safety locking pin 
that’s tamper-proof. 


+*____ Exclusive rust-proof paint- 
ing inside and out. 


Load carrying capacity to 


“«— . 22,000 pounds. 























Build your with TEL-O-POST. For 
-i complete i ion see your distr 

or send coupon. 
poo--c--n ne + 
| BRAINARD STEEL DIVISION, Dept. E-5, STEEL DIVISION | 
| SHARON STEEL CORPORATION | 
| Griswold Street, Warren, Ohio WARREN, OHIO | 
1 Send complete information on TEL-O-POST and have your | 
| representative or wholesaler contact me. | 
| | 
Name 
| Company l 
| ’ 
| Address | 
1 Cit State. ! 
Eketietilceno ake Uilcmancncnpssyasrenenasomenstanes 4 
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Why not make sales easy by 
selling your customers 
STAR hacksaw blades, 
frame and metal-cutting 
band saws? Over the years, 
you can’t beat this combina- 
tion of the best-selling line 
plus consistent advertising 
to your customers. 


Remember — with the STAR 


line the first sale is easy, re- 
peat sales are easier. 






Sold only through 
recognized distributors 


EMSON BROS., Inc. 
DLETOWN, N.Y., U.S.A. 


Makers of Hand ond Power Hack Sow Blades, 
james, Metal Cutting Band Saw Blades 
Clemson Lawn Machines. 


@ 10818 





| 
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Irwin Wins Hardware Award In 
National Paper Box Competition 


First award in Class A for gen- 
eral superiority according to end 
use was received for the paper dis- 
play box used for Irwin bits for 
electric drills, in the 1952 Set-Up 
Paper Box Competition at the re- 
cent convention of the National 
Paper Box Manufacturers Associa- 
tion in Chicago. The paper pack- 
age produced for Irwin Auger Bit 
Co., Wilmington, Ohio, was one of 
more than 1200 set-up paper boxes 
entered in the competition. Entries 
included other packages made for 
hardware and related items of va- 
ried types. 

The box for the Irwin bits has a 
die cut lid enabling buyers to exam- 
ine contests without opening the 
box. Perforations in the tray hold 
bits securely in transit and in dis- 
play. 

Second award in hardware was 
for a gift box of five screw drivers 
made by Vaco Products Co., Chi- 
cago. Its package contains five 
sizes of screw drivers with gift 
statement at lower right corner to 
help increase impulse sales. 

Clyde Cutlery Co., Clyde, Ind., 
received honorable mention for its 
package for Kitchen Jewels, a set 
of knife, fork and spatula in a red 
and green gift box with acetate lid. 

For its Swab rubber assembly a 
carton used by Mission Mfg. Co., 
Austin, Tex., won an _ honorable 
mention award. 

Second awards in Class A were 
also received by Gillette Safety 
Razor Co., Cambridge, Mass., for 
its No. 1 Gillette Super Speed Gift 
Set and by Zippé Mfg. Co., Brad- 
ford, Pa., for its Zippo Lighter box. 

Awards were also received by the 
manufacturers of the boxes. Judg- 
ing was based on artistic design, 
superiority of construction and dis- 
play quality. 
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First award winner for Irwin. 


Vaco's second award winner. 





Won award for Clyde Cutlery. 


Trips to 40 Towns 


Texas is a big state, Texans 
grow tall and have surprising vi- 
tality, and so one always expects 
that they will do things in a big 
way in that state. This was demon- 
strated in Lubbock last year, when 
a good neighbor committee or- 
ganized booster tours which saw 
100 business men visiting 40 towns 
in that city’s trading area during 


the year to extol the glories of 
Lubbock and the advantages of 
shopping there. Accompanying the 
boosters was the Reese Air Force 
Band, an officer of which also 
urged the purchase of Defense 
Bonds. Publicity material and 
souvenirs were distributed by the 
boosters in each of the towns they 
visited. 
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What Do You Mean by “Quality?” — 


Let the Man Who USES Bolts 
Give You an Answer! 
“Here’s What I Need in a Bolt: 


“It should have a true shaped head with tough corners 
that my wrench can grab and hold firmly ...strong, 
full bodied shanks, clean threads that will fit with close 
tolerance yet take the nut readily. 








“Tt ought to have the tensile strength to prevent snap- 
ping when the pressure is on and to stand up 
under tough conditions. 


scat 

anger 

eer “T want to be able to count on it for a good tight 
fastening that will hold for years. ” 

Irwin 





ner. 


And That is Just What You Sell 


WHEN YOU SELL SHEFFIELD! 


the high quality level established for Sheffield 
Bolt and Nut products. 





You can count on Sheffield Bolts and Nuts 
for uniform high quality in every carton and 





every shipment. Three words tell you why— 
“Statistical Quality Control.” 

Briefly, they mean this: As Sheffield’s special 
analysis steel is manufactured into bolt and nut 


And speaking of cartons, be sure to note 
how Sheffield’s new handy package saves you 
time and effort in identifying and selling bolts 
and nuts. See how contents are illustrated and 
clearly marked on the end of each package. To 











lery. 
products, inspection data is recorded at every open, you just cut and lift the hinged lid—no 
step. This data is then analyzed by exact statis- covers to pry off and ease on again! You'll be 
tical methods that show up any variation from surprised how much quicker and easier it is. 
; Sheffield Steel Is Finished In 
ies of H EFFI EL Many Forms For Farms 
res of Through the years, thousands upon thou- 
ig the sands of farmers have looked to Sheffield 
erce S T b + L as the at-home, furnace-to-finished-steel- 
products source of supply for bolts, rivets, 
| also Cc oO RP oO RATION nails, staples, tacks, th wire, bale ties, 
efense *Telti-bael | KANSAS CITY tie wire, barbed and woven wire fence, etc. 
and TULSA Ever growing tonnages of such finished 
®Sip, gat! steel products have been made available. 
yy the ARY OF anmco greet coer? 
3 they 


1952 





HARDWARE AGE, MAY 29, 1952 














f, 


ys 
4 


A-Beshioned.... 









WE JUST WON'T 
COMPROMISE 


with the “old-fashioned” standards 
of perfection that have made Master 
a symbol for quality the world over. 


SY 


SS 
Ee: 
os 


<< 


Take the TUFBOY for example. A rugged, chromed case that with- 
stands rust, tarnish, and the roughest wear. Blade is watch grade 
spring steel. Figures and graduations simply can’t rub away because 
they are etched, printed and permanently sealed with a coat of clear 
acid-resistant lacquer. The tip is double riveted—stays on no matter 
how hard you pull. Case plus tip equals 2 inches for accurate inside 
measurement. Blade replacement with TUFBOY’s patented quick 
change feature requires no tools, no nails — the fastest and easiest 
of any steel tape made. 

A cheap rule costs much more in the long run. Recommend a rule of 


“old-fashioned” quality backed up by forty-five years of i 
and know-how—the TUFBOY. saieciaiind Y experience 


TUFBOY is available in six, eight, and ten feet lengths, lacquered steel finish 
or extra white ‘Brite Blade.’’ 


"(6 ft.) #306 “TUFBOY” $1.60 each 
(8 ft.) #308 “TUFBOY” $1.75 each 
(10 ft.) #310 “TUFBOY” $2.00 each 


“Brite-Blade’’ #306-W $1.75 each 
“Brite-Blade’ #308-W $2.00 each 
“Brite-Blade” #310-W $2.25 each 








Farm Residents Visit 
City Businessmen 


The second annual Business-In- 
dustry-Agriculture Day was held 
recently at Rockford, IIl., with 
more than 800 farm residents tak- 
ing a look at some industries and 
stores that help make that city an 
important one. Each farmer and 
his wife was introduced to a busi- 
ness team who were personally re- 
sponsible for the visitors’ welfare 
during the tour. 

During the spring and summer 
months the businessmen are guests 
of the farmers at their homes. 





Courtesy Tickets 


When an out-of-town car parks 
overtime in Crawfordsville, Ind., 
the motorist usually finds a ticket 
on his windshield upon his return. 
Instead of being a summons the 
ticket reads, “Welcome to Craw- 
fordsville. This is a courtesy 
notice and not a summons. We 
hope that you will visit us again 
soon. Thanks— Police Depart- 
ment.” 

The Police Department keeps a 
record of the license numbers of 
cars that have been ticketed with 
the courtesy notices, to make sure 
that overtime parking privileges 
are not repeated. 





State Wide Tour 


The Wisconsin Chamber of Com- 
merce of Madison, Wis., sponsors 
a state-wide industry farm tour 
each year. It features a caravan 
of cars in which leaders in com- 
merce and industry visit outstand- 
ing farms in different areas. 

People in close touch with agri- 
cultural activities have admitted 
that they found much that was new 
and novel to them as the result of 
making these tours. 


4 H Club Clerks 


When members celebrated that 
organization’s National 4 H Club 
week in Fort Madison, Iowa, last 
fall, many boys and girls active in 
such work, served for a day or for 
the full week as sales clerks in re- 
tail stores. Each member displayed 
a 4 H insigina and contributed 
some of his or her earnings toward 
local club funds. The idea was 
widely advertised in local news- 
papers and resulted in many 
friends of club members visiting 
the different stores. 
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J 
hand then CHANNELLOCK 


Wade only bg CHAMPION DEARMENT 


You are in business to satisfy your customers—and here’s one way to do it—When they 
ask for Pliers Hand ‘Em Channellock. Let them heft it, feel its strength and durability—try 
its simple, closely spaced adjustments—see its longer wearing feature of no wear on the joint 
bolt. And when they buy it, you can be proud to take their money. For Channellock pliers 
are produced by Champion DeArment, long recognized as a maker of highest quality tools. 

No other product can offer the advantages of Channellock pliers. Yessir, when they ask 
for pliers, Hand ‘Em Channellock and you'll sell ‘Em. 

And remember, Channellock pliers are made ONLY by Champion DeArment. 


Meadville, Pa. 


Channellock pliers are listed in the 
Yellow Pages of mest Telephone 
Directories under ‘‘Teots’* 


CHAMPION DEARMENT TOOL CO. -* 


Send for Catalog D-l Today. 
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Woman Increases Paint Sales 


Color bars are not new to the 
hardware trade, but the recent ad- 
dition of one at T. J. Campion & 
Sons Hardware in Austin, Tex.. 
has been a constant source of in- 
creasing volume for the firm. 

In the words of Miss Eunice 
Rainwater, who has charge of the 
color bar, ‘“‘The new addition to the 
store is causing more excitement 
than any other department. Our 
paint bar has been so successful 
that we are adding wallpaper. Cus- 
tomers of our paint department 
have demanded that we put in wall- 
paper.” 

When a woman prospect steps up 
to the bar and avails herself of one 
of the attractive chrome and red 


68 


Installation of its color bar—in charge of a woman— 


has increased sales of both specially mixed and 


stock color paints. Customer demand led 


to addition of wallpaper section 


leather stools she is more relaxed 
than if she had to stand while dis- 
cussing paint and related lines. As 
a result she is very much more sus- 
ceptible to suggestions as to pur- 
chases. 


Same Sales Approach 


Miss Rainwater usually follows 
the same routine with each visitor, 
starting with a-.friendly query as 
to what the woman intends to 
paint. Then she will ask, “Is this 
for your own home, or rental prop- 
erty?” If the woman is a home- 
owner it is assumed that she is in- 
terested in good grade paint. Should 
the paint be for use in a rental 


home it is Miss Rainwater’s cus- 
tom to talk about ready mixed 
paint. Immediately inquiry is made 
as to the type of finish on the 
walls at the time and the kind 
of finish desired. Later the matter 
of brushes, sandpaper, brush clean- 
er and other extra items is brought 
up. 

Often despite Miss Rainwater’s 














Above — A cus- 
tomer watches as 
Miss Rainwater, 
right, mixes paint 
to order. 


Left — The color 
bar with its color- 
ful front and com- 
fortable stools 
invites shopping. 
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precaution the customer, living in 
a rental property, will note a shade 
of green that appeals to her—one 
that has been specially mixed to 
order. When the prospect learns of 
the extra cost involved in the pur- 
chase of the special shade she may | 
lose interest. Therefore explana- | 
tion is given as to the mixing prob- | 
lem before a price is quoted. With- | 
out having to admit that the price | 
is more than she wants to pay such | 
a prospect will then buy one of the | 
ready mixed paints in a standard 
stock color. 

When a woman expresses will- 
ingness to pay extra for a special | 
shade the conversation will fre- 
quently be switched to home decor 


so that the momentary concern | 


she may feel over the matter of | 
price is dissipated. 


Color Data on File | 


“Many women, learning of our | 
coior bar service, come to us with 
tneir paint problems,” says Miss 
Rainwater. ‘“‘They will choose the 
colors they want and then not buy. 
We keep on file information as to 
what shades the prospect has | 
chosen and 


order for the quantity of each 
color needed. These files are kept 
indefinitely so that we can match 
colors at any time. Each color is 
mixed to conform with a formula 
that will produce the same color 
every time.” 


Service Saves Time 


Although some painting contrac- 
tors are not enthusiastic about this 
plan others do appreciate it. “Our 
service saves contractors from tak- 
ing the time to mix a little of this 
with a little of that and then 


then wait for the | 
painter to come in and place an | 





finally come up at the end with 
the wrong shade,” says Miss Rain- 
water. 

“Too, if the customer has any 
fault to find after the color is on 
her wall, the contractor can put the 
blame on our shoulders. This has 
yet to happen, but our contractors 





assure us it will, eventually. We are 
very particular to see that the | 
shade is the one the customer se- 
lects before we go ahead with our | 
mixing.” 

The Campion firm has found that | 
women like to buy paint from a | 
saleswoman. With more women at- | 
tempting to do their own painting, | 
especially interiors, this is a valu- 
able sales angle. 
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Toledo No. 999 
2’’ Power Pipe Machine. 





Toledo Simpact, 
1” to 2’’ threader. 


TST “experience” 







NOW IT PAYS TO RELY ON 


iledo 


E TOOLS FOR 


Toledo leadership started 
\ a revolution in pipe tools 
50 years ago... invent- 
ing easy-threading tools 
with receding die seg- 
mentsinstead of soliddies. 


You’ve heard it said, ‘““There’s no substitute 
and this has a two-way 


meghing to countless thousands of mechanics 
o are long-time users of Toledo Pipe Tools. 


—_ Experience of the man on the job has 


shown that Toledos are tools he can trust! 
. accurate threading .. . 
...high production tools that 





formiance and dependability. May we send 


«you our 50th Anniversary Brochure telling 


how pipe tools can serve you better? Write . . . 
The Toledo Pipe Thfeading Machine Co., 
Toledo, Ohio. New York Office: 165 Broad- 


way, Room 1310. 


TOLEDO 


PIPE TOOLS... POWER DRIVES... 
POWER PIPE MACHINES 


Factory and General Offices at Toledo. 


YEARS 
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Eqpectally Fypular on the fawn 


VLCHEK Star “S” Wrench Set.. 


WHY IT SELLS FAST— 
1. Drop forged of high carbon steel. 


2. Skillfully heat treated. 
3. 22%2° angle “S” for convenience in use. 





4. Five most popular sizes in spring clip container. 


5. 


VLCHEK 


In natural black and Velco bright. 
THE VLCHEK TOOL COMPANY ¢ 3001 East 87th Street, Cleveland 4, Ohio 





To Show ‘Em is to Sell'Em 














Small Islands Give Flexible 
Display Arrangement 


(Continued from page 53) 


Steel Goeds 
Garden Tools 


Item 





Mr. Parsons devised this simple and inexpensive stock control record 
which tells him at a glance inventory on hand in each of his stores and 
the rate at which merchandise is selling. Sheet measures 8!/p by II in. 


dise is displayed in groups of re- 
lated items to help salesmen sell up. 

Harold Schick is a partner-man- 
ager and Joe Fisher is assistant 
manager of the new neighborhood 
store which Mr. Parsons says was 
opened “so we could go out to our 
new customers, instead of expect- 
ing them to come downtown to us.” 

Headquarters for the Ballard or- 
ganization is the main store at 207 
S. Walnut St., Muncie, and in addi- 
tion to this and the new Jackson St. 
store, others are the Eaton Hard- 
ware Co. purchased in 1943; Gas- 
ton Hardware Co., purchased in 
1944; Central Hardware Co., EI- 
wood, Ind., purchased in 1945, and 
the Ballard-Ice store in Newcastle, 
Ind., purchased in 1946. 

Purchases are handled centrally 
for all stores, though the individual 
store managers buy their own pick- 
up items. 

Inventory control for the stores 
presents a problem which Mr. Par- 
sons has solved to his satisfaction 
by devising a system which is both 
inexpensive and simple. To meet 
his six-store stock control problem, 
he centered his system on a ware- 
house in Muncie where a $15,000 
inventory is kept on hand for turn- 
over three or four times a year. 

This not only cuts the inventory 
requirements of the smaller stores, 


but makes for quick delivery of 
fast-moving items. To keep track 
of these, Mr. Parsons set up an in- 
voice and stock control record sys- 
tem from which he can tell at a 
glance exactly what stock each 
store has on hand. 

A special stock record form, 
which he designed, is the key to the 
system. The record tells the type 
of item, its stock number, the quan- 
tity in stock, and the quantity on 
order. An example of this form is 
illustrated with this article. 





HARDWARE HUMOR 
By Hardware Age 


’ HARDWARE 











“I'd like to buy an elbow 
joint, please.” 
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Malleable Fittings 
—189 Sizes, 16 Differ- 
ent Types, Packaged in 
Easy-to-Handle Cartons. 


















Sturdy master 
container in which car- 
tons of fittings are shipped. 


Pipe Nipples and Nipple 
Assortments—Full Range 
of Pipe Sizes from Ve" to 
2” Inclusive; Length 
“Close” to 6”; Packaged 
for Easy Handling. 


GRABLER 


SQUARE “GEE” PIPE FITTINGS 


Packaged for Faster Selling ...Easier Handling and Storing 





= UP your over-the-counter sales of pipe fittings with Grabler Package- 
Protected Pipe Fittings and Nipples. Packaging reduces the cost of handling 
—protects fittings and nipples from rust, dirt and damage. Each fitting is clean, 
usable, salable and profitable. Grabler’s 35 years of packaging experience has 
determined the correct quantity of fittings and nipples for each size of carton. 
One size and type of fitting and nipple packaged in a small carton; label plainly 
indicates type, size and number of pieces. Cartons are shipped in sturdy master 
containers convenient for storage and handling and re-shipment. Protect your 
margin of profit through reduced handling costs. Grabler’s complete line of 
packaged pipe fittings meets all dealers requirements. Order Grabler Package- 
Protected Pipe Fittings and Nipples from your wholesaler. 


THE GRABLER MANUFACTURING COMPANY « 6565 Broadway, Cleveland 5, Ohio 


THE SQUARE “GEE” LINE INCLUDES: Malleable Fittings * 

AAR Fittings * Unions * Rail Fittings * Cast Iron Steam Fittings 

* Cast Iron Drainage Fittings * Patented Drainage Fittings * Steel oe ff : * 

Pipe Nipples * Hangers * Copper Tube Solder-Joint Fittings fy Pe ee 
* Cast Brass Solder-Joint Drainage Fittings , —_ 











Shift of Sporting Goods 


Resulted in Doubled Sales 


California store moved its department from front 
to middle-of-store location and gave it better display 


In spite of the fact that Max- 
well’s 14th St. Hardware Store, 
Oakland, Cal., moved its sporting 
goods department to a less conspic- 
uous area of the store than it oc- 
cupied 18 months ago, the volume 
of business done by the department 
has doubled. 

This business increase was 
achieved without any extra promo- 
tion or advertising. Instead, it is 
believed that the increase in busi- 
ness came as a result of a careful 
analysis of the buying habits of 
sporting goods customers and from 
the fact that the new department 


was designed to increase impulse 
buying and to give maximum dis- 
play space. 

The Maxwell store consists of 
three large rooms, which extend 
the length of the block from the 
main entrance on 14th St. to Far- 
num St. at the rear. 


Sports Goods Section Moved 


In the change that was made a 
year and a half ago, the builders’ 
hardware department was moved 
from the middle room to the one 
nearest Farnum St. and sporting 


i 


: ta: i ‘f 


ee eee 
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goods and appliances were moved 
to the middle room. Sporting goods 
now occupy about one-third of the 
1500 sq. ft. area of the middle room. 
Appliances occupy the other two- 
thirds. 

“We decided that a man who 
comes in to buy a fishing rod 
doesn’t need to find it in a front 
part of the store, nor does he want 
to try it for ‘feel’ in the most con- 
spicuous part of the store,” ex- 
plains J. K. Hanneson, manager. 

The rods are now displayed on a 
wall rack. 

A big improvement in the sport- 


Sporting goods are 
now displayed on 
six islands and on 
wall fixtures. The 
wooden dividers 
have been removed 
in order to increase 
visibility. 
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EMING PUMPS. 


Experiericed Pump Men Know that: 
1 There is NO substitute for Quality. 


2 Fine construction and moderate prices can go together. 
3 Dependable Performance is the only PERMANENT pro- 


tection of customer good will. 
4 Deming Pumps are EASIER TO SELL than sell against. 
5 Deming Cooperation with Distributors and Dealers is 
a time-tested policy of 72 years. 


‘CUSHIONETTE 








Os annie ee 
he —_ 





6 The COMPLETE Deming line meets ALL needs for pumps 
and water systems. 


Sell DEMING . . . the quality name that customers believe 
in. . . the name that helps Distributors and Dealers 
build more profitable water system business. 


The 1952 line of Deming Pumps and Water Systems is 
bigger and better than ever. For complete details, write: 


THE DEMING COMPANY 


517 BROADWAY ° SALEM, OHIO 


MING line of Water Systems 





Fig. 
562 Fig. 


1062 
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IN ANY 


for 
SOFT and MEDIUM 

MASONRY MATERIALS 
using electric rotary 
drill, drill press or 
hand brace. Drills 
holes 3/16" to 1“ 
dia. up to 36deep. 
Dust removing spi- 
ral flutes run from 
cutting edges to 
shank end. 


or 
HARD CONCRETE 

using rotary type 
drill with pressure 
applied. Drills holes 
3/4" dia. and up. 
Removable Cyclo- 
Center accessory 
allows precision lo- 
cating and starting 
of hole without use 
of wooden tem- 


or 
HARD or VERY HARD 
MASONRY MATERIALS 
using electric or 
pneumatichammer. 
Drills holes 3/16” 
to 1-3/4" dia. up 
to 18” deep. Car- 
bide tip withstands 
shock and wear. 
Taper proportioned 
to withstand crys- 


SEND FOR NEW 





or 
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plate. a 
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tallization. _ 


DRILL ANY SIZE HOLE 


MASONRY MATERIAL 
with Carbide Tipped 


Cyclotait " 























MASONRY DRILL BIT GUIDE — 
“How to choose the RIGHT bit for EACH job” 


New England Carbide 


TOOL COMPANY, INC. 


60 BROOKLINE STREET, CAMBRIDGE 39, MASS. 
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Because of the importance of the line, sporting 
goods displays are maintained constantly. 


ing goods department was in get- 
ting merchandise out from under 
counters and up onto island fixtures 
where customers can inspect it. 

Rifles are displayed in a glass- 
fronted, locked case. Adjacent to 
this is a locked revolver case. 

“We sell lots of guns,” says 
Mr. Hanneson, a middle-aged man 
with lots of enthusiasm for the job 
he is doing. “I don’t know exactly 
how to account for it but I guess it 
has something to do with the fact 
that Maxwell’s has been in the 
hardware business in Oakland 
since 1886 and we have carried 
guns all that time, and that leads 
people to think of us when they 
want to buy a gun.” 

To get sporting goods out on dis- 


play where the customer could see 
and handle them, six islands were 
constructed for the sporting goods 
section which measures about 40 
by 16 ft. 

The first of the islands is re- 
served for seasonal merchandise. 
During the winter it is used for 
gloves and for indoor sports equip- 
ment. This is changed during Feb- 
ruary to track equipment, and _ so 
on around the merchandising cal- 
endar. 

This store maintains a close-out 
table, well located, where discon- 
tinued lines, and soiled or dam- 
aged merchandise are featured at 
reduced prices. 

“We do some advertising that 
features sporting goods,” explains 








Bob Heppe, manager of sporting goods, demonstrates 
a gun before the glass-fronted, locked firearms case. 
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TS HERE 


CARBORUNDUM’S FAMOUS — 


)) 








MASKING TAPE 


..-Now in a popular 
household size! 









Here’s the automotive trade’s favofite masking tape—now 
in a handy household size that will make it a natural hard- 
ware store profit leader. FLEXBAC Handy Roll No. 3 has 
literally dozens of uses around the house — for sealing, label- 
ing, temporary weather-stripping and repairing... all in addi- 
tion to its basic uses for striping furniture, protecting one 
wood surface while painting another (floors vs. baseboards, 


On gross profit per square foot of space, you'll find FLEXBAC 
tape right up at the top of your list. At suggested retail price of 
35¢ a roll, your gross profit runs from 50% on your invest- 
ment in a single display carton, up to a whopping 82% gross 
when you take 48 displays in one shipment. And each dozen 
rolls has its own attractive self-service dispenser, no extra 
cost. STOCK UP TODAY, through your CARBORUNDUM 
or distributor salesman —or write Dept. HA 90-59. 





stair risers vs. treads, etc.) 











For Fast Turnover, Display 
it at Cash Register 


The colorful free display with each 
dozen rolls draws the eye, builds that im- 
pulse buying so important to your overall 
profits. Set up this display right at your 







Wo9 0 \ 








ut gus- cash register, and watch shoppers empty 
4 name 0 ‘ it fast. FLEXBAC Handy Rolls are a steady 
dhe Wt" ad preter \s repeat item when you display them. 
Yh. 
¢ kn 
xornet 





ARBORU 


TRADE MARK 


so stock the COMPLETE abrasives line 


“Carborundum” and “‘Flexbac’’ are registered trademarks which indicate 





STONES « HONES ¢ WHEELS 
SHEETS e DISCS e BELTS e ROLLS 


and MASKING TAPE too! 


manufacture by The Carborundum Company, Niagara Falls, New York. 
20 ° 


wA-4 
‘io 
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The Walworth Genuine Stillson is now 
stronger, tougher than ever before ... the 
adjustable pipe wrench that is known 
around the world as the one with the 
“TEETH THAT KEEP THEIR BITE.” 

You can’t compromise with quality — 
quality sells ... and sells ... and sells. 
Walworth Genuine Stillson wrenches have 
had the quality that sells easily ... stays 
sold ... builds profits and reputation for 
you ever since they were invented by Dan 
Stillson in the Walworth shops in 1869. 

But now the Genuine Stillson is better 
than ever. It has been modernized through 
the use of the best obtainable steels and a 
new heat-treating process... plus a special 
electroplated zinc coating that resists rust 
and corrosion. 

National advertising creates an ever- 
growing demand. You can keep a good grip 
on sales with Walworth Genuine Stillsons. 
They are available in a complete range of 
sizes from 6 to 48 inches. Place your order 
through your recognized jobber. 


WALWORTH 


valves and fittings 
60 East 42nd Street, New York 17, N. Y¥. 





Standard 
of Quality 
Since 
1869 


DISTRIBUTORS IN PRINCIPAL CENTERS THROUGHOUT THE WORLD 
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Mr. Hanneson, “and we try to keep 
a display of sporting goods in the 
windows at all times. Other than 
that, our greatest promotion is 
done through local churches and 
schools. Situated in the Fruitvale 
shopping area of the city as we are, 
we realize that we’ve a local store 
that serves the needs of a particu- 
lar community.” 

The store places ads in all the 
nearby school and church papers 
and in turn the firm furnishes all 
the sporting goods used by these 
same organizations in their recrea- 
tion programs. 

Mr. Hanneson also believes that 
the presence of another store in the 
same block that also features sport- 
ing goods contributes to the store 
traffic for this department as it 
gives the customers two places to 
shop, instead of just one. 

“The sporting goods buyer is apt 
to be more satisfied if he’s looked 
around a little before he plunks 
down his hard-earned cash,” Mr. 
Hanneson said. 


Ideal for Outdoor Sports 


Part credit for the store’s sport- 
ing goods volume is attributed to 
the ideal location of Oakland, so far 
as outdoor sports are concerned. At 
one side of the city is San Fran- 
cisco Bay and the Pacific Ocean, 
for fishing, and on the other side 
are the Sierras, noted for good 
hunting and fishing. The mild 
California weather permits year- 
round participation in outdoor 
sports, but at the same time winter 
sports in the nearby mountains 
provide a market for cold weather 
equipment. 

Bob Heppe, manager of the 
sporting goods department, has 
been with Maxwell’s five years, 
since his discharge from the Navy. 

“He knows, talks and lives sports 
and sporting goods,” is the way Mr. 
Hanneson characterizes Mr. Heppe. 

“A salesman in the sporting 
goods department has to know his 
business. Ninety-five per cent of 
the customers who come in to buy 
sporting goods already know some- 
thing about the sport. You can’t 
‘buffalo’ them. They know what 
they’re talking about; they’re quick 
to recognize a salesman who doesn’t 
know his business, and they re- 
sent it.” 

Mr. Hanneson also gives credit 
to Frank Griffith, Maxwell’s dis- 
play manager, who designed the 
new sporting goods department so 
as to get the merchandise on view. 

Shifting a department to a less 
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Profit Pointers 


BLACK & DECKER shows home craftsmen the many different jobs a B&D 
1%” Drill can do. Ads like this in MECHANIX ILLUSTRATED really attract 










ew HANDY fea 6 
Decker \y* Ramctine Desi 


reader interest...get them to try this versatile tool. You'll make many % oven lben ones 
— 


more sales if you let your customers feel a B&D Drill. They'll quickly pe 
become aware that they have lots of work for this rugged tool. So set up a 


; 
= 
> Ne well overs mat 
7 . ” displ : h h d Bs a SNS 
try-it-out isplay in your store...encourage your home handymen cus- [) Pa Laer pa 





tomers to try it for a while. Black & Decker Drills will then sell themselves. 


HORROCKS-IBBOTSON arouses real fishing interest 
among MECHANIX ILLUSTRATED’s 1,000,000 out- 


doorsmen. This attractive H-I ad pictures one of 








America’s most famous fishing spots...a sure-fire way 






to get fishermen’s attention. Through this series of 






ads, MI’s fishing enthusiasts are getting to know more 






and more about the famous H-I line of fishing equip- 






ment. They'll be looking for a nearby Horrocks- 






Ibbotson dealer. Let them know you carry this famous 








line. It will help you cash-in on this great market of 






fishing fans. 






CORBIN calls for selling action. This Corbin ad in MECHANIX ILLUSTRATED 
is telling MI’s 1,000,000 men to buy Corbin Cabinet Locks at their 
local hardware dealer. And these do-it-yourself minded men will do just that, 


because they’re constantly building and repairing things around their 







homes. Be sure they know you carry the Corbin line... have a 
display up front where these MI readers can’t miss seeing it. — 
They’re pre-sold on Corbin, so they’re sure to be ” 
demanding the best...Corbin Cabinet Locks. ra 


aie 


MECHANIX ILLUSTRATED = 


A FAWCETT PUBLICATION 
67 West 44th Street ¢ New York 36, N.Y. 
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’ YOU'LL MAKE A SALE 


RZ, 


™* 
SS} 
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WHEN YOU CAN SAY.-- 


‘Sure. 


WE'VE GOT 
KESTER 
SOLDER” 
















Your customers know Kester Solder. They've seen it 
advertised for years, and they know Kester Solder’s 
reputation for top quality and matchless 
performance. Confidence in a product builds 
sales ... that’s why it’s good business for you 
to stock the best— Kester Solder. 


THIS IS OUR ACID-CORE SOLDER 


The ideal Flux-Core Solder for 
general work about the home, on 
the farm, in the small or large shop 
—anywhere. Made from new 
metals only. On 1 Ib. and 5 Ib. 
spools ...the economical sizes. 





THIS IS OUR PLASTIC ROSIN-CORE SOLDER 


Finest for all electrical, radio and TV 
work. No corrosive after-effects . . . no 
electrical leakage. Same as used by 
original equipment manufacturers. 

On 1 Ib. and 5 Ib. spools. 





wits gifs* 
Mee 4LQ2¢, 
me et ‘“ ya 


FREE! 16-page booklet 
“Soldering Simplified,” 
tells how to solder every- 
thing. Write for your 
supply today! 





KESTER 
SOLDER 


KESTER SOLDER COMPANY 
4207 Wrightwood Ave., Chicago 39 
Newark 5, New Jersey @ Brantford, Canada 


Sell KESTER and you sell the BEST, 
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conspicuous place in a store is often 
a hazardous business. But, by care- 
ful advance planning and study of 
the buying habits of the customers, 
and by employing the most up-to- 
date merchandising methods, Max- 
well’s turned what might have been 
a failure into an advantage. 
Certainly the increased volume 
done by the sporting goods depart- 
ment alone speaks well for the 
soundness of the planning. 


Lighted Lamp-Post 


Shines in Window 

The ornamental lamp-post in the 
window of Warter’s Hardware in 
Tacoma, Wash., has been lighted 
24 hours a day since its installation 
as part of a Christmas window dis- 
play in 1951. Since the unit was 
placed in the store residents of the 
area call Warter’s “the store with 
the lamp-post in the window.” 

Made of a length of 4 by 4 with 
a piece of round stock inserted 
near the upper end to hang the 
firm’s sign, the lamp housing was 
made of window glass, plywood and 
tape. Post and sign are painted 
black as is the lamp housing. The 
post has caused much comment, 
some customers inquiring if it 
were a stock item which they could 
purchase for decoration of their 
own residences. 








Originally installed as a Christmas 

display prop, this lamp post is a 

permanent fixture in Warter's win- 
dow. 
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STURDY 
CONSTRUCTION 


[ CYLINDER 


ICC APPROVED 
STEEL 














Leading laboratories, insurance companies 
and fire marshals approve storaging of 





Bernz-O-Matic torches and 7 





Eas' 


BN. 








. SELL 
USE 


tile "SALES - CATCHING" COUNTER DISPLAY 
CARTON PLUS MANY OTHER MERCHANDISING AIDS! 





Unusual and unprecedented demand 
by jobbers and dealers has necessi- 
tated expanding our production fa- 
cilities. If you have not yet received 
your shipment, please bear with us. 
We will reach you very soon. 











OTTO BERNZ CO., INC. rocuester 6, wv. 
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Visual front of the expanded corner location hardware store. 


A 25% Increase 
Followed Modernization 


Store modernization and expan- 
sion have paid Wilmington Hard- 
ware of Wilmington, Del., in a 25 
pet increase in sales volume. The 
biggest increase—a full 100 pct— 
has been registered in the paint 
department because it can now be 
seen by street traffic from many 
angles. 

Established in 1865 the business 
was acquired in 1949 by Joe 
Garber, who started his moderniza- 
tion and expansion program the 
following year. Last year he com- 
pleted a 15-month expansion and 
modernization program, without 
closing the business for a single 
day. Expansion changed the store 
from a 20 by 30 ft. unit to one 
which now measures 50 by 50 ft. 
and includes a corner location with 
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Well stocked paint department as viewed through one of the visual 
front windows. Open display units encourage self service. 
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FOR EVERY NEED & 


Campbell offers you a complete line to supply 
your customers’ every need. Campbell 
manufactures chain for practically every purpose. 
Each type of chain is engineered and designed 


’ For maximum efficiency and life on the job. 


Campbell Chain is nationally advertised— 
nationally recognized for its superior quality. 
Campbell gives you complete merchandising 


to help you get more chain business. 


There ts no weak link tn the Campbell line 


CAMPBELL CHAIN Znseuy 


MAIN OFFICE—YORK, PA. + Factories— York, Pa. and West Burlington, lowa 





Chain for every need—INDUSTRIAL, MARINE, FARM, AUTOMOTIVE 
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USE THIS 
AUTOMATIC 
SALESMAN... 


iv 
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__ SALES-PROVEN 
PROFIT-MAKER 


in the Desmond - Simplex 


UTILITY VISE 
FREE DISPLAY DEAL 


Sales-proven—attracts attention and stimu- 
lates sales for hardware retailers. Large 
two-color background, set of pennants, and 
permanent display stand to hold five vises 
come FREE with initial order. In addition, 
Desmond offers useful Vise Application 
Folders ... Free... 
for these vises in Homes, Shops and on 
Farms. Only Desmond-Simplex Utility 
Vises have a complete range of sizes, all 


Suggest many uses 


with enclosed screws and steel slides. For 
full details, ask your hardware wholesaler 
or mail the convenient coupon: 

The Desmond-Stephan Mfg. Co. 
Urbana, Ohio 


Yes: Send me Bulletin No. V-10 and 
full details on your salesproven Des- 
mond-Simplex Utility Vise promotion- 
al deal. 














A rental floor sander occupies prominent display space in the 
section devoted to brooms, brushes and household cleaning needs. 


visual front windows on _ two 
streets. 

“Because paint is one of our lead- 
ing lines we gave it location next 
to our best visual front window and 
set up permanent step-up units for 
it,” says Mr. Garber. 

Located in a heavily traveled 
area on the corner of Fourth and 
Madison Sts. the store was com- 
pletely departmentalized as the re- 
sult of the expansion program. 

Because the store’s moderniza- 


tion program was spread over a 15- 
month period no grand opening 
date was announced. Actually the 
store was open for business during 
the entire period. During that time 
its program of radio spot an- 
nouncements and its use of hand 
distributed circular matter were 
continued as usual. Use of this pro- 
motional material and the gradual 
and complete changeover of the 
store were big factors in its good 
business increase. 


Compact Display Spotlights Small Motors 


With this three-shelf, ™™% 
rounded edge, display | 3 
the Neis Ace Store in 
W. Allis, Wis., shows a 
wide variety of frac- 
tional h.p. motors in 
space 3 by 2 ft. Sup- 
ports for the stand are 
made of pipe and the 
1 in. thick shelves are 
painted light gray with 
red trim. Until this 
stand was made for 
the motors they were 
displayed on a long 
island unit. The present 
method, reports Carl 
Nahrath, store man- 
ager, makes these mo- 

tors faster sellers. 








r Yn ieee | 
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The None Better Tool Stage com- 
plete with 3 Sets...No. 600 — 
%” Drive; No. 0611 —%” Drive; 
No. 6023 — 4” Drive. 


These NONE BETTER sales aids call for 
top billing with you. Put them to work and 
you'll appreciate the dramatic sales tempo 
they develop. Each of the Tool Boards is a 
star performer and now, for your counter, 
there’s the new NONE BETTER 3-in-1 
Tool Set Display that forms a big feature 
presentation. 

Stage your Tools . . . show them off right 
out in front and they’ll tap out real music 
on your cash register. 


INDIVIDUAL 
TOOL BOARDS 



























This modern showmanship costs you noth- 
ing . . . you only lose if you don’t use it. 
The Boards are FREE of extra cost... you 
only pay for the Tools. The 3-in-1 Set 
Display is FREE of extra cost also! .. . 
you only pay for the Sets. 

Now’s the time to start a long and suc- 
cessful engagement in YOUR store with 
NONE BETTER TOOLS. Ask for the 
details. 


THE NEW BRITAIN MACHINE CO. 


New Britain, Conn. 






















Study Steel and Aluminum - Situations 





Problems of steadily increasing demand offset en- 
larged production in steel, aluminum and copper, 
sheet metal distributors are told at Spring meet- 
ing. Protest high taxes and increasing bureaucracy 





Some of the officers of the National Association of Sheet Metal Dis- 


tributors, left to right, Thomas A. Fernley, Jr., executive secretary; Lee 

J. Haines, E. E. Souther Iron Co., St. Louis, vice president; Alexander 

Thomson, Tanner & Co., Indianapolis, president, and Robert C. Fernley, 

secretary. Not in the picture were: William H. Bowe, Herrick Co., 

Boston, and Roger K. Becker, Ohio Valley Hardware & Roofing Co., 
Evansville, Ind., vice presidents, 


The steel, copper and aluminum 
outlook and merchandising prob- 
lems and sales training were 
among the major topics at the 
42nd spring meeting of the Na- 
tional Association of Sheet Metal 
Distributors. Held at the William 
Penn Hotel in Pittsburgh the 
meeting, May 8 and 9, was at- 
tended by more than 125 members 
and guests. All sessions were pre- 
sided over by Alexander Thomson, 
Tanner & Co., Indianapolis, Ind., 
association president. 

Strong opposition to the in- 
creasing bureaucracy in this coun- 
try was expressed by Thomas A. 
Fernley, Jr., executive secretary 
of the association, who pointed 
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out in his report, that no one ob- 
jects to “fair and sound Govern- 
ment regulation when this coun- 
try faces a crisis.” 

He said, “In World War II we 
knew we were in an all-out war and 
the direction in which we were 
going was definite. Today, we are 
blowing hot and cold alternately, 
we have wage unstabilization, we 
have price ceilings which should 
be defined as prices above those 
at which most sales are made— 
with the exception of the squeeze 
on some industries such as steel. 
And then on top of all that, we 
have our old friend renegotiation 
which is an unsystematic method 
of reducing the excess profits 


taxes through an arbitrary de- 
cision on the part of a_ board 
which has to date seen fit to issue 
39 pages in fine print in the Fed- 
eral Register which do not give 
you any basis for preparing for 
this ordeal.” 

Mr. Fernley reviewed associa- 
tion activities and reports. The 
Overhead Expense Report showed 
“sales for 1951 were up 7 pct and 
a dollar comparison of sales for 
the year with 1940 showed that 
volume is 224 pct ahead of 11 
years ago.” 


Increase in Tonnage 


Speaking on the steel situation 
with particular emphasis on gal- 
vanized sheets Howard Williams, 
Continental Steel Corp., Kokomo, 
Ind., pointed to the great increase 
in tonnage, although the increase 
has not been as high percentage- 
wise, as other sheet products. Rea- 
sons for this disparity are the 
shortage of zinc and the problem 
of obtaining reasonable profit. Al- 
though galvanized sheets in 1940 
accounted for 13 pct of total pro- 
duction that for 1951 would have 
amounted on the same basis to 
3,098,326 tons, instead of less than 
2,000,000 tons. 

Freight costs, Mr. Williams 
pointed out, have caused with- 
drawal by some producers from 
certain territories. “Beyond some 
temporary maladjustments, we 
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SEVEN FEATURES Y 


that help make the 
UF KIN “RED END” 






a turnover item 










Most durable 
enamel finish, 
protected by tough 
transparent 

plastic 








LOCK JOINT 
SLOT 













BUILT-IN 


LOCK JOINT 
SLOT SPRING 








Graduations both 
edges of both sides 
with large, plain 
figures 













LUFKIN EXCLUSIVE — patented lock 
joints! In addition to large socket joints, 
each joint has two iugs on one spring 
plate that snap securely into two 
horizontal slots on the other spring 
plate and hold rule firm and rigid. 
No other rule has this double 
protection against end play. 















.) Patented lock joints 
reduce end play, 
maintain accuracy 













Sections of finest 
hardwood .. . straight 
grain, tough, 

durable 











Brass strike Wide range of mark- 
plates prevent ings: regular, flat 
wear reading, two-way, 
vertical, engineers, 
extension, plumbers, 
brickmasons, metric 












rass joints, 


— su {UF KIN 


TAPES + RULES + PRECISION TOOLS 







“RED END” —THE WORLD’S MOST POPULAR RULES 





The Lufkin Rule Co., Saginaw, Michigan - 132-138 Lafayette St., New York City * Barrie, Ontario 
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i LIKE 


KLEAN-STRIP 


and so do our customers! 


says the owner of 
Corkum Hardware Stores 


# L. E. Corkum, who operates hard- 
ware stores in Newtonville and Welles- 
ley, Massachusetts, says: “I have been 
selling Klean-Strip since it was first 
distributed in this area and have 
found it the ideal paint remover for 
both the home owner and the con- 
tractor. Customers ask for it again 
and again because of its three big 
advantages: (1) Non-inflammable and 
safe to use anywhere, (2) Wax-free 
. requires no afterwash, (3) Fast- 
acting .. . a real labor-saver.” 


Try It Yourself—You, too, can “cash 
in” on the demand for Klean-Strip 
Remover—as advertised in The Satur- 
day Evening Post, Popular Science 
and Popular Mechanics. Just order a 
“Try-It-Yourself” Pack from your job- 
ber today and let your customers sell 
themselves. This pack comes complete 
with painted test panels, brush and 
12 pints of Klean-Strip. (Dealer Cost: 
$6.36; resells for $10.20.) 


For literature and free sample, write 
THE KLEAN-STRIP CO., Inc. 
2342 S. Lauderdale, Memphis 6, Tenn. 


KLEAN-STRIP 


“Peels off Paint’’ 
Heavy-Bodied Klean-Strip also available 
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should experience a continuing 
high rate of business activity,” 
he declared. “It is true that sup- 
ply will be more neariy in line 
with demand, perhaps in excess 
in some cases even now. But ac- 
tivity generally looks widespread 
to the middle of 1953. We should 
keep our houses in order, ready 
with good financial structure, 
aggressive sales effort on present 
and new products to pursue those 
good public relations which we all 
have been attempting to establish 
during the pinch to take full ad- 
vantage of the opportunities of- 
fered to really sell steel and steel 
products.” 


Education Is Needed 


Vincent W. Lanfear, dean, 
School of Business Administra- 
tion, University of Pittsburgh, 
speaking on human relations in 
business, held that without free 
enterprise you cannot have free 
democracy. There is, he said, need 
for education in management in 
schools and on the job toward bet- 
ter production at lower cost. 

“The privilege of operating 
business for profit is one of our 
greatest assets,” declared A. W. 
Robertson, chairman, Finance 
Committee, Westinghouse Electric 
Corp., Pittsburgh, “Business for 
profit has produced everything we 
have and which we own.” From 
an economic standpoint only those 
things succeed which satisfy the 
needs of the public. 

Out of profits must come the 
cost of new equipment, he de- 
clared, and if business is not per- 
mitted to make profit it cannot 
expand and re-equip itself. His 
own company, he said, has an in- 
vestment of about $7,300 in tools 
for every employee in the com- 
pany. 


Advise Your Customers 


“Merchandising Built-up Roofing” 
was the topic of Carl H. Bickell, 
supervisor, Built-up Roofing, Bar- 
rett Division, Allied Chemical & 
Dye Corp., New York City. It is 
a distributor’s responsibility to 
advise customers as to the wear- 
ability and maintenance of ma- 
terials. The contractor must know 
with what he is working and the 
advantages and disadvantages of 
different products, he said. 

Of the “Outlook for Aluminum,” 
Jack Quinn, architectural divi- 
sion, Reynolds Metals Co., Louis- 


ville, Ky., stated, “The aluminum 
industry is new in its bigness, 
with this country’s primary output 
jumping from 327 million pounds 
in 1939, just before the war, to 
819 million pounds in 1946, the 
first post-war year. Since 1946 
production has already more than 
doubled and will almost double 
again by 1953 when the rate of 
output will be over 3 _ billion 
pounds a year. As a result of the 
capacity expansions now going on, 
the total aluminum supply avail- 
able to American industry includ- 
ing scrap and the present rate of 
imports, will exceed 4 billion 
pounds a year. 

“Whereas steel production has 
just about doubled since 1939, 
aluminum production is now more 
than five times as great as it was 
then . . . We have opportunities 
to develop markets, not a guar- 
antee of markets. That means 
there is a tremendous selling job 
ahead for distributors such as 
yourselves and for fabricators 
and producers.” 


Copper Demand Increased 


Speaking on the copper situa- 
tion, E. B. Tracy, general sales 
manager, American Brass Co., 
Waterbury, Conn., briefly outlined 
regulations restricting the use of 
copper and pointed out that one 
third of all the primary copper 
used in this country comes from 
other countries. Despite an in- 
crease of about 25 pct in produc- 
tion of primary copper in the U. S. 
and about the same in our imports 
of it, military uses require an in- 
creasing amount. He forecast an 
improvement in the production 
and distribution of copper this 
year and said that a 20 pct in- 
crease over present production 
was hoped for in 1954. 

In an address, “Looking Ahead 
in the Steel Industry,” E. L. Shaner, 
editor-in-chief, Steel, Cleveland, 
Ohio, warned that we not be too 
complacent about the iron curtain 
countries’ lack of metals. One of 
our big problems in increasing 
steel production is the finding of 
sufficient supplies of high grade 
ore. 

We will, however; he said, have 
a 117 to 118 million ton steel 
capacity by the end of 1952. Popu- 
lation increases have greatly ex- 
panded all uses and needs for 
steel and the growth of family 
incomes has further increased 
such demand. In 1941 there were 
5,700,000 families with incomes of 
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Water held the highspot through- 
out the hearings. Seepage in cel- 
lars and through foundation walls; 














WET CELLARS START YOU SELLING 
MORE KAY-TITE 


These headlines are samples of the type of headlines 
that can mean more Kay-Tite sales for you because: 


WET CELLARS ARE BUILDERS’ AND 
HOME OWNERS’ PUBLIC ENEMY NUMBER ONE! 


KAY-TITE, when applied properly, is approved by 
the Veterans Administration and the Federal Housing 
Administration in the North Jersey Area. Kay-Tite is 
used by leading building contractors in Northern New 
Jersey to solve their water seepage problems. One 
U. S. military department tested Kay-Tite against 
seven competitors—and then wrote Kay-Tite into their 
specifications! 
We know Kay-Tite is the best— 
but we let users prove it! 


AT YOUR JOBBERS or WRITE FOR PRICES 
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Here’s a modern “selling” 

carton in eye-pleasing dark 
green and cream. 

The cellophane window makes § . 

inspection easy . . . the \ 

joining cord suggests q 

inside the carton is the world’s fj 

| finest sash cord—Puritaa! 





Takes severe strain. . . 
is free from all 
foreign material . . . 
noted for toughness 
and non-kinking 
advantages! 
Stock it now! Write or 
wire for 
complete details. 
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OTHER PURITAN PRODUCTS INCLUDE 
Kendale, Southgate and Magnolia Sash Cord; 
Puritan Maid, Planet and Eclipse Clothes Line. 


PURITAN CORDAGE MILLS, INC. (meces, 


LOUISVILLE 6, KENTUCKY 
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$3,000, before taxes, as compared 
with 21 million such families at 
present. 

The issue in steel is whether we 
are to continue to have govern- 
ment by the people, for the people 
and of the people or a government 
of emergency. 


Government Takes Control 


At the banquet, Thursday night, 
A. W. Kimball, executive vice 
president, National Small Busi- 
ness Men’s Association, Inc., 
Evanston, IIl., said that the Amer- 
ican people got freedom by fight- 
ing for it and thereby transferred 
power from the government to the 
people. A second revolution has 
occurred in this country whereby 
power has been transferred from 
the people back to the government. 

Our government, he reminded 
the convention, has been in the 
red for 15 of the past 19 years. 
He urged that each person write 
his Congressman and _ Senators 
protesting against present high 
taxation, spending and govern- 
ment interference with business. 

Cooperation, coordination and 
service must be provided by those 
selling wares and services E. K. 
Thompson, secretary, Thompson 
& Co., Oakmont, Pa., said in a talk 
on “Corrosion and Conservation.” 
Tell those to whom you sell just 
what they must do to conserve 
what they buy from you. 

Norman McCready, McCready 
Pension Engineers, Inc., Indian- 
apolis, outlined a number of re- 
tirement and pension plans. He 
urged the need for including 
social security in your formula 
when presenting it to your em- 
ployees. The big thing is auto- 
matic retirement at 65 even though 
a person may be reemployed in 
some other capacity, he said. 


Help Customers Sell 


John Robertson, Robertson 
Heating & Supply Co., Alliance, 
Ohio, summarized the direct mail 
program used by his concern. He 
urged use of envelope stuffers 
with imprints and suggested they 
be made available to the distrib- 
utor’s customers. He also sug- 
gested that salesmen hand litera- 
ture, on each call, to the buyer in- 
stead of just leaving it in a bin or 
somewhere in an office. Use your 
direct mail program to help your 
dealer and where possible handle 
mailings to his customers for him. 
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FAMOUS 
NAME 
IN AMERICAN 
HOUSEWARES 








Extra strength and rigidity 
means extra sales for Rid- 
Jid deluxe step ladders! 
Each step reinforced with 
Clark patented rod con- 
struction. Top and steps 
corrugated. A full line of 
ladders for every purpose. 
Superior quality and un- 
equaled eye appeal 






























EXTRA FEATURES galore make the Rid-Jid 
Adjustable all-steel ironing table the indus- 
try’s best seller! Adjusts to any height— 
fully ventilated, open-mesh top, non-slip 
plastic feet. Nationally advertised to lift 
your sales to a new high! 








The Rid-Jid High Boy 
Space Saver Clothes 
Rack Extra drying 
space—stores in one- 
fifth of the warehouse 
area because it comes 
K.D.—smaller sizes 
available. 






An"Extra” that’s easy to sell—the Rid-Jid 
Air-Flow Pad and Cover set! Tailored 
specially to fit Rid-Jid metal ironing tables. 
Also available in standard types designed 
for Rid-Jid wood top and other full size 
ironing tables. 






















SPRING PARK, MINNESOTA 















RidJid mixed car shipments help keep inventory balance ... WAVE You Money 
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GOLD SEAL TAPE 


Users know they can depend on 
Gold Seal to produce better taped 
joints. Yes, and more joints per 
roll. Gold Seal Tape goes further 
because there’s less waste. Features 
like these mean satisfied customers, 
and satisfied customers mean re- 
peat business . . . more sales and 
profits for you. Packaged in single 
rolls and 10-roll containers. Jenkins 
Bros. (Rubber Div.), 100 Park 
Ave., New York 17, N. Y. 























FRICTION and RUBBER TAPES 
MADE BY JENKINS BROS. 
MAKERS OF FAMOUS JENKINS VALVES | 
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Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 





National Events 


American Gas Association annual con- 
vention and exhibit by the Gas Ap- 
pliance Manufacturers Assn., Oct. 
27-30, at Atlantic City, N. J. Ameri- 
can Gas Association, 420 Lexington 
Ave., New York City 17. 

American Hardware Manufacturers 
Association, joint convention with 
the National Wholesale Hardware 
Association, Oct. 12-16, at Atlantic 
City, N. J. Hotel headquarters, 
Marlborough-Blenheim Hotel, Con- 
ference Booth Plan at Convention 
Hall. Arthur L. Faubel is secre- 
tary-treasurer of the manufactur- 
ers’ association with headquarters 


at 342 Madison Ave., New York 
City 17. 
Builders’ Hardware Show and Con- 


vention, Sept. 28-30, Oct. 1, at the 
Palmer House, Chicago. Sponsored 
by the National Contract Hardware 
Association and the American So- 
ciety of Architectural Consultants. 
John R. Schoemer, managing direc- 
tor, 420 Madison Ave., New York 
City. 

Housewares and Home Appliance 
Manufacturers’ Exhibit, July 7-11, 
at Atlantic City, N. J., Auditorium. 
Sponsored by National Housewares 
Manufacturers’ Assn., 1140 Mer- 
chandise Mart, Chicago 54. A. W. 
Buddenberg, secretary. 

National Hardware Show, Oct. 6-10, 
at Grand Central Palace, New York 
City. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave., 
New York City, Frank M. Yeager, 
managing director. 

National Retail Hardware Association 
Congress, July 14-17, at Statler 
Hotel, Washington, D. C. Rivers 
Peterson, 333 No. Pennsylvania St., 
Indianapolis 4, managing director. 

National Sporting Goods Show and 
Convention, Jan. 25-28, 1958, at the 
Hotel New Yorker, New York City. 
Sponsored by the National Sporting 
Goods Association, 1 No. LaSalle 
St., Chicago 2. G. Marvin Shutt, 
secretary. 

National Wholesale Hardware Asso- 
ciation, joint convention with the 


American Hardware Manufactur- 
ers Association, Oct. 12-16, at At- 
lantic City, N. J. Hotel headquar- 
ters, Marlborough-Blenheim Hotel, 
Conference Booth Plan at Conven- 
tion Hall. Thomas A. Fernley, Jr., 
is executive secretary of the whole- 
sale association with headquarters 
at 1900 Arch St., Philadelphia, Pa. 

Paint and Wallpaper exhibit and con- 
vention, Nov. 12-15, at Chicago. 
Sponsored by the Retail Paint and 
Wallpaper Distributors of America, 
Inc., 4903 Delmar Blvd., St. Louis 
8, Mo. 


Regional Events 


Ace Stores Junior Convention, Toy, 
Gift, and Sporting Goods Show, 
June 8-10, at Ace Hardware Corp. 
warehouse, 2355 S. Blue Island Ave., 
Chicago 8. Ace Stores annual con- 
vention and exhibit, Feb. 2-4, 1953, 
at the Conrad Hilton Hotel, Chicago. 
E. G. Lindquist, 2355 S. Blue Island 
Ave., Chicago 8, secretary. 

Cotter & Co. Fall Dealer Show, Aug. 
11-12. Spring show and annual 
stockholders meeting, Feb. 2-3, 
1953. Both to be held at company 
headquarters, 365 E. Illinois St., 
Chicago 11. 

Pritzlaff Merchandise Fair, Aug. 18- 
20 at the Sports Arena, Milwaukee, 
Wis. Sponsored by the John Pritz- 
laff Hardware Co., Milwaukee. 

Texas Wholesale Hardware Associa- 
tion convention, June 19-21, at the 
Plaza Hotel, San Antonio. Secre- 
tary, Nat Johnson, P. O. Box 386, 
La Feria, Tex. 


State Events 


Carolinas Hardware Association of, 
convention and exhibit, June 10-11, 
at Charlotte, N. C. Mrs. Sally 
Couch Masten, 118% East 4th St., 
Charlotte, secretary. 

Mississippi Retail Hardware Associa- 
tion convention, June 15-17, at 
Buena Vista Hotel, Biloxi. David O. 
Mansfield, P. O. Box 1696, Jackson, 
secretary. 
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Recently Retailing Daily featured a full-page listing of 
best sellers for 1952, reported by forty stores from all 
over the country. Five of those stores named Revere Ware 
as their best seller in housewares. No other manufac- 
turers’ products rated first with as many stores. The stores 
that said Revere Ware sold best were located in Erie, Pa.; 
St. Louis. Mo.; St. Paul, Minn.; Memphis, Tenn.; and 
Buffalo, N. Y. More proof that everywhere Revere Ware 
makes money for the retailer no matter in what size town 
the store is located. 


The stores that found Revere Ware the “best seller” 
featured it, advertised it, recommended it. Time after time, 
it has been proved that a store makes the most money per 


square foot of display space when it properly features 
Revere Ware. So we say: DISPLAY —-ADVERTISE—SELL 


REVERE WARE for more profits, easy profits, quick profits. 


Rome Manufacturing Company Division 
SEE REVERE'S “MEET THE PRESS” ON NBC TELEVISION EVERY SUNDAY 
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WHAT'S NEW 








Latest Information on New Hardware Merchandise 


(Continued from page 13) 


clude brushes, steel wool and lambs’ 
wool polishing pads. Clarke Sand- 
ing Machine Co., 30 Clay St., 
Muskegon, Mich. 


Insect Killer 

Roach-Prufe, a new insecticide 
which contains formula RP 200, is 
a stainless, odorless solution and 
is effective for months as an in- 
visible killing agent for roaches, 
ants, silverfish and waterbugs. A 
specially designed dual-purpose ap- 





plicator brush with plastic bristles 
is conveniently stored in a built-in 
compartment of the package. The 
end of the brush handle can be 
used as a cleaning or scraping 
edge. Packaged in pint bottles 
and cartoned in self-display units. 
Sales aids available. d-Con Co., 
Inc., 112 E. Walton St., Chicago 
11, Ill. 


Housewife's Saw 


Designed to cut frozen food to 
the portions required, or for cutting 
tough vegetables, roasts, and other 
foods, here is the Sandvik No. 300 
“C” saw. The entire saw is rust 
and corrosion-proof, light in weight 
and has a 12 in. blade with a 6 in. 
clearance between the tooth edge 
and the top of the frame. It can also 
be used for cutting small stakes for 
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flowers, tree pruning work, and the 
deep hardened Swedish steel blade 
cuts material such as plastic, ma- 
sonite and soft metals. With each 
carton of 12 saws there is a three- 
color display upon which one saw 





is mounted. Sandvik Saw & Tool 
Corp., 47 Warren St., New York 7, 
a 





Food Containers 


These new Wear-Ever Jack- 
Frosters food containers, designed 
for safe storing of food in refrig- 
erators and home freezers, are 
available in pint and quart sizes. 
They are made of cold rolled sheet 
aluminum with a stain-resisting 
finish, and have tapered sides for 
easy storing. Snap-on covers help 
retain natural food moisture. Food 
can be thawed and heated in the 
containers. Retail price of four 
pint containers is about $1.75, and 





price of three quart containers is 
about $1.95. Aluminum Cooking 
Utensil Co., New Kensington, Pa. 





Copper Cleaner 


Here is a new cream copper 
cleaner, called Cop-R-Nu, with 
lanolin added for comfort in using. 





It is applied with a damp cloth or 
sponge by wiping it over the sur- 
face to be cleaned, and rinsed off. 
Retail price is $1.00 for a 14 oz. 





jar. There are 24 jars packed to 
a carton. Cop-R-Nu, Inc., 117 W. 
Grand Ave., Chicago 10, Ill. 


Utility Pad 

After being out of production 
for over a year, the Nu-Top stain- 
less steel utility pad is again avail- 
able. The pad is constructed in one 
piece with heavy air-cell insulation 





in 17x19 and 14x17 in. sizes. Rigid 
Nu-Round corners eliminate inserts 
and rough edges to prevent mar- 
ring or scratching of surfaces. 
Metaloid Co., 5815 Kinsman Rd., 
Cleveland 4, Ohio. 


FM-AM Table Radio 


Model 9166-A, FM-AM_ table 
radio, has an Electric Drift Sup- 
pressor, which compensates for sta- 
tion drift on the FM band, and an 
RF stage, which shuts out noise 
and makes possible long distance 
FM reception. The radio, 9 in. 
high, 14 in. wide and 8%% in. deep, 
has an improved sound system 
with a heavy-duty 6 in. PM 
speaker and inverse feedback cir- 
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PLYMOUTH 


SHIP BRAND 








.that’s what the 


ISPLAYING any of the three Plymouth rope mer- 
chandisers is like adding a special rope salesman 
to your staff . . . one that says quietly but effectively, 
“Here’s that rope you need, come and get it!” 


These displays sell rope by the package, off the 
spool, or from the coil. They have accounted for in- 
creases of as much as 40% in rope sales. They have sold 
rope where rope was never sold before. One or more 
of these Plymouth merchandisers makes your store 
“headquarters for rope” in your neighborhood. 





Set up one of these rope pushers and 
keep a check on sales—you'll be 
pleasantly surprised. 


In addition to its three merchandisers, Plymouth offers 
carton-packed coil rope for use with the SalesMoker. 
Available in half and full coils up to Ye" diameter, and in 
half coils only in %e" and Y2" diameters. 


PLYMOUTH CORDAGE COMPANY 


Plymouth, Massachusetts 
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The SalesRak sells 
rope off the spool 


Complete with display and dis- 
pensing rack as showm Contains 
16 spools (6 x %", 6 x %", 4 x 
Yo"). The Ya" and ¥%" sizes are con- 
nected in units of 3 x 100! spools. 
The 2" size is connected in units 
of 2 x 100! spools. Rack holds 3 x 
Y%",3 x ¥%", and 2 x Ya" spools at 
one time. See your jobber for 
prices. 





The HandyPak sells rope 
by the package 


Contains initial stock of 13 attrac- 
tively packaged individual coils in 
50' and 100' lengths. Replacement 
coils available. Prices from your 


The SalesMaker sells 
rope from the coil 


Displays, measures and cuts 
rope in any six sizes up to 
1" in diameter. Designed for 
retailers whose volume justi- 
fies inventory in full or half 
coils. Rope may be fed from 
basement, overhead, shelves, 
or floor. Nearly 4,000 re- 
tailers testify to increased 
rope sales of 25% to 100% 
with this unit. Cost: $17.50 
net. (Counter model: $12.50 
net.) 




















































WHAT’S NEW 








cuit with bass boost. It has a 
plug-in socket for record player, 
built-in FM-AM aerial and seven 
tubes plus one rectifier. The gray 
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cabinet is of modern design with 
tuning indicator and controls in 
maroon plastic. Retails for $69.95. 
Stewart-Warner Corp., 1826 Diver- 
sey Pkwy., Chicago 14, II. 





Shadow Box and Shelf Kit 


Quick and simple construction is 
a feature of this new shadow box 
and companion what-not shelf kit. 





Complete kits for each sell for $2 
apiece, or both for $3.50. R. C. 
Smith Co., 3304 W. 56th St., Minne- 
apolis, Minn. 





Wood Link Mat 


Made of hardwood held together 
by galvanized steel wire is the new 
Banner Wood Link Mat, for use on 
damp, oily, cold or hard floors. It 
helps keep feet dry and comfort- 
able, as well as preventing slips. 
Mats are made in any size to order, 
with ramp or square ends, and they 
are easily rolled for cleaning and 
handling. Banner Products Co., 235 
W. Court St., Cincinnati 2, Ohio. 
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Canned Waterproofer 


Convertible auto tops, lawn fur- 
niture, luggage, clothing and many 
other items can be made water re- 
pellent by spraying with Pronto 
Waterproofer, shown here. The 
liquid is harmless, and odorless 
when dry. It penetrates fibers, 
keeping moisture out, and is not 
sticky, greasy or gummy. It is 
easy to apply from spray can and 
dries quickly. Also in a spray can 
are Insect Killer, effective on flies, 
bed bugs, moths, mosquitoes, and 
other insects; Mothproofer, protec- 





tion against moth worms and eggs; 
Ignition and Glass Sealer, which 
prevents shorts and leaks and pro- 
tects motor against rust, corrosion, 
and stops leaking windshields. 
Aerosol Products Corp., 371 E. 
116th St., Chicago 28, Ill. 





Ironing Cord Holder 


This new ironing cord holder, 
called Out-O-Way, can remain on 
the ironing board even when the 





board is folded and put away. To 
put it in use, it is raised to a ver- 


tival position, where it locks auto- 
matically. Plastic spring grip holds 
the iron cord to prevent it from 
sliding and wearing, and there is a 
heavy duty extension cord with 
three-way receptacle permanently 
attached to the holder, allowing the 
ironing board to be used at some 
distance from an electrical outlet. 
Retail price is $2.49. Davis Mfg. 
Co., Plano, Il. 





All Purpose Holder 


Here is the new E & J all-pur- 
pose, nickel plated holder, designed 
to hold almost anything with a 





handle in the home, office, shop or 
store. The holders are packaged 12 
for $1.00 with screws, or three for 
25¢. E & J Enterprises, 37 Grove 
Ave., Verona 10, N. J. 


Bottle Seal Cap 


Beverage bottles can be easily 
resealed with this new clear plastic 
cap, called Seal-Cap. It fits firmly 





over the top of the open bottle for 
complete resealing, and is easily 
put on and taken off. Three Seal- 
Caps are packaged on an attractive 
display card, to retail at 15¢. Seal- 
Cap, 3788 E. Antisdale Rd., Cleve- 
land Heights 18, Ohio. 





New Cleaner 


Stainless steel and copper uten- 
sils ana appliances can now be eas- 
ily cleaned with new Sta-Nu, which 
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Whenever, wherever you display products used in clean-up jobs 
around the home, be sure to include galvanized ware from the J&L 
line. It’s good business to stock and display J&L Galvanized Ware 
because people want it. . . they buy it in preference to less well- 
known brands... you obtain good turnover. 


J&L Ware is priced to cover the big volume market and yield a 
healthy profit. It is distributed through 
Hardware Jobbers. See your jobber for 


prices and delivery schedules. 


JONES & LAUGHLIN STEEL 
CORPORATION 


CONTAINER DIVISION 
NEW Yor kK 17, NEW YORK 
galvanized ware plants; TOLEDO, OHIO and ATLANTA, GEORGIA 
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Me Dealer! 


HERE'S WHAT YOUR CUSTOMERS 
ARE SAYING ABOUT AMERICA’S 


y,, 9103- 20 St 
nas \siand, 


Fo Win "gin ’ Spr 
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rs th 
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sii J. Chi lint fon 
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nt 

e most efficie 
- ker | have ever 
The lore 


H. A. Lasswell 


at vette Ave., 
3320 M aa 5, Texas 





Fully Guaranteed GP 


F aeesine RETAIL 
11.95 


Are you taking full advan- 
tage of the profits and good 
will that go with America’s 
No. 1 oscillating sprinkler? 


Melnor's 


SWINGIN’ SPRAY 


*Ranks FIRST in nation for brand 
acceptance among ‘‘all oscillating 
sprinklers’ according to the latest 
annual Store and Market Study 
conducted by Hardware Retailer. 














cleans chemically and will not harm 
even the highest luster surface. It 
can also be used on metal and glass 
combinations, chrome, nickel, brass, 
tile, porcelain, enamelware, etc. 
Packaged in a 12-0z. container and 





retailing at a suggested 35¢. Sta- 
Nu Products Co., 700 S. Flower St., 
Burbank, Calif. 





100-Watt Lamp Bulb 


A new 100-watt G-E lamp bulb 
has been introduced, featuring a 
bowl shaped to direct about two- 
thirds of the light upward to the 
ceiling for an indirect lighting ef- 
fect. The lower portion of the 
bowl is covered with a soft-toned, 
permanent enamel finish that filters 
the rest of the light directed down- 
ward. Designated the 100-GA, the 
new bulb lists for 60¢. General 
Electric Corp., Nela Park, Cleve- 
land 12, Ohio. 





Rifle Carrying Strap 

This new Williams Guide Carry- 
ing Strap has been designed to per- 
mit the hunter to carry his rifle 
comfortably and safely and to in- 


. 


stantly position the rifle for use. 
It carries the rifle with the barrel 
pointed down so that rain, snow, 
etc., cannot enter the piece. The 


strap is light, and rust-resistant, 
flat buttons permit simple adjust- 
ment to individual requirements. 
There are three models: Mexican 
hand carved model, shown here, 
lists at $6.75; the Basket Weave 
model lists at $3.75, and the regu- 
lar model lists at $2.75. Williams 
Gun Sight Co., Davison, Mich. 


Push Button Display Deal 


The newest Trine electric push 
button in a size to fit the narrow- 
est and widest door jam moldings 
is introduced on a compact 814x12 
in. display, which shows the pol- 
ished brass, sprayed brass, chro- 
mium plated and old iron finishes 
available. Body and parts are brass, 
and the button is plastic. Special 
package deal No. 24, offered at 
dealer cost of about $6.00, includes 
the display with mounted samples, 





an introductory working stock of 
20 push buttons in assorted finishes, 
and consumer price card and dealer 
cost sheet. Trine Mfg. Corp., 1430 
Ferris Pl.,.New York 61, N. Y. 


Gas Heaters 


A new “340-Series” has been in- 
troduced into the Warm Morning 
Vented Gas Heater line, which con- 
sists of two models that are identi- 
cal except for control equipment. 
They are compact, attractive and 
feature a recessed radiant front of 
heavy molded glass panels and a 
reversible flue pipe collar. Model 
340-U has a Robertshaw “Unitrol” 
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SCREENING DISPLAY 


Your store is not complete without the Firestone VELON Screening rack. 


This compact eye-catcher turns shoppers into Customers. Sells for you even 
while you’re busy elsewhere. Assures your share of profits on the many 
thousands of feet of VELON screening being sold in your locality. 


DOES SO MUCH—IN SO LITTLE SPACE 
The VELON Display stands 5534” high, 4514,” wide, 14” deep. It stores 
the six most wanted screening widths: 24”, 26”, 28”, 30”, 32” and 36”. Ends 
bending and searching for the right product, the right width. You trim 
the required length right off the rack. 


Order six rolls now and get this space and time saver for only $9.95 


—less than half our cost. We prepay shipment from Chicago. 


QUICK FACTS ABOUT 


© Permanent. Stays up year ‘round. * No upkeep. Never needs painting. 
© Withstands the worst weather. © Can't rust or bleed—won't stain the house. 


VELON Screening is available in other widths besides those carried on 
the Display. Comes in forest green, bronze brown and aluminum gray. 







mo store is 


COMPLETE 


without this 
POWERFUL | 
PROFIT MAKER | 





































Firestone 


Velo SCREENING «<= 


* WONT Rusy 
“WONT stoi 
*WOnT waeny ff 
"WONT aurce y 4 























” Guaranteed by % 
_ Housekeeping 











*TRADE MARK 


Remember, VELON is an all-year proposition. If 
you aren't carrying it now, you're missing big profits. 
Hustle to your phone and call your Jobber right now. 
If he doesn’t handle VELON, write or wire us direct 
without delay. 





Plastic Woven Products 





WEAVERS OF Firestone Gn SCREENING 


51 CAMDEN STREET 
PATERSON 3, N. J. 
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BRING THE WHOLE FAMILY 
INTO YOUR STORE—with 


SouTH BEND Croquet! 


Catch the eyes of youngsters and 
gtown-ups alike by displaying this 
popular family game— it will mean 


more sales of all outdoor items! 


Af “a4, Wow 
iy 2, 
(| abatement. 
—— 





Ais, 


F mown 





12 different models NO. 836 


to meet every family need. 


SALES REPRESENTATIVES 
East—Julius Levenson, 7 East 17th St., N.Y. 
South—Louis Williams & Co., 3rd National 

Bank Bldg., Nashville, Tenn. 
Midwest—South Bend Toy Mfg.,So. Bend, Ind. 
Calif. & S. W.— Anderson Sales Company, 

730 W. 10th Place, Los Angeles 15, Calif. 
Denver & Pac. N. W.-—Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 
Export — Affiliated Exporters, Inc., 10 East 
34th Street, New York City 


SOUTH BEND TOY MFG. CO. 


WHAT'S NEW 








and the lower priced companion 
Model 340-B has a Baso 100 pct. 
safety pilot and a manual shut-off 
valve. The AGA-approved input 





rating for both models is 40,000 
BTU for all types of gases. Locke 
Stove Co., 114 W. 11th St., Kansas 
City 6, Mo. 


Room Air Conditioner 


The first Gibson room air condi- 
tioner, shown here, is a %4 hp. win- 
dow model that provides six-way 
air conditioning for a room up to 





400 sq. ft. It cools air, removes ex- 
cess moisture, filters dust, dirt, 
soot, etc., from the air, brings in 
fresh air and exhales stale air, and 
circulates the air in the room. The 
unit is housed in a welded steel 
cabinet, finished in beige, and it 
comes with a complete installation 
kit. A thermostatic control is avail- 
able as an accessory. Gibson Re- 





SOUTH BEND 23, INDIANA 
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frigerator Co., Greenville, Mich. 


Plastic Mailbox 


An outdoor thermometer is in- 
corporated on the front of this new 
plastic mailbox, available in black, 
gray, mahogany or copper, with 
clear, heavy-walled_ polystyrene 
fronts. There is also an all opaque 
mailbox in simulated mahogany. 





Boxes are rust-proof and are sup- 
plied with screws for mounting. 
Campro Sales Co., 1300 Fourth St., 
S. W., Canton 2, Ohio. 


New Lawn Trimmer 


Here is the new Bolens Trim- 
Master, a small sickle bar lawn 
trimmer, with a handle stop that can 
be set at the desired height. Cams 
on the rubber treaded aluminum 
wheel furnish blade power, and two 
cam followers, one on each side, 
oscillate the upper cutter blade. 
Suggested retail price is $7.95. 
Bolens Products Div., Food Ma- 
chinery & Chemical Corp., Port 
Washington, Wis. 
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Aerated Bait Bucket 


Here is the new Carry-Lite 
aerated molded pulp bait bucket, 
with a cover that can be used sepa- 





rately for keeping worms, crabs, 
etc., or to hold ice for cooling the 
water and keeping minnows in the 


‘bucket alive for a longer time. The 


bucket is molded from paper pulp, 
allowing oxygen to enter the water 
in the bucket constantly. Retail is 
$1. Carry-Lite Div., Pulp Repro- 
duction Co., 2618 N. 30th St., Mil- 
waukee 10, Wis. 





Waterproof Utility Blanket 


Made of heavy weight, water- 
proof creped kraft paper, this new 
utility blanket measures 6x9 ft. It 
is primarily designed as a re-usable 
drop cloth for painters, but can’ also 
be used as a beach blanket, furni- 
ture cover, storage wrap, a child’s 
play tent, and many others. The 
sleeve wrapper packaging the blan- 





ket has a series of pictures showing 
some of the blanket’s uses. Ruby 
Products Co., 430 N. Water St., 
Milwaukee, Wis. 





Drain Cleaner 


Here is the new high pressure 
Rite Way Drain Cleaner. The hose 
attaches to the water faucet, and 
the plunger head is placed over the 
plugged drain. When the water 
flow is started, the plunger head is 
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MODEL NO. 2010 

OPS CEILING PRICE $15.95 
11 WESTERN STATES $16.95 
7 LBS.; 15 INCHES LONG 


It had to come as a natural companion to the now 
famous Aerial Ladder, for our survey of Aerial Ladder owners 
proved that this was the new toy they wanted us to make. 


With the pumper, you have a pre-sold customer in 
every Aerial Ladder owner, and the combination of the two 
toys represents the perfect set-up for two-unit sales. 


Like the Aerial Ladder, this new Model Pumper is an 
authorized working model of the American-La France High- 
Capacity Pumpers—is all steel and aluminum construction, 
spot welded, and designed to work just like the real ma- 
chine. Its equipment includes a bell, two fire extinguishers, 
auxiliary ladder, water tank, pump and a 3) ft. suber fire 
hose that really shoots a stream of water. 


Be sure to include the Model Pumper in your dis- 
play of Model Toys this year. There are imitations of Model 
Toys but there are no substitutes for the toys that have built 
so much good will—that outlast other toys 3 to 1. 


DOEPKE MFG. 





ROSSMOYNE OHIO 
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Biggest Shotgun News WW x47's_vew 
. | | 
in F A @7)'| TUR  f pushed down and pulled up with a 
e | jerk, resulting in a vacuum suction 
- | that breaks the stoppage loose. The 
P | full water pressure then forces the 
“@ LEVER-matic | 


=. 


od 











3 Shots in less than 2 seconds! 


An Unheard-of Value! 
PRICED TO SELL - $52” is 


It’s the first lever action shotgun in fifty years! It’s 
the fastest lever action gun, because the lever travels 
only 1/3 the distance of other lever action guns! It’s 
an extremely strong, well-built gun with the features 
of much more expensive guns — yet only half the 
price of autoloading shotguns! Yes, here's a fast, safe, 
hard-hitting gun, no sportsman can resist —the Kessler 











stoppage out of the drain. Extra 
length hose is available for floor 
drains and lavatories. H. D. Camp- 
bell Co., Rochelle, Ill. 





Hand Sprayer 

Here is the new Dobbins No. 31G 
continuous hand sprayer, with a 
3-qt. capacity, designed for easy, 























LEVER-matic. 


Other Kessler low-priced, quality built 


shotguns are: 


Kessler Model 28 Bolt Action 3-shot Repeater 


$25.95 list 


Model 30C Komp-Choke Bolt Action 3-shot 


Repeater with Compensator and Adjust- 
able Choke and Permanent Magazine 


KESSLER ARMS CORP. Silver Creek, New York 


[ ] Please have a _ representative 


$31.95 list 


For a real “boom” in your gun business, have 
Kessler priced-to-sell shotguns on your racks! 


“KESSLER ARMS CORP. 


ni “SILVER CREEK 









Send me complete information 
on the 3 priced-to-sell Kessler 
shotguns. 


bring me, absolutely free, ........ 
copies of “Shot At Random”, 
hilarious folder on gun safety, 
with drawings by famous 


NEW YORK 
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economical and efficient spraying in 
the garden or house. It is sturdily 
built for long use. Dobbins Mfg. 
Co., 700 W. Beardsley Ave., Elk- 
hart, Ind. 


New Electric Range 

This new 36-in. electric range, 
Model L302, has four fast-heating 
Chromalox surface units offering 


Harry Goff. | s 4 
a selection of cooking speeds from 
ee | 1250 to 2100 watts. One unit has 
| a 1600 High-power unit, and there 
DU ae rise ss « Passes ioe totus snvetearkeuspedeiensectaguesoaas is a deep-well cooker with an auto- 
ADDRESS........... | lift heat unit for extra surface 


cooking. The oven is fully auto- 
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<> PROMOTION KIT 


$5.00 Actual Value! 


» 1 Father's Day Window Poster 
(8”"x36”) 

2 Father's Day Special Streamers 

(4”x18”’) 

1 Large, full color ‘Fishing Head- 

quarters’’ Display Centerpiece 

(14x13”’) 

1 Small “Fishing Headquarters” 

Display Card 

““How-to-do-it’ display suggestions 

showing actugl photo of window 

display and diagram for quick, 














effective installation. = 





You'll Need These 
Numbers for Your H-1 
fathers’ Day Promotion 


ORDER NOW 


p 
HORROCKS IBBOTSON CO. 


c Qa Utica “New York 
) Manutactugérs ‘of the A Line of Fishing wll in the Worl 
, ><. Jn y 















CASH IN 


Make Fathers’ Day 


Your Profit Day 


Extra tackle sales when you join 
the big FREE <J> 


Father’s Day Promotion 


Here’s your opportunity to take advantage of a great 
national promotion . . . your chance to get new cus- 
Sennen —Selld extra sales and profits. This is all you 
have to do. . 





1. Make sure you have the 12 nationally adver- 
tised H-I Father’s Day specials in stock. 
(Note list) 

2. See your H-I man, or send us your order di- 
rect, for these hot, profit-proven sellers. 


3. Schedule a Father’s Day promotion for your 
store to begin on May 26th and run through 
June 15th. H-I’s big, free promotion kit will 
help you do it. 


That’s all... But don’t delay. There’s little time left. 
Let us have your order today for your free promotional 
material and Father’s Day specials. Don’t disappoint 
your Father’s Day customers . . . don’t miss out on 
sales. Remember, you can’t sell what you don’t have. 











H-I 
Catalog Retail * 

No. Item Price 
1211 Big Bear Tubular Glass Fly Rod...:....... 18.00 
2205'/4 Glasslake Tubular Glass Casting Rod....... 11.00 
2505 Higlass Solid Glass Casting Rod......... 10.00 
1226 Golden Rod Tubular Glass Spinning Rod. . .20.00 
2516 Solid Glass Spinning Rod ............... 12.00 
7 Utica Automatic Fly Reel................ 8.50 
1880 Green Dragon Casting & Trolling Reel. .... .6.66 
HDH Dry Flite Tapered Nylon Fly Line.........7.66 
993-E Dry Flite Level Nylon Fly Line.......... 2.56 


12 Ib. Test Old Hi's Favorite Casting & Trolling Line .. .2.80 
100 yards —two 50 yard spools per put-up 

15 Ib. Test Old Hi's Favorite Casting & Trolling Line . . .3.20 
100 yards —two 50 yard spools per put-up 

20 Ib. Test Old Hi's Favorite Casting & Trolling Line. . . 3.60 
100 yards —two 50 yard spools per put-up 


H-I Father's Day Display Kit, 8 Pieces No Charge 





Nn 
h 








IMPORTANT* EXTRA DISCOUNTS ON ABOVE FATHER’S DAY SPECIALS 5 
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Just take a few 
strokes with a 
HELLER Saw File 
and see how easi- 
ly it cuts and 
smooths! How 
quickly it puts a 
sleek, keen edge 
on saw teeth! No 
wonder dealers 
keep telling us so 

many users 
WON’T ACCEPT 
ANY SUBSTITUTE 
FOR A 


HELLER 


Only HELLER Saw Files 
Have All These Features 


Precision milling of the blank; 
uniform tooth structure; ad- 
vanced edge design minimiz- 
ing breakage or shelling; 
exacting accuracy in texture 
and out; the right temper that 
means lasting service and more 
effective filing—these and other 
features put a HELLER Saw 
File in a class by itself. 
Send for full information 
on these quick-selling files. 
Lengths 4” to 8” in regular 
taper, slim, extra slim and 
double extra slim. 


“HELLER 


'BROTHERS COMPANY 
| A New: Jersey Corporation 
| America's Oldest File Manufacturer 
NEWCOMERSTOWN, OHIO 


Ask also about our complete line ot 
Hammers; Masterenches; Scrapers; 
Trowels and other quality tools. 
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WHAT’S NEW 








matic, lined with a black porcelain 
finish, and provided with non-tilt 
oven racks. Front, sides and top 








of Model L302 are finished in white 
titanium porcelain enamel. Per- 
fection Stove Co., 7609 Platt Ave., 
Cleveland 4, Ohio. 


Garden Tractor 


Here is the Bolens Model 10CB 
Handi-Ho garden tractor, a one- 
wheel unit with a 2% hp. Briggs & 
Stratton engine. It features a 





large, tear-drop gas tank, natural 
grip handles, and finger-tip control 
of clutch, throttle and stop switch. 
The new streamlined hood was de- 
signed to prevent tall grass or 
weeds from becoming entangled in 
the engine mechanism. Bolens 
Products Div., Food Machinery & 
Chemical Corp., Port Washington, 
Wis. 


All Purpose Mixer 


This new all-purpose mixer, 
which mounts in any 4 in. drill, is 
called Mixbit. The counteracting 


blades set up a churning action 
that mixes thoroughly, and the top 
set of blades forces the mixture 
down, preventing the contents from 
being thrown from the container. 
The unit is ideal for mixing all 
water and oil base paints, texture 





paints, patching plaster, wallpaper 
paste, etc. Park Mfg. Co., Grant 
Park, Il. 





Fjsh Carrier—Stringer 


This Fish Carrier—Stringer, de- 
signed to hold fish and keep them 
in good condition, operates like a 
safety pin. One side is disengaged 
by squeezing, and can be inserted 
through the gill of the fish and out 
of the mouth. The unit has a 36-in. 








woven tie-line, so that fish can be 
hung over the side of the boat. Fish 
cannot escape or become entangled 
in propellers or nets. P. D. E. Ser- 
vice, 2607 Ave. P, Brooklyn 29, 
he ee 
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Roe Tape PACKAGE’ offers 68% profit 





ABSOLUTELY TOPS in quality, Roe Steel Tapes are always 
tops for sales. And here is a money-making package offer 
you simply can’t afford to miss. It’s made up to meet the 
demand ratio for the various — sizes and types. . . priced 
to boost sales and multiply profits. 


Roe Steel Tapes are permanently easy to read. The 300 
series is low in price yet has chromium-plated case, standard 
etched tape with raised figures, precision winding drum, 
flush-folding handle and press button center. 

The 202A series is the quality line, and very reasonably 
riced. It features nickelplated tape with black recessed 
gures and a reinforced rust-resistant casing covered with 

beautiful leatherette. It has precision winding drum, flush- 
folding handle, push button center and also a roller 
mouthpiece. 





JUSTUS ROE & SONS, Inc. 


ROE STEEL TAPE PACKAGE 





























Cat. é Type of Retail Price Total Retell 
No, Quantity Tape Case Each Price 

em a aes = a — 

#300 2 Black—50 ft. $ 4.75 $ 9.50 
#300 1 Black—100 ft. i Goeme 6.50 6.50 | 
#202A 2 Nickel—50 ft. } Black 5.00 10.00 | 
#202A 1 Nickel—100 ft. Leatherette 7.25 7.25 | 
j 

PLUS ONE TAPE FREE 

#300 1 Black—25 ft. Chrome 4.00 4.00 

—_ Your total resale price = a $37.25 

Your total COSt........ 22.17 

YOUR TOTAL PROFIT.............c:c0:000: $15.08 


This offer is limited. Put in your order for Roe Steel Tape packages 
today and start cashing in. If there is any delay in getting them, 
write us for name and address of your nearest Roe jobber. 





MAKERS OF FINE STEEL TAPES SINCE 1876 


PATCHOGUE, NEW YORK . 
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PURCHASING AGENTS 
WITH A NOSE FOR VALUE— 


—are turning to the use of 
formed wire to do jobs that 
once required machined parts. 
Analyze your products with 
wire in mind. Engineering in- 
formation is available at Brooks. 

Of course, purchasing agents 
with a nose for value always 
come to us for hooks. 


M. S. Brooks & Sons, Inc., Chester, Conn. 
Since 1848 


BROOKS # HOGKS: 
SKOTCH soiners 


PROTSHY 





A Steady 
Profit Puller 


N ” x 10” carton display 
J printed in red and black 
er on cards for bin display 










Here's a wood joiner that really 
HOLDS . . . and holds without {SCREENS 
cutting or splitting wood fibers. 
Applied like a nail. Patented 
prengs pull wood tegether for 
tight strong joint. Works equally 
well on square, mitre, "T", split or 
dado joints. Perfect for repairs, 
making screens, etc. Easily dis- 
played on counter or in self-ser- 
vice bins. 


Free Sales Helps .. . 
Semple wood joints that show uses 
ef SKOTCH Wood Joiners plus a new 

REE. As 


counter folder are yours k 
your Jebber or write direct for gen-| CHAIRS 


erous supply. Dept. HAI. 
SUPERIOR FASTENER CORP. = 
2949 ELSTON AVE., CHICAGO 18, ILL. SIGNS 


GRIPS LIKE A VISE 
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WHAT’S NEW 








Fertilizer Machine 


Here is a new tractor-drawn ma- 
chine, the LiquiJector, designed 
for the direct application of liquid 
anhydrous ammonia by injection 





beneath the soil surface. It applies 
the fertilizer from a 100-gal. pres- 
sure tank to a depth of from 4 to 
10 in. into the ground under con- 
stant, pump-regulated pressure. 
Tank and pump are connected to 
double-point teeth which open the 
furrow for the fertilizer. From two 
to seven applicators may be con- 
nected to the pump. Dempster Mill 
Mfg. Co., Beatrice, Neb. 





New Belt Conditioner 


Designed to stop belt slipping 
with efficiency up to near limits of 
breakage is this new Dryve Belt 
Conditioner. It cleans all tars, 
grease, dirt and grime from the 
belt and pulley surfaces, and 
causes these surfaces to be less 
susceptible to dirt accumulation. 
Dryve can be used on rubber or V 
belts to stop slipping without 
harming the belts, and works 










Ze 


equally well with leather, rubber, 
canvas, composition, fabric and V 
belts. Squire-Cogswell Co., 4140 
N. Kedzie Ave., Chicago, IIl. 





Builders’ Hardware Line 


Five Corbin miscellaneous build- 
ers’ hardware items are now being 
made in pressure-cast aluminum 
This new line includes a door stop, 
sash fasteners, coat and hat hook, 
bar sash lift and hand rail bracket, 
all shown here. The items are 
strong and durable, rust-proof, and 
are supplied in either a_ satin 
aluminum or ball-burnished brass 
finish. P. & F. Corbin Div., Ameri- 
can Hardware Corp., New Britain, 
Conn. 








Rotary Power Mower 


Here is the new Model 919 “Spin- 
Cut,” a 19-in. push-type rotary 
power mower with a 4-cycle, 2 h.p., 





direct drive gas engine. The one- 
piece, chrome-steel blade is rubber 
mounted and operates with slip 
clutch action. It disintegrates 
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Famous MIAMI-CAREY 
CABINETS AND ACCESSORIES..... 
styled and priced for volume sales 


the fad T.) noe alony | Hundreds of your customers 


and prospects are faced every day with the drab looks and incon- 
venience of outmoded or poorly equipped bathrooms. Help them 
discover how easy, how economical, bathroom modernization 
really is... with MIAMI-CAREY cabinets and accessories! 


You can bank on it—MIAMI-CAREY offers the biggest selection 
of all-steel cabinets, mirrors, towel bars, soap and tumbler hold- 
ers, light fixtures, crystal shelves and other products. In match- 
ing ensembles, smartly designed, bright with gleaming chrome, 
sparkling glass! And priced for thrifty shoppers or big spenders. 


Investigate the profits that await you with the MIAMI-CAREY 
line. See your Carey representative. 


HOW TO STIR UP A TORNADO OF SALES! 


e Stock, display, sell Miami-Carey kitchen, attic 
and window-type ventilating fans. Engineered 
and built to perfection, easy to install, whisper- 
quiet and dependable. Made in a variety of models 
to suit every requirement, including “package” 
types for attic installation. Your Miami-Carey 
representative is ready with the profit-making 
facts—see him soon! 









MIA 


Miami Cabinet Division 
The Philip Carey Mfg. Company 
Lockland, Cincinnati 15, Ohio 


In Canada: The Philip Carey Co., Ltd., Montreal 25, P. Q. 


From the house of Carey — a complete line 
of products and materials for home building, 
modernization and repair 








best seller- 


for spring and summer 


Time now to stock up on this hot 
weather best seller! Finest quality. 
No-Splash spray or massage head. 
Fitsall connector—fits all faucets. 
Attractively packaged. Popularly 
priced for fast turnover, top 
profits. Write now for prices and 
new DAISY Catalog. 


SCHACHT RUBBER MFG. CO. 


HUNTINGTON, INDIANA 











DECTO-STICK 
FURNITURE REPAIR KIT 


An ingeniously compounded stick that 
Fills and Colors NICKS, DENTS and 
GOUGES in natural-finished or stained 
woodwork, furniture, 
leather and plastics. 
EASILY APPLIED YG 
CAN BE BLENDED Ke — 
NO HEAT “aan, 

TAKES ANY FINISH 

NO DRYING TIME REQUIRED 
LASTS AS LONG AS THE WOOD 
WILL NOT BLEED OR SHRINK 
Display card holds 12 cellophane bags, retailing 
at 25 cents. Each bag contains a complete kit of 


4 Decto-Sticks (dark mahogany, light mahogany, 
walnut and maple) a scraper and instructions. 


SOLD THROUGH JOBBERS 
| DYcYon Coe to nolo bb kena mm Ge) 
SALEM 6 MASS 


Makers also of Decto Run-Smooth, a light colored 
all-purpose Lubricating Stick 
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WHAT'S NEW 





leaves and grass, expelling the cut- 
tings from a hinged door in the 
rear of the steel hood. Cutting 
height is adjustable, and cropping 
within 1% in. of walls is made pos- 
sible by a swivel front wheel. F.C. 
Stearns & Co., 1811 LeMoyne Ave., 
Syracuse, N. Y. 


Compression Sprayer 


Especially suited for small home 
and garden spraying, this light- 
weight compression sprayer, called 
Favorite, has a 1%4 gal. capacity. 
A new Saf-T-Lok closure provides 
leak-tight sealing and safe openiny 
of the sprayer. The spray control 
valve is rotatable, permitting the 
nozzle to be pointed in any direc- 
tion without twisting the hose. 


Chemical resistant plastic hose is 5 
ft. long, and there is a five-spray 
nozzle. H. D. Hudson Mfg. Co., 589 
E. Illinois St., Chicago 11, IIl. 


Operating Cost Estimator 


A pocket-size estimator to judge 
operating costs of electric home 
appliances and farm equipment is 
now available free to dealers. It 
has a listing of home electric ap- 
pliances, their estimated usage and 
the kilowatt-hour consumption per 
month based on such usage. Also 
listed are electrical equipment used 
on the farm, operations involving 
such equipment and the power con- 
sumption for such usage. It gives 
rates of electricity per kilowatt 
hour and the operating costs. Gen- 
eral Electric Co., Major Appliance 
Div., Louisville 2, Ky. 


Aluminum Picnic Jug 


Iced drinks remain cold all day 
and hot beverages stay hot for four 
or five hours in this new Faris De- 
luxe 2 qt. picnic jug. The outer 


—— 


i & 
a 


shell is of aluminum, and the 
sturdy glass liner is replaceable 
with a 2 qt. mason jar. There is a 
removable aluminum top, a rust- 
proof screw cap, a handy aluminum 
drinking cup. The unit has 100 pct 
Fiberglas insulation. Jug can be 
dismantled for cleaning. W. W. 
Faris Mfg. Co., 2103 S. Hanley Rd., 
St. Louis 17, Mo. 


Plastic Salad Set 


Polystyrene salad set consists of 
one 12 in. bowl, six 6 in. bowls and 
a set of detachable salad tongs. It 
comes in green and chartreuse or 
burgandy and gray color combina- 
tions and is handsomely gift pack- 


J 


aged. Retail price is $3.95. Plas- 
Tex Corp., 2525 Military Ave., Los 
Angeles 64, Calif. 


(Resume reading on page 13) 
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All working parts on Swing-A-Way Can Openers are “4 vn 

shock-proofed. The cutting wheel is so mounted and supported — 
as 

that it “gives” when it meets a hump or bump in the Thre 

o. 66 © on 99 a Vac fi 

can edge. This ‘‘knee-action” tension: (1) firmly Ray-O. 

holds cans with any size bead; (2) prevents cut fingers by on — 

smoothing all sharp edges; (3) absorbs shocks ah i. 

and saves the cutting wheel. the K: 


Show your customer this rugged construction, so essential 


to smooth, easy, trouble-free, and years-long service. 


Soften your sales resistance with tough . . . SWING-A-WAY 





AUTOMATIC 
CAN OPENER 





Model 609 R-W-Y stream 
STANDARD CAN OPENER teries 
SWING-A-WAY MFG. CO., ST. LOUIS 16, MO. of Siz 
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TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





(Continued from page 13) 


Sales for You,” also describes 
“Wall Displays,” a new pocket-size 
catalog. Direct mail material and 





PRE-BUILDS 


¢ TOOL SALES 


FOR YOU 





many advertising methods are re- 
vealed in the free manual. Dis- 
plays and sales aids are fully illus- 
trated. The booklet is notebook- 
size and is punched so it can be kept 
for handy reference. P & C Hand 
Forged Tool Co., Box G, Milwaukee 
P. O., Portland, Ore. 





Flashlight Merchandiser 


Three popular styles of Ray-O- 
Vac flashlights and three sizes of 
Ray-O-Vac batteries are contained 
in this free counter display, called 
“Treasure Island.” Flashlights are 
the Z22R_ two-cell streamlined 
light; two-cell flat end spotlight, 
the K22F, and the two-cell baby 





streamlined spotlight, Z22B. Bat- 
teries displayed include 24-display 
of Size D, 12-display of Size C 
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You:Sell MORE of these Colorful New 










No. 20 CP, capacity 20 
qts. Rack holds 7— 
1 qt. jars. 


Blue with white fiecking, 
trimmed in red 


No. 24 CP, capacity 
24 qts. Spider 
rack holds 7— 
1 qt. or 5— 
¥% gal. jars. 


ZB elmond =! 
” COLD PACK 
__. CANNER 


6 Suet Stasi, & ERASE AE CB 


Popular for more than seasonal sales 


®@ Color sells—and these new Belmont Canners have 
it... rich deep white-flecked blue with smart red 
trim. New porcelain surface on flex-proof weight 
steel is exceptionally smooth and has high rated 
durability. Design, including smooth bottom and 
no corrugations, makes it extra easy to clean and 
useful in the kitchen before and after the canning 
season. Electro-tinned rack handles jars the way 
women like. You'll like the 2 and 4 unit packing in 
special type cartons that deliver Belmont Canners 
to you undamaged. 


Other Belmont 
Canning Utensils 


They’re of unmatched long-service quality, making 
them an unmatched fast-profit item at their popular 
price. Write today for Bulletin B-C and prices. Better 
ask for a copy of complete new Belmont catalog, too. 


Belmout Top Quality, Popular Priced 
ENAMELWARE 


Made by Selmoant Stamping & Enameling Co., 100 Belmont Street, New Philadelphia, Ohio 
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.and no pun intended 





WITT CAN users occasionally send us letters, post- 
cards—yes, even birthday cards telling us about the 
wonderful condition of their twenty to thirty year old 
WITT CANS. 

Hard day in and out usage rather than esthetic ap- 
preciation prompts the purchase of WITT CANS—yet 
the comments we receive indicate a pride of posses- 
sion that bears investigation. 

Perhaps you are wondering why WITT CANS last so 
long. Here are just a few reasons: 


STRAIGHT SIDES—assure extra resistance to rough handling. 
DEEP ROLLING CORRUGATIONS—run full length of Can, 
adding further rigidity. 

HEAVY GAUGE STEEL—provides battleship ruggedness. 


STRUCTURAL STEEL BANDS—protect top and bottom of 
Can and act as shock absorbers. 


HOT DIP GALVANIZING—a hand process after fabrication, 
insuring heaviest possible rustproofing. 


PINCH-PROOF HANDLES—for easy handling. 
STURDY LID—snug fitting, yet easy to remove. 


WITT CANS HAVE THE “RIGHT” ANGLE 


Yeon 


“Originators of the Meds lae' Abe meele):i. ile mee) -7-\. bf 
Corrugated Can” 


Cincinnati 14, Ohio 















TO HELP YOU SELL 


leak proof, and 24-display Size AA 
penlight. Ray-O-Vac Co., 212 E. 
Washington Ave., Madison, Wis. 








Floor Tile Display 


This package of samples of Aris- 
toflex plastic floor tile was de- 
signed as a display unit with the 
use of a clip-on sign enclosed with 
each set of samples. The two-color 
sign, processed with Day-glo, tells 


ARISTOFLEX 





the sales story. Aristoflex comes in 
standard gage of % in. thickness, 
and in 13 non-fade colors. Mastic 
Tile Corp. of America, P. O. Box 
1151, Newburgh, N. Y. 





Earning Bicycle Booklet 


How youngsters can use initia- 
tive and enterprise 101 ways and 
earn a new bicycle is told in a new 
comic type booklet being offered 
free for consumer use. The 24- 
page, four-color booklet, called “101 
Ways You Can Earn a New Bi- 
cycle,” is aimed at boys and girls in 
the pin-money earning age groups, 
and tells how hobbies, errands and 
spare moments can be converted 
into cash. How to select a bicycle 
and how to care for one are also 
illustrated. Huffman Mfg. Co., 117 
Gilbert Ave., Dayton 1, Ohio. 





Father's Day Tool Aids 


Ten best-selling Stanley Tools 
are individually packed for Father’s 
Day in standard boxes with color- 
ful eye-catching sleeves, shown 
here, reading, “For Your Special 
Day.” Sleeves can be removed if 
the items are not sold by June 15th. 
The 10 tools are priced from 98¢ 
to $8.20 retail. One of each is in- 
cluded in the F10A Unit, or all 
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COMES TO YOUR GLASSWARE COUNTER 


. " 
uc 


Hoatese Cots 





es SF “THE GREA 


ey 5 . 


ii 


Inspired by 
TEST SHOW ON EARTH” 








Here tev are! The most colossal 
collection of colorful, chip-defying*, thinly-blown 
party glasses ever gathered together in one harmoni- 
ous Hostess Set! They’re perfect for today’s trend 
towards casual living. 

Cecil B. DeMille’s latest epic "THE GREATEST 
SHOW ON EARTH?” inspired Freda Diamond’s designs. 

Colors are permanent—fired-on so they won’t 
wash off or wear off. 

This matched beverage set is ideal for your spring 
and summer promotions—and what a natural for 
display tie-in when the smash hit movie “THE 
GREATEST SHOW ON EARTH” and circus play your 
town. 

Get ready to cash in on this exciting new Libbey 
promotion. Start making your plans now! To order, 
contact your Libbey Glass distributor or write to 


Libbey Glass, Toledo 1, Ohio. as Holly, the aerialist, co-starring tn 


Cecil B. DeMille’s “THE GREATEST SHOW 
ON EARTH.” Par t Production. Color b 

*If it’s a Libbey Glass it's guaranteed “A new glass if the rim Waskatentan — eta ee 
ofa Libbey ‘Safedge’ glass ever chips.” . 


8 of one shape, boxed, i SS 


about ¢ 50 (suggested retail price—slightly higher x , i ‘% ca 
in the South, West, and Canada) : = rif ia ww 





Every Circus Hostess Set comes spectacularly gift 16 o7. 14 oz. 10 oz. 6 ot. 8 oz. 
boxed. Prepackaging cuts your handling time .. . King Size Iced Tea Beverage Juice or Bowl 
. Cooler or Coffee Cocktail 


makes it easy to build eye-catching selling displays. 


LIBBEY GLAS S+hita Sct @ 


ESTABLISHED 1818 
LIBBEY GLASS, Division of Owens-Illinois Glass Company, Toledo |, Ohio 
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PAINTIN’ THE TOWN 
by Doggatt 























“All 1 want, lady, is the Rubberset 
brush | dropped!” 


. nothing like a Rubberset to keep a 
painter’s mind on his work. After all, 
Rubberset is the nation’s most 
wanted brand, a popular Mechanics 
Magazine survey of dealers proves. So 
for quality brushes, always choose 
Rubberset. 

FREE! New 20-Page Merchandising Book- 


let: ‘How to Up Paint Brush Profits’. 
SendpostaltoDept. H-52,addressbelow. 


Russersert Co. 


Haynes Ave. & Lincoln H'way 


Nework 5, N. J 





en a 1 2G 


CUP HOOKS 


Bright kitchen colors, 


quality 
appearance, handsome pack- 
aging . . . three good rea- 


TO HELP YOU SELL 








items are available in open stock. 
To tie-in, there is a two-color win- 
dow poster packed with each F10A 
Unit. Also available for Father’s 
Day is a special newspaper mat 
package, containing four one- and 
two-column mats. Stanley Tools, 
New Britain, Conn. 





Bait Display Card 

A new point-of-sales merchandis- 
ing display card features the line 
of Dayton Combination Fishing 
Floats and the “Slim Jim” model. 


Beginners luck... 
so ey TIME : f 


ae 
HS = 


Day tan 


snap on 4 SHaAPr OFF 


Fishing ee, e 


Fos STILL FIBMING or CASTING! 


te 


1659 Ome ‘ 
EASY OFFr 
























SUM ee 


WORLD'S MOST POPULAR FISHING FLOA 


Done in color, the display card has 
a folding type easel for counter, 
window or wall use, and measures 
9x12 in. Dayton Bait Co., 3307 N. 
Dixie Dr., Dayton 5, Ohio. 





Polishing Cloth Display 


A wire display rack designed to 
utilize a minimum of space holds 
24 Cadie polishing cloths for silver- 
ware and 24 Cadie furniture pol- 
ishing and dust cloths. The at- 
tractive display unit, for which 
there is no charge, is compact and 
convenient. Cadie Chemical Prod- 
ucts, Inc., 549 W. 132nd St., New 


York 27, N. Y. 


Hose Assembly Catalog 


Carlyle industrial hose assemblies 
are described and illustrated in 
this catalog No. 3-1952. Included 
in the eight pages, done in red, 
black and white, are vari-purpose 





hose assemblies, hydraulic hose as- 
semblies, paint and solvent spray 
assemblies, air hose assemblies, 
and industrial and automotive lu- 
brication grease hose assemblies. 
Carlyle Rubber Co., Inc., Dept. Z-2, 
64 Park Pl., New York 7, N. Y. 





Tool Catalog 


Tools, displays and kits compris- 
ing a complete line of saws, planes, 
chisels, hack saw and coping saw 
frames, putty knives, wall scrapers, 
etc., are described in this new, 30- 
page Great Neck loose leaf catalog 
No. 33. The catalog is comprehen- 
sively illustrated and gives detailed 
specifications of the complete Great 
Neck line. Sales helps are also 
listed. Great Neck Saw Mfrs., Ince., 
Mineola, L. I., N. Y. 





sons for consistent sales suc- 
cess. Sturdy zinc alloy finished 
in white, yellow, red, blue, 
green, nickel, brass. 6 hooks 
to the card. 


Also nickel or brass finish, 1 gross to the box. 
See Your Jobber Today for Immediate Delivery 


CADIE Boyt: POLISHING 
fe Coe CLOTH 
iif ‘ a PZ 


q e nme 
} SILVERWARE F 


FURNITURE 





— 
C= POLISHING 
cote 











789 E. bay = St., New York 54, N. Y. (Resume reading on page 14) 


hone: ‘MOTT Haven 5-7400 
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MANUFACTURING 
COMPANY 


ST. LOUIS 
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The smart, expert designing and gay, clever decoration of 
this brand new line of De Luxe Kitchenware fit it perfectly into 
the modern kitchen. And the sturdiness of its fine construction 
assures easy salability and long, satisfying service. Available 
in white or yellow. Hand-sprayed baked enamel finish for 
greatest durability. 


Designed exclusively for sale 
through Independent Stores. 


Talk to your Jobber’s Representative 
about De Luxe Kitchenware. 











ees 


BATHROOM JIGGLING | _ FA’ Ay B71) a 


Quick SOLUTION FOR RUNNING TOILETS ‘ALE RT's’ new FULL-SCALE 


GOOD NEWS for householders oe 
plagued yr the. “ALERT” NATIONAL ADVERTISING PROGRAM! 
running |e Flush Valve -_ 
rer installed by anyone in only 
10 minutes. 




























i indrical 
*ALERT's” simple cylindri 
or replaces the rods and res 
that corrode, lock, bend “ = 
off-center, keeping tank ba Joe 
ded so that water contin at 
"3 “ALERT” friction-free cy0 - 
» tank ball to 4 perfect se 





Eliminate jiggling, annoyance 

and water waste. 

completed. 
ae 

ing “ALERT 

om flow immediately. 


ing is 

run after flushing 
guides the free-float 

very time, stops wa — 
! sold in’51. THREE YEAR paroneec eo a 
pre same in west). Available at your sag 3 eo _ 
angen ot "Mfd by Ardmore Products ©.» 
ing merchant. . 


Give Your 
“ALERT” Display 
Up-Front Position 
For Extra Sales! 







approved 
WCA-52-101 





Order from Your Jobber Now. . . 
Or Write for Full Details to 


ARDMORE PRODUCTS CO., Ardmore, Pa. 

















i 
7 ] 
3 * has been fully tested and approve 
: i Engineering. 
minal: “friction” caused oe a ne 
& wires. 





Friction-free” ALERT" 
= the Americon 
st bent rods by 








WHEN YOU 
STOCK AND DISPLAY THE 


MEDITERRANEAN SPONGES 


Tough! Absorbent! Economical! 
Always in demand because of their 
long-wearing durability on the most 
rugged cleaning jobs! High quality — 
low price! Expertly assorted and 
packed for shipment. Complete stocks 
of Cuba and Florida sponges available. 


DUET double-action CLEANING CLOTH 


Ideal for washing walls, for cleaning 
and polishing! Won't tear or unravel! 





Many Hardware Supply Dealers claim 
DUET to be the best all-around cloth on 
CUP HOOKS the market! 
PUSH PINS For the finest imported chamois skins... 
Be sure to demand the nationally known 
DRAPERY HOOKS AMSCO brands: British Lion, Britannic, 
KITCHEN HOOKS Joan of Arc and DuBarry. Prepared by 
* ROD the oldest and best-known tanneries 





in England and France. 
ORDERS FILLED PROMPTLY FOR SPONGES, CHAMOIS. DUETS! 


E. H. T ATE '¢ 0. Ask Your Dealer for These Famous Brands. If He Can't Supply You Write om 
AMERICAN SPONGE & CHAMOIS CO, In, 


251 CAUSEWAY STREET 


BOSTON * MASSACHUSETTS wet. 











114 HARDWARE AGE, MAY 29, 1952 


Mo 


HARDWA 





ore, Pa. 


ES 


al! 

f their 

ie most 
yality — 
and 

te stocks 
available. 


rs! 


NG CLOTH 


aning 
ravel! 
claim 
cloth on 


pis skins... 
lly known 
ritannic, 
ared by 
neries 


IS. DUETS! 
Write Direct 











Robeson 


More and more 


dealers .... Keener 


or RODBSON'S Frozen-Heat 


E99 


Gurl [ ' | Factory direct-to-retatler selling 


gives you big 167%:% advantage with big extra profit 





on every sale! Plus faster turnover... plus more 








repeats... plus guaranteed customer satisfaction ! 


Start right now to feature Robeson’s ‘‘Frozen Heat*’’ 
Cutlery products. 

For here are quick sales, sure sales, repeat sales— 
sales that no other quality cutlery line can match. 
The reason: Your customers know the Robeson 
‘‘Frozen Heat*’’ story—how high-carbon, 

Stainless steel is exposed to white heat... then 

to a temperature of 100° below zero, thus 
hardening every blade to a razor-sharp edge 

that lasts and lasts. 

So, enjoy the bigger volume, the better profits 
Robeson Cutlery assures you. 


“Frozen Heat*” 
Cutlery 







Guarantee: We unconditionally guarantee every product 

we make. Should any customer, FOR ANY REASON, be dissatisfied 
with the performance of any Robeson knife, it will be 

replaced or reconditioned without charge. 


@REG. U.S. PAT. OFF, 
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Household Cutlery... Pocket Knives ... Gift Cutlery Sets 


wd Robeson’s “Cutlery Corner” 
\ ...@ 5-foot showcase that's a 
whole warehouse in itself. All the 
items your customers want, 
displayed with an eye-appeal that 
helps sell knives for you every 
minute of the day. Other floor 
and counter displays to fit every 


retailing need. 


Robeson “Frozen Heat*” Cutlery is advertised throughout the year 
in Time, Good Housekeeping and 
Better Homes and Gardens. 


FILL OUT AND MAIL COUPON NOW! eoeeeoeeoeeeeceoe 




















& 

@ Robeson Cutlery Co., Perry, New York 

4 | want to know how | can handle the Robeson line in my 
@ community on a direct-from-factory basis. 

4 Please send me details about 

: Complete Line Displays 

* Gift Sets Only __Dealer Mats and Helps 
% 

e@ Name 

2 

° Stet 

@ City Zone___ State 

* 











Priority and Price Digest 





News and Interpretations of Government Orders 


Metal Supply Easier, 
Controls Are Lifted; 
OPS Fights Reversal 


The easing of pressure on the 
supply of many metals and other 
materials vital to civilian as well 
as defense needs, is becoming in- 
creasingly evident. 

A recent action by NPA has 
lifted entirely restrictions on lead, 
bismuth, cadmium and antimony, 
and the order on zinc was amended 
to remove allocation and use con- 
trols. 

Hardware dealers who have been 
forced to forego major store im- 
provement programs may now be- 
gin to think about the matter 
again. NPA on May 19, allotted 
controlled materials for 1,069 
building projects, including 249 
stores. 

Meanwhile, OPS has indicated 
that it is going to put up a fight 
to prevent the extension of the 
Capehart Amendment to _ whole- 
salers and retailers, which was the 
effect of a lower court ruling in 
the Safeways Store case. 


Resellers Permitted 
To Pass Along Rises 


OPS-approved ceiling price in- 
creases under suppliers’ regula- 
tions may now be passed along by 
retailers and wholesalers under 
GCPR, as a result of a procedural 
change. 

It permits GCPR resellers to in- 
crease their ceilings where their 
suppliers’ ceilings are raised. They 
must decrease their ceilings where 
their suppliers’ ceilings are lowered. 

GCPR wholesalers and retailers 
are not permitted to increase their 
ceilings when the only change in a 
suppliers’ price is one resulting 
from a manufacturer’s excise tax. 
This means that an increase in a 
manufacturer’s excise tax may not 
be reflected in higher wholesale or 
retail prices. 
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Arnall Urges Congress to Make it Clear 
Capehart Provision Doesn't Apply to Resellers 


Clarification of the so-called 
Capehart amendment, so as to 
make it “explicitly inapplicable to 
wholesalers and retailers,” was 
recommended to Congress by OPS 
Director Ellis Arnall, on May 9. 

In letters to Senator Burnet 
R. Maybank and Representative 
Brent Spence, chairman of the 
Banking and Currency Commit- 
tees of the Senate and House, Mr. 
Arnall said immediate legislative 
action is “imperative” in view of 
the decision of the Emergency 
Court of Appeals in the Safeway 
Stores case. The court ruled that 
the amendment is not limited to 
manufacturers, processors and 


to various sellers of _ service. 

Mr. Arnall in his letters to the 
legislators quoted Senator Cape- 
hart, sponsor of the amendment, as 
follows: “It was the intention of 
Congress that the Capehart 
amendment was to apply to manu- 
facturers and processors only.” 

Mr. Arnall warned, “Unless it 
is made clear with all possible 
dispatch that the Capehart 
amendment applies only to manu- 
facturers, processors and sellers 
of services and not to wholesale 
and retail distributors, the danger 
to the stabilization program is 
very real.” 





Flood Area Dealers 
Allowed Larger Quotas 


Retail businesses located in the 
recently flooded disaster area, are 
allowed by Direction 1 to Order 
M-89, to obtain in the second 
quarter of 1952 more than the nor- 
mal quotas of controlled mate- 
rials, so that they will be avail- 
able for repairing damaged equip- 
ment and property. 


‘ 


Store Modernization 


Restraint Removed 


New store construction and mod- 
ernization have been freed of re- 
strictions on financing by the Fed- 
eral Reserve Board which an- 
nounced indefinite suspension of its 
voluntary credit restraint program, 
on May 5. 

Retail sale-lease back arrange- 
ments were also suspended indefi- 
nitely. 

Under the voluntary credit re- 
straint program, loan applications 
were screened under the supervi- 
sion of regional voluntary credit 
restraint committees. These will be 
continued on stand-by basis. 

Banks and lending institutions 
were urged to make loans only for 


defense and essential civilian pur- 
poses, under the voluntary pro- 
gram which was started in March, 
1951. This made it difficult for 
stores to get funds in order to in- 
stall new fronts and make other 
major improvements. 


New Deadline Set 
On Brand Products 


Retailers and wholesalers of 
brand-name products are going to 
have additional time in which to 
file for uniform ceiling prices un- 
der Supplementary Regulation 4 
to Ceiling Price Regulation 7. 

Pricing of such products has 
been covered by Section 43 of 
CPR 7, scheduled for revocation 
on June 30. A recent action by 
Government price-setters does 
away with that date and sets new 
revocation dates as follows: Or- 
ders one through 205, Aug. 1; or- 
ders 206 through 599, Sept. 15; 
and orders 600 and following, 
Nov. 1. 

SR 4, which replaces Sec. 43 as 
the authority for obtaining ap- 
proval of uniform resellers’ ceil- 
i.gs, requires all holders of 
Sec. 43 orders to reapply under 
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4 Salute to 


the men behind the men 
who make the guns 


E it guns, or farm tractors, automobiles or 

washing machines, television sets or electric 
motors, the Hardware and Industrial Supply 
Distributor plays an unequalled part in helping 
meet production schedules. 


His Service of Supply, unequalled in the whole 
world, is your assurance of the right tool in the 
right place at the right time—thus contributing 
importantly to America’s genius for production. 


Hardware and Industrial Supply Distributors, 
coast to coast, furnish industry with its requirements of 
Standard Shield Brand Tools—since1881— Foremost 
in Quality of design, workmanship and material. 





DEPT. 15-K, 3950 CHESTER AVENUE 
STANDARD JOOL ([0. ctzvecano 1s omc 
New York * Detroit » Chicago * San Francisco 


STANDARDIZE AND SAVE WITH STANDARD RED SHIELD METAL CUTTING TOOLS 
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JOHNSON XLO Music Spring Wire is packaged 
for easy handling and attractive display. "The 
wire of a thousand uses" is a must item for the 
up-to-date hardware store because it is a con- 
stant answer to the need for high carbon wire in 
small quantities. The modern hardware man is 
always prepared to respond to the customer who 
wants quality, high tensile wire. 


Johnson XLO Music Spring Wire is drawn with 
micrometer precision. The wire range—from .003" 
(38,026 feet to the pound) up to .200" (9 feet to 
the pound). Packaged—l/, Ib., '/2 lb. and | |b. 





—— 


"Johnson Sets the Standard of the Industry" 


/, SOHNSON 


OHNSON STEEL and WIRE CO., INC. 


Worcester 1, Massachusetts 





ya 








SUBSIDIARY OF PITTSBURGH STEEL COMPANY 
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SR 4 if they wish to continue pric- 
ing in the same manner. 

Office of Price Stabilization 
named new revocation dates to 
allow more time to assemble in- 
formation required by SR 4. The 
agency said it also hoped to avoid 
a break in the continuity of uni- 
form prices caused by a business- 
man’s possible tardiness in filing 
for authorization well in advance 
of the original revocation date. 

The time extension was de- 
scribed in Amendment 1 to SR 4, 
CPR 7, effective May 16. 


249 Stores Allowed 
Building Materials 


Controlled materials for 249 re- 
tail stores have been allotted by 
National Production Authority, it 
was announced on May 19. 

These stores are the largest 
component of 1,069 commercial, 
religious, entertainment and mu- 
nicipal projects with an estimated 
cost of more than $337 million, 
for which controlled materials 
have been allotted. 

Forty-three other applicants 
were given an approved construc- 
tion schedule, permitting them to 
commence or continue construc- 
tion, but did not require an allot- 
ment, and 26 were notified that 
they were exempt because their 
requirements for delivery of con- 
trolled materials did not exceed 
the limits for self-authorization 
permitted by the revised CMP 
Regulation 6. 


OPS Still Pushing 


Price Compliance 


Some retailers may be affected 
by a Government pricing compli- 
ance program which began in 
mid-May as the Office of Price 
Stabilization asked for injunctive 
actions against two chain stores 
in Los Angeles. 

Charges against the California 
firms stated that both had ignored 
repeated letters and warnings to 
file correct pricing charts, replac- 
ing incorrect charts filed with 
OPS in Washington. The agency 
said “approximately 200 similar 
cases were being processed by its 
enforcement office and sent to 
district offices for action. 

Chain stores concerned in this 
program sell jewelry, furniture, 
electrical appliances, radios and 
television sets, clothing, rugs, 
lamps, and notions. 
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More Hardware Items 
Are Made Available 


In order to make certain addi- 
tional controlled materials items 
available to retailers who custom- 
arily sell them to the general pub- 
lic, including farmers and repair- 
men, NPA on May 9, added items 
to the list in NPA Order M-89 
under amendment 1. 

Added to the list were: Alu- 
minum weatherproof wire for 
electrical conduction; copper-clad 
steel wire, which frequently is 
used for electrically charged stock 
fencing; galvanized corrugated 
roofing, and steel spikes and 
brads. 

Order M-89, which deals with 
the distribution of controlled ma- 
terials to retailers, provides that 
they may use the allotment symbol 
W-5 to obtain the items listed in 
Schedule 1 of the order, including 
those now added by the amend- 
ment. 

Another fetature of the amend- 
ment is that it permits retailers, 
who purchased copper wire mill 
products during the base period 
(calendar year 1950), to buy alu- 
minum weatherproof wire up to 
$25 per calendar quarter. 


Makers May Use GCPR 


For Minor Price Rise 


Manufacturers who use the al- 
ternative method for determining 
ceiling prices based on their Gen- 
eral Ceiling Price Regulation ceil- 
ings rather than their base period 
prices may retain their GCPR ceil- 
ings where the change in price is 
less than 1 pct, OPS announced on 
May 1. 

OPS announced that the change, 
effective May 6, will have no mate- 
rial effect on the level of prices and 
will relieve manufacturers gener- 
ally, and particularly those who 
publish price lists, from the burden 
of reflecting insignificant changes. 


N.P.A. Orders Lifted 
On 5 Soft Metals 


Five metal orders were com- 
pletely revoked and another was 
substantially relaxed by the NPA, 
on May 15. 

Orders revoked outright were: 
M-48 (Bismuth); M-19 (Cad- 
mium); M-38 (Use of Lead); M- 
76 (Distribution of Lead) and M-39 
(Antimony). 

Order M-9 (Zinc) was amended 


HARDWARE AGE, MAY 29, 1952 





of CLEVELAND'S 





Add to the known advantages of socket screws, 
the extra strength and accurate forming that 
results from Kaufman Process manufacture — and 


you have extra values without extra cost. By this effi- 





cient double extrusion method, steel qualities are 
actually improved. With modern heat treatment added, 


Cleveland Socket Screws are extra tough. And the true 


hex sockets, formed in one operation, are clean all 


| 
| the way to the bottom with sharp corners that give firm 


purchase to the key. It pays you to stock and sell 


Cleveland Socket Head Screws. 









| | 
SS 
CLEVELAND 7 C2“ FASTENERS 


| \VBLE' 
| LyrRustON 
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fothe 237 of America’s 
hardware jobbers 

who do not carry the 
standard, branded 
Fuller line: 


If you're not one of the 77% who carry FULLER's standard, 
nationally advertised screw drivers you are depriving your sales- 
men (and yourself) of sales opportunities waiting for them. 
















3 
RB 


FULLER's famous branded tools are always in demand. Hard- 
ware dealers expect their jobber salesmen to carry the line that 
has created a market in itself. In price and quality, FULLER 
does not compete with any line you now stock. 


Ask your jobber friends about these brand-marked 
screw drivers and chisels—then join the successful 


priced tools. Retailers are already sold on FULLER. 
All you have to do is deliver the goods! 


Johnny Weil, Fuller's popular sales manager, has 
the complete story. Drop him a line. He'll be 
glad to visit with you. 











77% who are profiting from FULLER's popularly 















FULLER TOOL CO.,INC. 3522 WEBSTER AVE., NEW YORK 67 


World’s Largest Producers of Unbreakable Amber Handle Tools 
Export Sales Department: John H. Graham Co., 105 Duane St., New York, U.S. A. 
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to remove the allocation and use 
controls. 

NPA Administrator Henry H. 
Fowler said that supplies of the 
affected metals now are consid- 
ered sufficient to warrant aboli- 
tion or modification of controls, 
and indications are that require- 
ments generally can be met 
throughout the remainder of 1952. 


Small Firms to Get 
Wage Control Relief 


Wage controls on employers with 
eight or less employees will soon 
be removed, the House Labor Com- 
mittee was told recently by Nathan 
P. Feinsinger, chairman of the 
Wage Stabilization Board. 

The WSB has been pressured by 
various groups to exempt small 
business establishments from wage 
controls for a long time, on the 
grounds that it would relieve the 
small firms of much troublesome 
detail, and at the same time, would 
have little effect on the general 
economy. 


Henry Fowler New 


NPA Administrator 


Henry Fowler, NPA Adminis- 
trator, on May 7, was nominated to 
succeed Defense Production Ad- 
ministrator Manly Fleischmann, 
who started with NPA in Septem- 
ber, 1950 

Mr. Fowler will continue to hold 
his post in NPA. Mr. Fleischmann 
also served in both posts simul- 
taneously until January, 1952, 
when Mr. Fowler was named NPA 
Administrator. 


Allow More Metals 
By Self-Authorization 


Small manufacturers have been 
permitted use of a liberalized self- 
authorization procedure under the 
Controlled Materials Plan which 
will permit them to obtain substan- 
tially increased quantities of car- 
bon steel, alloy steel and aluminum, 
beginning with the third quarter, 
NPA Administrator Fowler an- 
nounced. 

The new procedure, effective July 
1, is designed to permit small con- 
cerns to share directly in the im- 
proved materials supply situation, 
and to extend the benefits of self- 
authorization to small producers 
who formerly were unable to take 
advantage of this provision. 
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Beginning with the third quarter 
of 1952, manufacturers of Class B 
products will be permitted to use 
the self-authorization procedure of 
Direction 1 to CMP Regulation 1 to 
obtain controlled materials up to 
certain limits, provided they do not 
exceed their average quarterly con- 
sumption of controlled material 
during 1950. 

Maximum self-authorization lim- 
its established under the amended 
direction’ for the third calendar 
quarter of 1952 are: Carbon steel 
(including wrought iron), 60 tons; 
alloy steel (except stainless steel), 
16 tons; stainless steel, 500 Ib., 
copper and copper-base alloy brass 
mill products, copper wire mill 
products, copper and copper-base 
alloy foundry products and powder 
—3000 Ilb.; and aluminum, 4000 Ib. 


Relief Sought On 


Some Tin Mill Items 


The Tin Plate Industry Advisory 
Committee, Dept. of Commerce, has 
recommended that all secondary 
tin mill products be placed on an 
uncontrolled list starting with the 
third quarter. 

The committee suggested that 
the products known as mill accumu- 
lation plate, unmended menders, 
and unassorted temper tin plate be 
added to the list, for suspension of 
controls. It was urged that the ac- 
tion be completed as soon as pos- 
sible to free these products in time 
for buyers to make their purchases 
for the Christmas toy trade, and 
other purposes. 


Asks OPS to Remove 
Its Control on Lead 


The elimination of OPS control 
over prices of lead, lead products 
and lead scrap has been: recom- 
mended to Ellis Arnall, Director of 
Price Stabilization, on the grounds 
that there now seems to be an ade- 
quate supply of lead and in the 
foreseeable future, and that the 
controls prevent a return to normal 
trade relations between producers 
and consumers. 


Second-Quality Steel 
Removed from Control 


Second-quality carbon steel, used 
largely in the manufacture of 
washers, toys and similar products, 
is being removed from the list of 
controlled materials for the fourth 
quarter of 1952, NPA has an- 
nounced. 
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ORDER 


your bolts, nuts, rivets and other 
fasteners easier and faster... with- 
out confusion or error. Buffalo 
Bolt’s latest catalog NO. 51 — 
gives you the information you 
need ... in a hurry. It’s clear, con- 


cise . . . and complete. 


STOCK 


top quality Circle © Bolts in 
clearly-labeled, sturdy, corrugated 
board Handy-Pack containers. 
Simplify your handling problems. 
Write for folder explaining types 
of bolts, quantities and weights 
available in Handy-Pack cartons. 


SELL 


the high quality of the complete 
line of Buffalo Bolts which has 
never been surpassed. In com- 
bination with Handy-Pack car- 





tons, they offer a superior prod- 


uct at a price no ae 


higher than that yy 


of ordinary bolts. 












BUFFALO 


BOLT COMPANY 


Division of Buffalo-Eclipse Corporations 
North Tonawanda, N. Y. 
Sales Offices in Principal Cities 


PRODUCERS OF CIRCLE © PRODUCTS— BOLTS e NUTS @ RIVETS AND SPECIAL FASTENERS 
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You get more top-quality rope ek a 
when you stock New Bedford... It is b 
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and it won't cost you one cent more! continue 
buying 
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ing a cl 
At no increase in price, every coil and half-coil of pre- retail se 
measured New Bedford rope is accurately, clearly marked trade. . 
in red at each ten-foot interval. No rope-length guesswork Parti 
...every sale is accurate and fast. to firm: 
More than that, there's no extra charge for the carton, Down,” 
yet these attractive self-dispensers sell themselves. Printed Pay” to 
red for manila, green for sisal, they use negligible floor of a su 
space. Stack 'em in pyramids, stack 'em on edge any way volume 
you stack ’em they're a sure-fire rope-selling display. They're 
practical, too... and efficient: Con 
*All-enclosed carton keeps rope factory-fresh, free from dirt, 
dust and grease Suspe 
*Rope stays snarl-free—no collapsed coil confusion the Fed 
*Easy-to-read specification panels mean finding the right 7 was W: 
rope fast as a lol 
But aside from the features of the rope and the carton, public 
there's another New Bedford built-in benefit: no double known { 
inventory. All rope from re to % inches is packaged in < 
full or half-coils. This means only one stock for each rope mittees 
size... only one inventory, one stock check. Easier, quicker control 
to sell by foot or pound—complete units eliminate remnants. Act), w 
Sell rope the New Bedford way ... make your rope sales July 1, 
really pay. suspens 
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NEW BEDFORD CORDAGE COMPANY, NEW BEDFORD, MASS. the regu 
) Rush me full details on New Bedford's triple profits. little or 
; ; ,; Opini 
() Please send me introductory trial order: Manila [) Sisal [] wiedues 
ee | mixed. 
tain tha 
My Name is ' have tal 
Company : to adm 
Address ' cluding 
' effect a1 
My Jobber is 7 it pleas 
122 HARDWARE AGE, MAY 29, 1952 HARDW 








9, 1952 








a Washing ton 
— and ViEWS 


Reports on Events Affecting 
The Hardware Business 





(Continued from page 10) 


Oniy Moderate Gain In 
Retail Sales Seen 
From Credit Relaxing 


Suspension of government con- 
trols over installment buying (Reg- 
ulation W) in Washington last 
month probably will result in only 
a moderate upturn in retail sales 
over the next few months, govern- 
ment economists predict. 

It is believed by federal price and 
credit experts that the public will 
continue to show signs of caution in 
buying goods sold on the install- 
ment plan. The government is keep- 
ing a close watch, however, on the 
retail sales volumes of nearly every 
trade. 

Particular attention is being paid 
to firms advertising “No Money 
Down,” and “Take 30 Months to 
Pay” to see if there are indications 
of a sudden or sharp rise in the 
volume of credit outstanding. 


Congress Forced Action 


Suspension of Regulation W by 
the Federal Reserve Board on May 
7 was widely hailed within Congress 
as a long over-due break for the 
public and retailing alike. It is 
known that the congressional com- 
mittees engaged in writing the new 
control law (Defense Production 
Act), which will become effective on 
July 1, had intended to write a 
suspension of credit controls into 
the new law. 

It is important for the retailing 
community to keep in mind that the 
Reserve Board’s action was a sus- 
pension of the credit regulation. It 
was not an abolition of the regula- 
tion. This means that the Board 
still has full authority to re-impose 
the regulation at any time, and with 
little or no advance notice. 

Opinion at the Capitol as to the 
wisdom of this move is definitely 
mixed. Many congressmen main- 
tain that the Reserve Board should 
have taken away from it the power 
to administer the regulation, in- 
cluding the power to place it into 
effect and remove it from effect as 
it pleases. 
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2 MORE 
SHARON REFILLABLE 


ASSORTMENTS 


to make your fastener department 
more complete . . . more profitable 


ASSORTMENT No. HS-238 
SCREW HOOKS 


238 electro galvanized screw 

hooks . . . 7 sizes from No. 14 

to No. 2... all sizes com- 
pletely refillable. 



























Yes, we now have 62 Assortments 


... AND THEY'RE ALL REFILLABLE! 








ASSORTMENT No. SE-656 


SCREW EYES 


656 electro galvanized screw eyes. . . 
10 sizes from No. 216 to No. 0... 
every size completely refillable. 


BOSTON 
MASS. 


ShHanore bec Bolt andl. Sethu Co- 








Save that muscle! Don’t waste it threading pipe. 
There's an EASY way .. . the “PIPE MASTER” way. 
All the hard work of cutting-off, reaming, and 
threading is EASY on the “PIPE MASTER”. Yes... 
even chucking is EASY with the new Oster “Auto- 
Grip” safety chuck. This exclusive Oster feature 
adds chucking speed to threading speed—a com- 
bination found ONLY on Oster machines. Standard 
range 4" to 2” pipe. Extra pone? %” a Ai 
with drive shaft 214” to 
8” pipe. Bolt range 4” 
to 1%”. 





THE OSTER MFG. CO. 2028 Eost 6ist St., Cleveland 3, Ohio, U.S.A. 


(J Rush copy of catalog bulletin on No. 502 “PIPE MASTER.” 
-s Rush names of Oster Distributors in our area. 
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COMPANY a 





ADDRESS ss 
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Herlong Amendment Author 
To Address NRHA Congress 


Congressman A. S. Her- 
long of Florida and Senator 
Karl E. Mundt of South Da- 
kota will be among the fea- 
tured speakers at the 53rd 
annual Congress of the Na- 
tional Retail Hardware As- 
sociation to be held July 14 
to 17 at the Statler Hotel in 
Washington, D. C. Govern- 
ment regulations, economic 
trends, selling techniques and 


the irha advertising cam- 
paign will be among the 
many subjects to be dis- 
cussed. 


Monday morning and af- 
ternoon will be devoted to 
registration of members and 
guests. That evening the 
roll call session and intro- 
duction of state and regional 
association delegations and 
guests will start the official 
sessions. A_ reception for 
President and Mrs. Carl A. 
Miller will follow. 


President Miller will de- 
liver his address at the 
Tuesday morning session. 


Russell R. Mueller, who has 
resigned as executive secre- 
tary of the New England 
Hardware Dealers’ Associa- 
tion, to succeed Rivers Peter- 
son as NRHA’s managing 
director, will report on the 
irha advertising campaign. 
Senator Mundt concludes 
that session with an address, 
Three Paths to Perdition, 
in which he will analyze 
current problems. 

The Wednesday morning 
session will hear Dr. Jules 
Backman, professor of eco- 
nomics, New York Univer- 
sity, talk on The Business 
Outlook, this being his sixth 
NRHA Congress appearance. 
Carl V. Haecker, merchan- 
dise display manager, Radio 
Corp. of America, Victor Di- 
vision, will present, A Cap- 
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sule for Successful Selling 
(4 Ingredients, Plus 1). 

Congressman Herlong, who 
was author of the Herlong 
Amendment to the Defense 
Act of 1951, which required 
OPS to observe both retail- 
ers’ and wholesalers’ his- 
toric margins, will open the 
Thursday morning meeting. 
He will discuss trends in 
government. 

Rivers Peterson will make 
his final address as NRHA’s 
managing director, his re- 
tirement to be effective as of 
July 31. 

Concluding session of the 
Congress will be the Thurs- 
day afternoon business meet- 
ing including committee re- 
ports and election and _ in- 
stallation of officers for the 
ensuing year. 

The entertainment pro- 

(Continued on page 130) 





Lehman Heads Sales 
For Frigidaire 


Herman F. Lehman has 
been named to succeed Philip 
M. Bratten as general sales 
manager of Frigidaire Divi- 
sion, General Motors Corp., 





HERMAN F. LEHMAN 


Dayton, Ohio. L. A. Clark 
will continue as_ assistant 
general sales manager of the 
division. 

Mr. Bratten, on leave of 
absence because of illness 
for the past six months, has 
been granted an _ indefinite 
extension. With the com- 
pany 36 years, he has served 
as general sales manager for 
10 years. 

Mr. Lehman, completing 
his 27th year with the firm, 
has held many managerial 
positions during his long 
tenure. He had been assis- 
tant general sales manager 
for nearly 10 years. 


Chicago Retail Group 
Offers Sales Course 


A sales refresher course 
sponsored by the Chicago Re- 
tail Hardware Association, 
1414 Merchandise Mart, Chi- 
cago, Ill., and conducted by 
Donn Mason, sales trainer, 
will be held in September and 
October. Exact dates and 
places will be determined by 
the amount of enrollees in 
each area. 

Enrollment fee is $5 for all 
three sessions; there will be 
a two-hour evening class per 
week for three successive 
weeks, 








Revere Copper and Brass Elects 
Hitchcock, McCreery Vice-Presidents 


Wallace H. Hitchcock and 
Chester M. McCreery were 
elected vice-presidents of Re- 
vere Copper & Brass, Inc., 
230 Park Ave., New York, 
N. Y. Mr. Hitchcock is now 
in charge of the company’s 
Pacific Coast division at Los 
Angeles, and Mr. McCreery 





WALLACE H. HITCHCOCK 


heads the firm’s Rome Mfg. 
Co. division at Rome, N. Y. 

Mr. Hitchcock has _ been 
with Revere since 1918 and 
previously was general man- 
ager of the Pacific Coast di- 
vision since it was formally 
opened in 1949. 


Mr. McCreery, with the 


company 20 years, was pre- 
viously manager of the Rome 
Mfg. Co. division, fabrica- 
tors of Revere Ware cooking 
utensils. 

Other executives elected 
by the firm are: John C. 
Emison, Jr., as assistant 
treasurer; and assistant gen- 
eral managers A. N. Aird, 
3altimore division, R. H. 
Buck, Dallas division (Chi- 
cago), E. P. Hawkins, Michi- 
gan division (Detroit), L. G. 
Glesmann, Rome (N. Y.) 
division, J. B. Buckley, New 
Bedford (Mass.) division, 
and E. D. Howell, Rome 
Mfg. Co. division. 





CHESTER M. McCREERY 
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Sharp Succeeds Nance 
As Hotpoint President 


John C. Sharp has been 
elected president, general 
manager and a director of 
Hotpoint, Inc., 5600 W. Tay- 
lor St., Chicago, IIl., to suc- 
ceed James J. Nance, who 
resigned to become president 
of the Packard Motor Co. 

Mr. Sharp, who has been 
with the firm for 23 years, 
was vice-president and chief 
engineer and also served on 
the company’s management 
executive committee. He at- 
tracted industry attention 
for studies he directed on 
high frequency heating as 
well as for several national 


citations he received for 
major appliance designs de- 
veloped under his direction. 





JOHN C. SHARP 








A. R. Benson Re-Elected to Head Tackle 
Group; Will Fight Freight Increases 


Capping the largest meet- 
ing in its history, the As- 
sociated Fishing Tackle 
Manufacturers, at its recent 
annual meeting at the Hotel 
Schroeder, Milwaukee, elected 
A. R. Benson president for 
the 16th consecutive term. 
Mr. Benson is secretary-trea- 
surer of the W. W. Mildrum 
Jewel Co., East Berlin, Conn. 

The meeting, which was 
held jointly with the Sport 
Fishing Institute meeting, at- 
tracted an attendance of 
about 200 members and 
guests. 

Other officers of the tackle 
association chosen at the 
meeting included E. C. Wo- 
truba, Weber Lifelike Fly Co., 
Stevens Point, Wis., who was 
re-elected vice-president, and 
John M. Holmes, who was 
re-appointed secretary-trea- 
surer. 

Election of officers of the 
Sport Fishing Institute saw 
the following men selected: 
A. R. Benson, re-elected presi- 
dent; R. H. Balch, president 
of Horrocks-Ibbotson Co., 
Utica, N. Y., re-elected a 
vice-president and also made 
treasurer; Henry Shake- 
speare, president of Shake- 
speare Co., Kalamazoo, Mich., 
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re-elected a vice - president; 
Leo Pachner, president of 
PMK, Inc., Momence, IIL, 
elected a vice-president of the 
institute. 

The fish tackle association 
endorsed the holding of a 
trade show at the Conrad 
Hilton Hotel, Chicago, Aug. 
4 to 8. This show will com- 
bine the two shows previously 
scheduled for Chicago in Aug- 
ust and will be managed 
jointly by the managements 
of the two shows originally 
planned. . 

In 1953 the association is 
planning to hold an associa- 
tion owned and_ sponsored 
show in Chicago in August. 

The membership also voted 
to continue its fight against 
the reclassification of sport- 
ing goods, as proposed by the 
railroads. It was pointed 
out that this reclassification 
would result in freight cost 
increases of up to 25 pct on 
fishing tackle. 

The convention heard talks 
by both OPS and NPA offi- 
cials. On the material out- 
look, the possibility was indi- 
cated that steel and aluminum 
might be free of controls by 
the first of the year. The 
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Wholesalers’ Convention To 
Be Held Week of October 12 


The 103rd Semi-Annual 
Convention of the American 
Hardware Manufacturers As- 
sociation and the 58th An- 
nual Convention of the 
National Wholesale Hard- 
ware Association will be held 
jointly in Atlantic City, N. J., 
during the week of Oct. 12. 
Registration will begin at 10 
A. M. on Sunday, Oct. 12, in 
the Marlborough - Blenheim 
Hotel, headquarters of both 
associations. 

The Conference Booth Plan 
will again be put into opera- 
tion in the Atlantic City Con- 
vention Hall on Oct. 13 and 
15. Single booths are 10 by 
10 ft.; double booths are 10 
by 20 ft. All booths will be 
carpeted and completely fur- 
nished and each will be num- 
bered and show the company 
name and location. 

Members of the American 
Hardware Manufacturers As- 
sociation are eligible to par- 
ticipate in the booth plan and 
may apply for a single or 
double booth in accordance 
with the terms of the rental 


contract. Booths will be as- 
signed strictly in accordance 
with each manufacturer’s 
numbered position in the 
drawing by a firm of certified 
public accountants. 

Booth assignments will be- 
gin at noon of June 23, which 
is the deadline date and hour 
for the receipt in the AHMA 
office, 342 Madison Ave., New 
York 17, of all booth appli- 
cations from companies en- 
titled to participate in the 
program. 

Displays are not permitted 
in booths, nor are backdrops, 
cut-outs or special signs or 
boards. Motion pictures or 
souvenirs of any kind are also 
prohibited. However, cata- 
logs, price sheets, sales litera- 
ture and similar printed 
matter are permitted. 

Hotels cooperating in the 
joint convention are the Cla- 
ridge, Brighton, Dennis, 
Shelbourne, Traymore, Cril- 
lon and Jefferson, who have 
already begun taking reser- 
vations. 








general techniques of decon- 
trol were explained. 

The Sport Fishing Insti- 
tute approved the largest 
budget ever made available 
to further the program spon- 
sored by the institute in the 
interests of protecting and 
improving sport fishing fa- 
cilities. 





Cabinet Makers Meet 


The mid-year meeting of 
the Steel Kitchen Cabinet 
Manufacturers Association 
will be held at the Cleveland 
Hotel, Cleveland, Ohio, on 
June 4. A board of directors 
meeting, luncheon, general 
session, social hour and 
group dinner are on the pro- 
gram. 


Ramset Acquired 
By Olin Industries 


Olin Industries, Inc., New 
Haven, Conn., has acquired 
Ramset Fasteners, Ince., 
Cleveland, Ohio, one of the 
country’s oldest manufactur- 
ers of powder-actuated, in- 
dustrial stud-driving tools. 

The acquisition of Ramset 
is another step in the expan- 
sion of Olin Industries into 
related fields, according to 
John M. Olin, president of 
the firm. Ramset Fasteners, 
Inc., will continue its busi- 
ness under its present man- 
agement and will be oper- 
ated by Jesse E. Williams, its 
president, as a part of the 
Arms and Ammunition Divi- 
sion of Olin Industries. 
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30” and 36” rigid 
frame style 











Patented Blades 


Light, Sturdy, 
Tubular Tension Frames 


Quick Blade Changes 


Fastest Cutting Bow Saw Made 


ey... 


Everyone that has used 
a famous Bushman saw 
knows it cuts faster—is 
less tiring and cuts longer 
than any bow saw they 
b can use. Dealers, too, 
& know how these saws 
t have sold year in and 
= yeor out because they're 
B everything their cus- 
tomers want. Order your 
stock now, and watch 
Bushman moke a profit 
for you. 


Other Gensco Products: 


See Your Jobber ASG! Write tor Prices 


GENSCO TOOL DIVISION 
GENERAL STEEL WAREHOUSE CO., INC. 


1802 North Kostner Avenue e Chicago 39, Illinois 
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News of the Trade 





Rassell, Burdsall & Ward Names Two 
Sales Executives in Pittsburgh Area 


Richard D. Baker and 
Thomas Toby have been ap- 
pointed sales executives of 
the Russell, Burdsall & Ward 





RICHARD D. BAKER 


Bolt & Nut Co., Port Chester, 
N. Y. Mr. Baker was named 
resident vice-president and 
Mr. Toby was made assistant 
manager of sales, both in the 
Pittsburgh, Pa., area. They 
will be located in the com- 
pany’s new sales offices, 2100 
First National Bank Build- 
ing, in Pittsburgh. 

Mr. Baker has been asso- 
ciated with the fastener in- 
dustry since 1919 when he 
joined the sales staff of the 
Pittsburgh Screw and Bolt 
Corp., later serving as man- 


ager of sales for the Pitts- 
burgh area. For the past 12 
years he has been vice-presi- 
dent in charge of sales for 
Pittsburgh Screw & Bolt and 
the company’s western divi- 
sion, Gary Screw & Bolt, with 
direction of all sales through- 
out the country. 

Mr. Toby joined the New 
York sales office of Pittsburgh 
Screw & Bolt in 1938. Fol- 
lowing service in the Navy, 
he returned to the company 
as eastern manager of sales 
with offices in Philadelphia. 





THOMAS TOBY 





For the past year he has been 
the assistant general man- 
ager of sales at the main 
office in Pittsburgh. 








Conroy, Frank Become 
Whirlpool Sales Heads 


Joseph E. Conroy and Lee 
Lester Frank have been ap- 
pointed regional sales man- 
of Whirlpool: -Corp., 
Benton Harbor, Mich., in a 
recent rezoning of the com- 
pany’s sales territories. 

Mr. Conroy will head the 
northeast territory, compris 
ing the metropolitan areas of 
Rochester, Syracuse, Albany, 
Scranton, New Haven, 
Springfield, Boston and Buf- 
falo. Mr. Frank will direct 
sales for the west central 
territory, including the major 
cities of Minneapolis, Omaha, 
Chicago, Hammond, Milwau- 
kee, Peoria, Wichita, Kansas 
City, St. Louis and Des 
Moines. 

Ernest Keller, previously 
in charge of the northwest 
sales territory, has been re- 
assigned to the central terri- 
tory, formerly covered by 


Paul La Roche. This terri- 
tory includes Michigan, Ohio 
and northern Indiana. La 
Roche will cover the eastern 
territory, extending from 
New York City to Washing- 
ton, D. C., and west to Pitts- 
burgh. 





Phoenix Hardware Adds 
Robinson Brush Line 


The Phoenix Hardware 
Co., 95-99 Howard St., New- 
ark, N. J., wholesaler, was 
appointed exclusive New Jer- 
sey distributor of the paint 
brush lines made by Edward 
E. Robinson, Inc., Nutley, 
N. J. 

An all-day indoctrination 
meeting was held at _ the 
Robinson plant, during which 
the Phoenix executives and 
sales force were familiarized 
with the company’s manufac- 
turing methods and mer- 
chandising aids. 
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fo be a 
Porter-Cable Distributor 


a QUALITY LINE Every Porter-Cable Tool is uncon- 


(ihy' 


| the New 
Pittsburgh 
938. Fol- 
the Navy, 
» company 
r of sales 
iladelphia. 





ditionally guaranteed... gives your customer 
true value for his money. 





Ps FULL PROTECTION Porter-Cable’s Policy is the same 
™ fair proposition for all...no other distributor 
gets a bigger discount than you. 





= STRONG BACKING Porter-Cable maintains an ag- 
gressive National Advertising program .. . pro- 
vides a wide variety of promotional material on 


7 ee an exceptionally favorable basis. 
ral man- 


the main 





oy SELECTIVE DISTRIBUTORSHIP We do not follow the 
“buckshot” approach in locating sales outlets... 
Porter-Cable Distributors are protected against 
indiscriminate competition. 
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to Pitts- Our fair and square Policy is all down a 


in black and white. Want a copy? 
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Porter-Cable Machine Co. 
1185 N. Salina St., Syracuse 8, N. Y. 
Manufacturers of SPEEDMATIC and GUILD Electric Tools 

In Canada write: Strongridge, Ltd., London, Ont. 
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Do it with 


TUFWEB 


and you’ll make money 


Push Martin TUFWEB 
Use Martin TUFWEB 


Sell Martin TUFWEB 





It’s the new-as-"52 furniture fabric 





Won't fray Won't fade 
Unharmed by water, sun, chemicals 
Cleans with soap and water 
Stays strong—stays good-looking 
Never wears out 


OLD CHAIRS 
MADE NEW 


NEW CHAIRS 
MADE MODERN 








Get 
ffpartin 
TUFWEB 
counter cabinet with 
fast-selling introduc- 
tory selection of 12 
popular colors 
(TUFWEB made in 
27 colors!) 











& TAKE ADVANTAGE OF THE 


TUFWEB 
PROMOTION PROGRAM: 





TUFWEB counter cabinet with 
bin for TUFWEB clips 


* Free direction leaflets for your customers 

*Free display posters 

*Free newspaper mats to use locally 

*Free dramatic “before” and “after’’ demonstration 
suggestions 


GET IN! TIE IN! CASH IN! 


Ask for the whole story today 





Martin Fabrics Corporation 
48 West 38th Street, New York 18, N. Y. 
LO 4-2020 
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Mussel Now President 
South Bend Toy 


Robert W. Muessel was 


elected president and gen- 
eral manager of the South 
Bend Toy Mfg. Co., South 
Ind., 


Bend, and Louis R. 





ROBERT W. MUESSEL 


Chreist, Jr., was named vice- 
president and treasurer of 
the firm. 


Mr. Muessel’s promotion 





LOUIS R. CHREIST 


came after serving the com- 
pany for 29 years, having 
previously , been vice-presi- 
dent and sales manager as 
well as a member of the 
Board of Directors for sev- 
eral years. 


Mr. Chreist joined the 
company in 1933 and was 
made vice-president in 


charge of manufacturing 
three years. In 1950 he was 
elected to the board of di- 
rectors. 





Gibson Managers Named 

W. J. Browne has been ap- 
pointed manager of range 
sales for the Gibson Refrig- 
erator Co., Greenville, Mich. 
C. F. Pearson has_ been 
named manager of freezer 
sales. The new managers 
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will develop sales programs 
and plans to assist distribu- 
tors through divisional man- 
agers. 





Pittsburgh Plate Glass 
Appoints New Manager 


Appointment of Joseph C. 
Thompson, Jr., as general 
paint manager for Pitts- 
burgh Plate Glass Com- 
pany’s merchandising divi- 
sion was announced recently. 
In his new position Mr. 
Thompson succeeds E. D. 
Peck, newly elected vice- 
president. 

Associated with the firm 
since 1940, Mr. Thompson 
joined it as supervisor of 
trade sales development at 
the Milwaukee plant. Since 
1946 he has served as assis- 
tant general paint manager 
of the merchandising divi- 
sion. 





Manhattan Brush Co. to 
Promote Private Brands 


The Manhattan Brush Co., 
42 W. 18th St., New York, 
N. Y., will aggressively pro- 
mote the sale of private brand 
brushes for the first time in 
its history, according to its 
president, Sam Gillman. 

This move was made so 
that the wholesaler can order 
from a complete iine of Man- 
hattan paint brushes or have 
brushes made to his own 
specifications 











EDWARD A. McKENNA 


who was recently elected a vice- 
president and director of North 
Bros. Mfg. Co., American St. 
and Lehigh Ave., Philadelphia, 
Pa., a division of Stanley W orks. 
Since 1946, Mr. McKenna has 
been sales specialist on Yankee 
tools, and has traveled most of 
the country with Stanley Tool 
salesmen. 
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with non-burning 
Ironing Board Covers of 


ASBESTON 


Women want nationally-advertised Asbeston 
@ It lies flat to speed work and give it a better 
finish—never wrinkles or bunches. 


@ Woven from rock asbestos—Asbeston is fire- 
resistant—safe for the home. 


@ it's really durable— made of super-twist, two- 
ply Asbeston yarns that dry quickly and 
smoothly. 


That’s why top makers of top-quality 
ironing board covers use ASBESTON 
to make the best covers. They’re now 
in use in over 4 million homes. Asbes- 
ton quality sells. 


Always display and feature 
this label—it gets 
business and profits. 






home Sore _ 
— © 
Made by the Textile Division 


UNITED STATES RUBBER COMPANY 


1230 Avenue of the Americas, Rockefeller Center, New York 20, N. Y. 
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“FASTEST SELLING 


ITEMS WE 
EVER CARRIED !” 


So easy to use. 
Applies just like 
toothpaste. Stays 
bright, white for- 
ever. 











” “K 
eh ae 


Easy to Use 
MIRACLE TUB-CAULK 


Squeeze bright, white Tub-Caulk right out of 
the tube—like toothpaste. Dries in one hour 
to tight waterproof seal that won't shrink 
or crumble. Keeps its bright, white satin- 
smooth finish even after repeated use of 
harsh scouring powders. Your customers each 
will buy several tubes of Tub-Caulk to seal 
around bathtubs, to fill in cracks around 
shower stalls and to seal cracks between sinks 
and walls and between window or door frames. 


Packaged in Colorful, 
Self-Selling Counter 
Display! 


“One large retailer reports: “$12,816 Miracle Tub-Caulk sales in 
30 days — Most successful promotion ever run!” 


v 


Solves toughest 
gluing problems. 














MIRACLE Black Magic ADHESIVE 


as described in Reader’s Digest 


The rugged waterproof adhesive for heavy 
duty jobs. Your customers will want Black 
Magic Adhesive to replace loose tiles .in 
walls, floors or mantels, to fasten rubber 
strips, gaskets, and bumpers on car doors or 
refrigerators; and to attach furring strips 
directly to concrete or masonry walls with 
Miracle Anchor Nails. 


Distribuged Coast to Coast and in Canada 





loin the profit parade. Order stock today, and watch 


come fast and easy and your profits roll in! 
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SPEEDY SPRAYER 444 
Doubles the spraying speed 
and working area! No job too 
big! Delivers 4 cu. ft. of clean, 
oil-free air at 40 Ibs. pressure 
Operated by 14 h.p. motor or 
engine. Outfit with gun, less 
motor. $59.50 
Retail 
SOLD BY 


SPEEDY SPRAYER 890 
Famous diaphragm principle 
eliminates oily pistons—deliv- 
ers 2 cu. ft. of clean, oil-free 
air at 30-40 Ibs. pressure. 
Sprays anything from a toy to 
a house. Operates with any 
Y h.p. motor. Never needs 
oiling. Outfit with gun, less 
motor. $32.50 
Retall 


ADVERTISED IN 


Post 


AND OTHER MAGAZINES 





LEADING JOBBERS 


Fa Sa) fell, Mele) ite) Fy vile). 
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Killey, Scholl to Head 

Maytag Regional Sales 
The Maytag Co., Newton, 

Ohio, has appointed two new 


regional sales managers, Vic- 
tor W. Killey and Carl E. 





Scholl. Mr. Killey will be in 
charge of 12 counties in Ohio 
and Mr. Scholl will supervise 
two counties in Pennsylvania, 
three in Maryland, 19 in Vir- 
ginia and three in West 
Virginia. 





CARL E. SCHOLL 


For the past several months 
Mr. Killey has been serving 
the firm as a temporary reg- 
ional manager in Ohio. 

Mr. Scholl prior to joining 
the Maytag Co. was with 
an appliance distributor in 
Cleveland, Ohio, and later 
became a range supervisor 
for Maytag in the Cincinnati 
branch. 


Herlong to Address 
NRHA Congress 


(Continued from page 124) 


gram will include sightsee- 
ing trips, a golf tournament 
and the annual banquet and 
floor show. 

Tuesday afternoon there 
will be a sightseeing trip to 
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Arlington, Alexandria and 
Mount Vernon, where dele- 
gates will visit George Wash- 
ington’s home and his tomb. 
The NRHA golf tournament 
will be held that afternoon 
at the Congressional Country 
Club. That evening the con- 
ventioneers will attend Paul 
Green’s dramatic spectacle, 
“Faith of Our Fathers,” at 
Carter Barron’s Amphithea- 
tre. 

On Wednesday morning 
the ladies will make a spe- 
cial tour through portions of 
the recently rebuilt White 
House. In the afternoon 
sightseeing trips will be con- 
ducted through a number of 
public buildings in the capi- 
tal city. Convention enter- 
tainment will be concluded 
with the annual banquet and 
floor show on Wednesday 
evening. 


Sales Executive Barker 
Joins Porter-Cable Co. 


Curtis H. Barker, Jr., has 
been named executive assis- 
tant to John A. Proven, vice- 
president in charge of sales 
for the Porter-Cable Machine 
Co., Syracuse, N. Y. 

Mr. Barker was previously 
associated with the Lamson 
Corp. of Syracuse, where he 
was sales manager of the 
Pallet Loader Division. In his 
new capacity, he will coordi- 
nate the activities of the 
factory sales and service di- 
visions with the field sales 
activities and general com- 
pany policy. 

One of the first tasks Mr. 
Barker will undertake will be 
to organize a Sales Training 
School for Porter-Cable sales- 
men who will handle the com- 
pany’s lines of portable 
electric tools and abrasive 
belt grinders. 





CURTIS H. BARKER, JR. 
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Connecticut Valley's 
Expansive Bit 
| Draws into Wood 
| smoothly 


Your customers will like the free, positive action with - 
out clogging that this bit provides. Show them the 
reason: — the smooth threads on the point . . . cut that 
way by milling from solid stock. . . 


BORES AT ANY ANGLE 


FORSTNER AUGUR BIT 


Because it is guided by its circular rim, this bit can cut 
any arc of a circle, can bore at an acute angle without 
regard to grain or knots. In hand brace shanks from <” 
to 2”, in machine shanks from \" to 3”. 


ieee 






THE CONNECTICUT VALLEY MFG. CO. 


Main Street, CENTERBROOK, CONNECTICUT 








Quality in PLASTER and 
CEMENT FINISHERS’ TOOLS 


When plasterers and cement finishers want the 
best, they demand 

HARRINGTON. For 

greater profits, quicker 

turnover, and customer 

satisfaction, stock HAR- 

RINGTON. 





Many other 
Quality Harrington 
Tools in free catalog. 
Send for your copy. 


DARBIES 
lain-Boung 


E. M. HARRINGTON 
4316 Alger St., Los Angeles 39, Calif. 
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WHY SKILLED WORKMEN Prefer 


Rribeip 


Small Ratchet Threaders 


Viol TOOLS 
make good workers 
Better! 





Drop head sets to thread %" to 2” 


These Drop Head Dies Give You 
Extra Fast Easy Pipe Threading 


% Heads snap into ratchet ring from either 
side, won’t fall out. 


% Precision-cut alloy dies reverse for close-to- 
wall threads—no special dies needed. 


* OOR & OR, %” to 1”; 111R and 11R, %” to 
14%"; 12R, %” to 2’. Conduit dies available. 


% Buy at your Supply House. 


THE RIDGE TOOL COMPANY « ELYRIA, OHIO 


am 








NOW...! In Its Third Big Year 
GARDEX Self- Sernice 


MERCHANDISER 


/ 
Light toa 
a7 MADE, 

eT i 


Net Dealer Price 
Complete with Tools 
ONLY 


11 
ZONE | 


Display Comes Complete with 24 Tools of 10 Different Kinds 
4—No. 740 Trowels 2—No. 715 Rakes 
2—No. 741 Transplanting Trowels 2—No. 751 Dibbles 
4—No. 732 Culti-Hoes 2—No. 721 Culti-Spades 
2—No. 714 Culti-Weeders 2—No. 706 Dandelion Cutters 
2—No. 703 Spading Forks 2—No. 713 Cultivators 

Cat. No. 770. Wt. 22 Ibs, 

















Penl Named Sales Head 
Of McDougall-Butler 


Frank G. Penl has been 
appointed sales manager of 
the McDougall- Butler Co., 


FRANK G. PENL 


| Buffalo, N. Y., paint and var- 


nish manufacturer. 

Mr. Penl formerly held the 
post of sales manager of 
transportation firishes, a re- 
sponsibility he will continue 
to assume along with the 
addition of supervising all 
other sales activities of the 
company. 


Two-Day Sales Meeting 
Held at Lowe Bros. Co. 


Six top-rated salesmen of 


| the Lowe Bros. Co., paint and 


varnish maker, Dayton, Ohio, 
held a two-day sales advisory 


News of the Trade 





meeting recently with the 
members of the firm’s man- 
agement. W. C. Rhodes, trade 
sales manager, was modera- 
tor for the gathering. 
District salesmen who at- 
tended the meeting included 
T. B. Craig, Atlanta; J. H. 
Henschel, Chicago; F. J. 
Ritchie, Kansas City; A. L. 
Statkus, Boston; J. T, 
Thomas, Jersey City, and V. 
Routsong, Dayton. 


Knese Boston Sales Head 
For Congoleum-Nairn 


Charles J. Knese has been 
named Boston district sales 
manager of Congoleum- 
Nairn, Inc., 195 Belgrove Dr., 
Kearny, N. J. He previously 
was building material sales 
manager. 

Mr. Knese joined the com- 
pany in 1937 in St. Louis, 
Mo., and two years later was 
moved to the firm’s Los An- 
geles office. In 1941 he was 
transferred to the Kearny 
home office as assistant con- 
tract manager. He became 
assistant manager of the New 
York district office in 1944 
and returned to Kearny two 
years later as assistant build- 
ing materials manager. Five 
years ago he was promoted 
to asphalt tile sales manager 
and to building materials 
sales manager last year. 








Brown-Rogers-Dixson Co. Expands Territory 


The Brown-Rogers-Dixson Co., Winston-Salem, N. C., hard- 
ware wholesaler, has recently added the eastern Carolinas 
to its distribution territory for the Emerson Radio & Phono- 
graph Corp.; it previously covered the western Carolinas. 
Shown just after completion of the expansion arrangements 
are, left to right, C. M. White, sales manager of the radio 
and television division of Brown-Rogers-Dixson; James C. 
Stewart, regional sales manager for Emerson; F. R. Dixson, 


Columbia, vice-president; 
director of sales, 


Brown-Rogers-Dixson. 


C. E. Dixson, vice-president and 


s. C. 


Columbia, 


is headquarters of the new area. 
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NEW HITI.. 


@ LOW PRICED 


@ PRE-PACKAGED 
KNOCKED-DOWN 


® QUICKLY INSTALLED 


@ WEATHER 
DEFYING 


STYLE 1-A | 


An immediate hit! Beautiful new Leigh “Aristocrat” all-metal 
awnings and canopies set a new high in customer satisfaction 

at low cost. Note these features: (1) Unique knock-down design 
makes installation quick and easy. (2) Rugged steel construction 
withstands wind, snow, falling icicles. Will not rattle. 

(3) Steel is zinc coated and bonderized then finished with zinc 
chromate primer plus baked enamel, in white with blue, green or 
red stripes. (4) Quickly assembled with pliers and screwdriver. 


(5) Standard stock sizes — only 6 sizes required to fit most windows 


and doors. Immediate delivery. Special sizes also available. 


@ Send for complete new 4-color Catalog-52-L of Leigh 
interior and exterior metal building supplies. 


LEIGH BUILDING PRODUCTS, Division 


AIR CONTROL PRODUCTS, INC. 
COOPERSVILLE, AGE AVE., MICHIGAN 





ADJUSTABLE 
CLOSET RODS 


Will not sag or pull out. Rod 
telescopes to desirgd length. 
Unique end plate screws to wall 
or hook rail. Bright electroplate 
finish. 4 adjustable sizes. 


SWING AWAY 
GARBAGE CONTAINER 


Opens and closes auto- 
matically with motion of 
kitchen cabinet door. 10 
qt. pail. Baked enamel 
finish. A beautiful unit. 
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SCREEN DOOR 
GRILLES 


Permanent, attractive, ad- 
justable. Wrought iron. 
Colonial Black. Also ideal 
for window guards. 3 sizes. 
Complete with screw. 


Teigh.“ ARISTOCRAT” 


METAL AWNINGS, CANOPIES 








ARISTOCRAT 
MAIL BOX 


Combination mail box 
and magazine receiver 
. in Colonial Black or 
Bronze. All-aluminum. 
Roomy, rustproof. 
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1 MODERN DRAWER PULLS 


2 DRAWER PULLS 
With or without 
back plates 


\ 

; 
} 
i 









\ 4 CONCAVE 

DRAWER KNOBS 

In all sizes with or 
without back plates 





USE these popular 

items in the famous 

AJAX line to step-up 
summer sales. Now, when / 

homes and apartments are being 

re-decorated, you can increase your 

sales volume by suggesting this beautifully 

styled, decorative hardware. Packaged 

for effective merchandising. Competitively 

priced for quick sales. And AJAX fully 

guarantees every item in its line. Stock up now 

to step-up summer sales! Ask your jobber about 

other decorative items in the AJAX line. 


WHIINs OOS CUSO 
TSX Vegan 


MaAnOwARE OF PRESTION 


AJAX HARDWARE MANUFACTURING CORP. 


2, 4atef 


3 NEWLY DESIGNED 
ESCUTCHEONS 







® Los Ange s 


435 Vailey Blvd 


134 








Advance Soulen, Hoffman 
At Mansfield Tire Co. 
H. B. Soulen and James H. 


Hoffman, two top ranking of- 
ficials of the Mansfield Tire 





H. B. SOULEN 


& Rubber Co., Mansfield, 
Ohio, have been elected to 
new positions with the com- 
pany. Mr. Soulen, president 
of the firm, has been made 
vice-chairman of the board of 
directors. Mr. Hoffman, ex- 
ecutive vice-president, has 
been advanced to the presi- 
dency. 

Elected at the annual meet- 
ing of the board of directors, 
the two men attended a ban- 
quet where formal announce- 
ment was made. It was also 
made known that six other 
officials were re-elected to 
their positions. G. W. Ste- 
phens as chairman of the 
board; Edward E. Stevens as 
vice-president and _ general 
sales manager; J. S. Wain- 
right, vice-president; E. Paul 
Stephens, secretary; Boyd 
Weaver, treasurer, and Wal- 
ter J. Epley, assistant trea- 
surer. 

Mr. Soulen, associated with 
the firm as_ vice-president 
and factory manager since 
1937, has been president for 
more than three years. 

Mr. Hoffman’s career at 





JAMES H. HOFFMAN 


News of the Trade 





the company started in the 
factory departments as a 
youth, after which he served 
as legal counsel for some 
time. He was elected assistant 
secretary in 1937, and secre- 
tary two years later. In 1951 
he was made executive vice- 
president. 


Four-Day Sales Meeting 
Held By Washburn Co. 


E. H. Gorton, sales man- 
ager of the Washburn Co., 
24 Union St., Worcester, 
Mass., and Glen Gronberg, 
sales manager of the com- 
pany’s Rockford division, di- 
rected a four-day sales meet- 
irg recently at the Hotel 
Sheraton, Worcester, Mass. 

Presentation of the newest 
lines was made to the entire 
national sales organization. 
Sales promotion and adver- 
tising programs were pre- 
sented by Frank Riegel, 





E. H. GORTON 


advertising manager. In 
addition to the meeting, 
there was a trip through the 
factory conducted by Howard 
W. Hindes, superintendent. 
Company representatives 
from all over the country at- 
tended the conference. 


Stanley Works Moves 
Export Sales Dept. 


Beginning June 1, the Ex- 
port Sales department of all 
the Stanley Works divisions 
will be located in its new 
offices at 111 Elm St., New 
Britain, Conn. This includes 
the Stanley Works Hardware, 
Stanley Tools, Stanley Elec- 
tric Tools, North Bros. Mfg. 
Co., The Stanley Works, 
G.m.b.H., and Stanley Works 
(G. B.), Ltd. 
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ORIGI N ALITY OF THIs CONCEALED Lavatory Unir is a good ex- 
ample of Hall-Mack quality expressed through 
originality of idea. 
Like the good servant it is, this practical 
Hall-Mack accessory provides soap, tumbler or 
toothbrush at fingertip command—yet remains 
tastefully in the background when not in serv- 
ice. Only the shining chromium plated panel is 
visible when the unit is closed. 
Here’s a new and better answer to a standard 
bathroom accessory need. It demonstrates how 
Hall-Mack quality begins with a better basic 
idea and is carried out in every detail of con- 
struction and finish. It’s another reason why 
Hall-Mack is recognized as the only answer in 
Quality Bathroom Accessories! 








You BUILD A BATHROOM for a lifetime of use. Make sure you build with 
Hall-Mack’s lasting quality and style. Within four popular lines— 
Crystalcrome, Coronado, Tempo and China-Vogue—you can select 
Hall-Mack accessories for every bathroom style and budget! 


HALL- MACK COMPANY ACCESSORIES 


for Every Bathroom 
Style ond Budget 


1344 W. Washington Bivd., Los Angeles 7, California 
7455 Exchange Ave., Chicago 49, Illinois 
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SEALED BEAM 


ELECTRIC HAND LAMP 
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| Motor Wheel Corp. Elects Cotes New 
President; Names Two Vice-Presidents 


M. F. Cotes, executive 
vice-president of Motor 
Wheel Corp., Lansing, Mich., 
since 1947, has been elected 
president and general man- 


| ager of the corporation. Mr. 
| Cotes succeeds John E. Gar- 


lent who recently retired. In 
addition to his new duties, 
Mr. Cotes will continue to 
serve as general manager of 
the firm’s Duo-Therm Divi- 
sion. 

Two new vice-presidents 
were also elected. Karl Ege- 
ler was named vice-president 
of Duo-Therm sales, and 
D. F. Jones was made vice- 


president in charge of Duo- 
Therm engineering. 

The new president has 
been a Motor Wheel execu- 
tive for nearly 20 years, 
Prior to that Mr. Cotes was 
president of the Quaker Mfg. 
Co. of Chicago. In 1935 he 
became vice-president in 
charge of the Duo-Therm 
Division, and in 1947 execu- 
tive vice-president of the 
corporation. He has been a 
director since 1937. 

Mr. Egeler, with the firm 
20 years, has been sales man- 
ager of the Duo-Therm Divi- 
sion since 1949. 








Rockwell Co. Names Two 
New Vice-Presidents 


James E. Ashman and 
L. A. Dixon were elected ex- 
ecutive vice-presidents of the 
Rockwell Mfg. Co., 400 N. 
Lexington Ave., Pittsburgh, 
Pa. Mr. Ashman will be in 
charge of the Power Tool 
and Rockwell Register divi- 
sions of the company. 

In his sixth year with the 
company, Mr. Ashman was 
formerly controller and later 
held that position while 
being a vice-president. 








Here’s an electric hand lamp that's ideal for sports, 

utility and ene:rgency uses! The hermetically sealed- Price 

beam bulb locks out dirt and moisture—assures a clear, 

brilliant, powerful beam at the flick of a switch. Big $750 

Beam Model 166 has been designed and produced tose 

by the manufacturer of America’s most popular line of battery 
MEERA 





portable electric hand lamps. 





~ 
BIG :National Advertising Campaig 


Vv True 

V¥ Country Gentleman 
v¥ Outdoor Life V Field & Stream 

V Popular Mechanics V Popular Science 


We Tell ’Em... You Sell ’Em 


= 





Vv Saturday Evening Post 
V Farm Journal 





Big Beam Flare 
No. 400F 


Big Beam 
No. 211 


Big Beam Jr. 
No. 111 
MANY ACCESSORIES 
See Your Jobber or Write Direct for Literature 


U-C LITE MANUFACTURING CO. 


Mr. Dixon was previously 
associated with the Pitts- 
burgh Equitable Meter Co. 
and the Pittsburgh-DuBois 
Co., which were acquired by 
Rockwell. He eventually be- 


came vice-president of Rock- 
well’s meter and valve divi- 
sions. 


Friedstrass to Handle 
Easy Day, Calbar Lines 


The Easy Day Mfg. Co., 
Revere, Mass., has appointed 
the Friedstrass Co., New 
Brunswick, N. J., a new dis- 
tributor for the firm’s line, 
which includes its vacuum 
action dust mop. 

The Calbar Paint & Var- 
nish Co., Philadelphia, Pa., 
has also appointed the Fried- 
strass Co. to handle its line 
of caulking compound and 
pressure guns. 

The Friedstrass Co. has 18 
salesmen who cover Connec- 
ticut, New York, New Jersey, 
Pennsylvania and Delaware. 








Convention. 


without all the results. 


Mart Findlater, caught 





1036 W. Hubbard Street, Chicago 22, Ill. 





More Fish Tales...., 


In the issue of April 17, under the heading 
“Fish Tales ...” on page 120, we reported on 
some of the fishing skill displayed by some of 
the hardware men attending the Southern 


Unfortunately a tight deadline caught us 


ern Cartridge of Dallas has now reported on 
some more catches that deserve reporting. 

Carl Johnson of Walter Tips Co., Austin, 
Texas, landed a sail fish, as did Herman Biar 
of the Schoellkopf Co. Roy Willoughby of Na- 
tional Hardware & Supply Co., caught a large 
blue marlin, reported to be the second caught 
off Palm Beach this season. 

Mr. Hays of Findlater Hardware hooked an 
eight-foot shark that took 45 minutes to get 
close enough to shoot. Mr. Yaggy, a friend of 


R. W. Botts of West- 


several nice bonitas. 
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: 
See 


HOPPE’S| 


LLBRICATING 
Oll ‘ 





You'll Make More Sales 
With Hoppe’s Products 


and easier sales too because every man who owns 
a@ gun can use these well known products with 
genuine satisfaction. There’s nothing like Hoppe’s 
No. 9 and Hoppe’s Patches for removing primer, 
powder, lead and metal fouling. There’s nothing 
just as good as Hoppe’s Lubricating Oil for lubricat- 
ing guns or fishing reels—and when it comes to 
long time, dependable protection from rust you can 
bank on Hoppe’s Gun Grease. Ask your jobber. 


FRANK A. HOPPE, Inc. 
2314A North 8th St., Philadelphia 33, Pa. 











There’s only ONE hy ge) 








THE MARKING PENCIL 





Extra-heavy leads that don’t fall out or break! 


LISTO’S exclusive, patented “Grip-Type” Sleeve lets 
you use all of the lead ... keeps lead from breaking or 
falling out. LISTO makes a strong, clear mark on any- 
thing that needs pricing in a hardware store. 
No wonder it’s America’s most popular 
marking pencil! 


isodsin @ COLORS 


BLACK BROWN GREEN RED BLUE YELLOW 


Extra Sleeve in every package 
of leads 
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"3 GILMER “BULL’S-EYES” 
FOR BIGGER PROFITS 







The new Gilmerlite Plastic Hose 
in red or green, plus a complete line 
of colorful rubber garden hose to 
meet every customer's need—with 
guarantees up to 15 years—for both 
normal and heavy-duty services. 
Tubing, covers, reinforcement, 
and couplings are extra durable. 


GILMER 


| 
{ 


















GILMER V-BELTS 


Available on Wall Panel or Tower 
Stand displays, in 35- or 50-belt 
assortments. With these assortments 
you also get the patented Gilmer 
Handimeter for quick, exact belt 
measurement; an eye-catching window 
card, a handy inventory card, and 

the Gilmer V-Belt Catalog— 
“America’s Belt Bible.” 













Gilmer Friction Tape is straight- 
tearing, non-raveling; has both high 
insulating and high adhesive qualities. 
Gilmer Rubber Tape is made of 
highest grade rubber; fuses readily 
without heat. Both are durable, 

long lasting; furnished in 
standard widths and lengths. 





GILMER TAPE 








L. H. GILMER COMPANY 
308 Tacony, Philadelphia 35, Pa. 
(Division of United States Rubber Company) 


Please send me complete information and price listings on 


([] V-Belt Assortments [] Hose [_] Friction and Rubber Tape 


(_] Other Gilmer Hardware Items. 


NAME 
ADDRESS. 
CITY. ZONE 







































RIGHT CONNECTION 


for volume sales 


3 
ROYAL 5 
Uupal * 
the Grugimal ff 
GLASS-TOP FUSE §f 
and LEADER 


ever since! o 


Pe 
{=a ae eee OO ohhh __,.. HUECRIC WIRE 


Ee oi ¥ = = ae reenens seenere an 
"ROYAL WIRE ky i | 
g _ engineered for 


DEPENDABILITY 


s merchandised for 


E VOLUME SALES 
g Ask for details of the 
B No. 1 deal — 1250 feet 

of ROYAL quality wire 
2 plus a steel counter 
' display rack. 
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——-— | 
ROYAL 
CORD SETS 


display-pack- 
aged for quick 
turn-over and 
greater volume 
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Heads Coated Abrasives 
Sales for Minnesota 


The appointment of Wil- 
liam E. Marsden as sales 
manager of coated abrasives 





WILLIAM E. MARSDEN 


and related products to hard- 
ware and paint stores and to 
floor maintenance accounts 
has been announced by the 
Minnesota Mining & Mfg. 
Co., St. Paul, Minn. 

Mr. Marsden joined the 
company in 1939 and the fol- 
lowing year was given his 
first sales assignment. In 
1948. he was sales manager 
for Underseal and auto re- 
finish products of the ad- 
hesive and coatings division. 
Two years ago he was made 
sales manager of adhesives of 
the related products division. 





O. B. Wilson Named by 
Minneapolis-Honeywell 


O. B. Wilson has been 
made field sales manager of 
the industrial division of 
Minneapolis-Honeywell Reg- 
ulator Co., S. Fourth Ave. 
and 27th St., Minneapolis, 
Minn. He succeeds William 
H. Steinkamp, who was re- 
cently made general sales 
manager of the division. 

Mr. Wilson joined the di- 
vision in 1923. He later be- 
came industrial manager in 
several offices, and was made 
industrial manager for the 
eastern sales region in 1948 
when he transferred from 
the New York branch to the 
firm’s Philadelphia head- 
quarters. 





New Monsanto Branches 


Three new branch sales 
offices have been opened by 
the western division of Mon- 
santo Chemical Co., St. Louis 
4, Mo. The new offices are 
located in Dallas, Tex., At- 
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lanta, Ga., and Cleveland, 
Ohio, and will be handled by 
J. W. Schinzing, Jr., Joseph 
Phalon and Edward Kuntz, 
respectively. 





Shore Dinner Attracts 


900 Hardwaremen 

More than 900 members 
and guests partook of the 
annual stag shore dinner 
held May 8 at the Hotel As- 
tor, New York City, by the 
Hardware Square Club. 
Clams by the bushel and lob- 
sters by the dozens were con- 
sumed as well as plentiful 
supplies of beer. 

A variety show was pre- 
sented after dinner. Ar- 
rangements and_ entertain- 
ment were directed by How- 
ard H. Jungkind, Standard 
Wire Cloth Co., New York 
City. 





Landen Putty Elects 
Martin to Directorate 


Raymond E. Martin was 
recently elected to the board 
of directors of Landen Putty 
Works, Inc., Malden 48, Mass. 
He holds the position of sales 
manager of the firm. 

Mr. Martin joined the 
Landen organization after a 
successful career as a manu- 
facturers’ sales representa- 
tive in the New England 
area, serving the hardware 
and paint fields. 





Worcester Firm Gets 
$11 Million Army Order 


The Harrington & Richard- 
son Arms Co., Worcester, 
Mass., was awarded an Army 
Ordinance contract in excess 
of $11 million for the manu- 
facture of Garand 30-caliber 
M1 rifles and spare parts. 
This represents the largest 
prime Army Ordinance con- 
tract in the New England 
area since World War II. 





Whirlpool Post to Kurth 


Lawrence L. Kurth has 
been appointed assistant to 
John M. Crouse, sales man- 
ager of the Whirlpool Corp., 
Benton Harbor, Mich. Pre- 
viously Mr. Kurth was office 
manager of the sales depart- 
ment. He joined the firm in 
1949, after serving as district 
sales supervisor in the Grand 
Rapids, Mich., office of the 
Standard Oil Co. of Indiana. 
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DEEP WELL 
eta tole wal, [c 


ICIENT 





1S ONE OF THE COMPLETE LINE 
OF PEERLESS WATER SYSTEMS 





Exterior view of 
Peerless Deep Well 
Reciprocating Pump 
complete with 
Fittings and Tank 


Deep well pumping economy 


FOR FARM, RANCH AND 


Here is a most dependable, economi- 
cal way to lift water from deep wells. 
It is one of the complete line of reli- 
able, easy-to-sell, profit-making 
Peerless pumps and water systems 
that will fill all your customers’ needs. 
Whatever the lift, capacity, method 
of pumping or pressure required, one 
of the complete line of Peerless Water 
Systems will meet your customers’ 
requirements for water under pressure 
at the turn of the tap. Find out today 
about the profit possibilities of the 
Peerless line. There are a host of water 
system customers in your territory 
that will see to it that your profit 
grows when water flows. Write today. 


PEERLESS PUMP DI 


FOOD MACHINERY AND CHEMICAL CORPORATION 


" 
'" 


HOME 


CAPACITIES: 


200 to 1900 gallons 
per hour 


. 
LIFTS: 


6” and 9” stroke 
for lifts to 1000 feet 


MOTOR SIZES: 
V3 to 3 h.p. 


PRESSURES: 
Up to 40 pounds 
and higher 


VISION 








Indi. 





Factories: Los Angeles, California ¢ Indi 


Offices: New York; Atlanta; Dallas; Fresno; Los Angeles; 
Chicago; St. Louis; Phoenix; Plainview, Lubbock, Texas. 


FILL ALL YOUR CUSTOMERS 


WATER SYST 


HE COMPLETE LINE 
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Brown Named Salesman 
By J. H. Williams & Co. 
The appointment of E. G. 


Brown, Jr., as a sales repre- 
sentative has been made by 





E. G. BROWN, JR. 


J. H. Williams & Co., Buffalo, 
N. Y., manufacturer of indus- 
trial and automotive tools and 
drop-forgings. 

In his new capacity Mr. 
Brown will assist J. J. Mc- 
Cann, Philadelphia district 
manager. 

Mr. Brown has been asso- 
ciated with Williams in the 
export division at the Buffalo 
office since 1946. 





Jack S. Lauter to Head 
Bostwick Western Sales 


Jack S. Lauter has been 
named western sales man- 
ager of Bostwick Labora- 
tories, Inc., 706 Bostwick 
Ave., Bridgeport, Conn., pro- 
ducers of packaged power 
products. The new manager 
will handle sales in aerosols 
coming from the western 
area, as well as supervise all 
activities 


Bostwick _ sales 
west of the Mississippi 
River. 


Mr. Lauter was formerly 
associated with Michigan 
Chemical Co. as_ western 
sales manager. 





Charles Long Named 
Mehl Representative 


Charles Long was ap- 
pointed sales representative 
for the Mehl Mfg. Co., 2059 
Reading Rd., Cincinnati, 
Ohio, converters and flexible 
packaging manufacturers. 
Mr. Long will cover Arkan- 
sas, Missouri, Kansas, Colo- 
rado, parts of Oklahoma and 
Illinois, Memphis, Tenn., and 
Salt Lake City, Utah. 

Previous to his recent ap- 
pointment Mr. Long was as- 


News of the Trade 





sociated with the Wrenn 
Paper Co. and the Union 
Selling Co. He also spent 
two years in direct to dis- 
tributor in the cordage field. 





Westinghouse Names 
Three Vice-Presidents 


Westinghouse Electric 
Corp., Mansfield, Ohio, has 
elected three vice-presidents 
to head 12 of the 31 divisions 
of the corporation. W. W. 
Sproul is now vice-president 
in charge of the company’s 
general industrial products 
group of divisions; L. B. Mc- 
Cully is vice-president in 
charge of the East Pittsburgh 
divisions, and H. E. Seim is 
vice-president in charge of 
the Sturtevant division and 
the Bryant Electric Co., a 
wholly owned subsidiary at 
Bridgeport, Conn. 





Clark Joins Sales Staff 
Of Perfection Stove Co. 


William F. Clark has re- 
cently joined the staff of the 
St. Paul, Minn., sales dis- 
trict of the Perfection Stove 
Co. 

Since 1938, Mr. Clark has 
been employed by Lucas 
Hardware, Madrid, Iowa, ex- 





WILLIAM F. CLARK 


cept for four years which he 
served with the United States 
Air Force. 

Mr. Clark will maintain his 
headquarters in Mason City, 
Iowa. 





Opens New Warehouse 
A new stock carrying 
branch warehouse and sales 
office has been established by 
Quaker Rubber Corp., divi- 
sion of H. K. Porter Co., Inc., 
at 260 Schuyler Ave., 
Kearny, N. J. The new of- 
fices are designed to provide 
better service and deliveries 
to customers in the New 
York metropolitan area. 
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Even the box 
is better... 


What goes info the box is the thing that may interest you most, but to make sure that you get complete 
satisfaction from better Riegel work gloves, we put them in a box that’s also better. It is the only 
completely sealed package in the work glove industry . . . and this cuts down on pilferage in stock room or 


warehouse. The gloves are packed in the box under pressure to keep their shape and stay fresh, 





—_ clean and attractive ... no mussing or crumpling in transit or storage. 

which he 

od States No matter how you look at Riegel work gloves . . . from the cotton fabric which we make ourselves, 
ntain his right through to the finished product and packaging . . . these work gloves give you your money’s worth 
jon City, . «. in quality, comfort, long wear and all-around satisfaction. Compare Riegel work gloves 


from all angles . . . and prove this for yourself! 
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RIEGEL TEXTILE CORPORATION « 260 Madison Avenue * New York 16, N. Y,. 
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GIMBEL 
JORDAN MARSH BROTHER. 


WOODWARD & LATHROP 
HAMMACHER SCHLEMMER 


STIX, BAER & FULLER 


8. ALTMAN & CO. 


GENERAL SLICERS and UTILA BOARD 


‘“HOTTEST’’ Housewares Items for '52 


MODEL 300—Chip-resistant 
porcenamel....$17.95 retail 
DeLUXE ''400"—plated in 
beautiful chrome... .$24.95 
retail 

MODEL 319—comparable 
to a $100 machine. ..$29.95 
retail 

UTILA BOARD—the port- 
able ledge for all appli- 
ances......$2.49 retail 

Dept. 27 


SLICING 7 MACHINE CO., INC. WALDEN, NEW YORK 


15 MILLION HOMEMAKERS 


NEED THE NEW EASY-DIP 
ICE CREAM SCOOP 
















A non-breakable all- 
plastic kitchen 
scoop for dip- 
ping ice cream, 

vegetables, 


Here is a quick 
sale item that 
will appeal to every 
woman who sees it. 


salads, cot- 
tage.cheese. 


This eye-appealing, 
colorful dipper is a 
kitchen “must”. To intro- 
duce you to the new 
easy-dip kitchen scoop, 
we will send you post- 
paid, 2 easy-dip dishers 
for $1.00 or 1 dozen for 
$5.00. For quantity prices write— 


THE LLOYD DISHER CO. 





News of the Trade 











NEWS OF 


MANUFACTURERS’ AGENTS 








George Gutnik Joins 
Eric F. Chimnitz Co. 


George Gutnik has joined 
the Los Angeles branch of 
the Eric F. Chemnitz Co., 
1148 S. Grand Ave., Los An- 





GEORGE GUTNIK 


geles. Mr. Gutnik, who served 
in the United States Marine 
Corps from 1943 to 1945, will 
cover southern California. 
He will call on distributors 
and dealers in the interest of 
sales training and promotion. 





Thompson Co. to Handle 
Camillus Cutlery Lines 


The O. M. Thompson Co., 
13005 8th Ave., N. W., Seat- 
tle, Wash., has been named 
by the Camillus Cutlery Co., 
Camillus, N. Y., to handle the 
firm’s lines of household cut- 
lery and Camco pocket 
knives. The newly made rep- 
resentatives will cover Wash- 
ington, Oregon, Montana and 
Idaho. 

The Camillus pocket knife 


line will be sold as previously 
by the manufacturer’s own 
direct salesmen to franchised 
distributors now handling 
this merchandise. 





Gasstrom-White Named 
To Handle B & L Tool 


Gasstrom- White & Co., 
Inc., 520 Hunts Point Ave., 
New York City, has been ap- 
pointed to represent the 
B & L Tool & Machine Co., 
88 East Ave., Plainville, 
Conn., manufacturers of “Mr. 
Blister” electric paint re- 
mover. The firm will handle 
sales of the paint remover in 
New York City, Long Island 
and northern New Jersey. 





Two Representatives 
Appointed By Olf Co. 


The Philip S. Olt Co., man- 
ufacturer of hard rubber 
game calls, has appointed 
two manufacturers’ represen- 
tatives to handle wholesale 
sales, 

M. E. Linxwiler, 536 Mis- 
sion St., San Francisco, 
Calif., was assigned New 
Mexico, Colorado, Wyoming, 
Montana, Idaho, Utah, Ari- 
zona, Nevada, California, 
Oregon, Washington and El 
Paso, Tex. 

Thomas F. Gowen & Sons, 
8386 Shadeland Ave., Drexel 
Hill, Pa., will cover Dela- 
ware, Maryland (except the 
District of Columbia), Penn- 
sylvania, New Jersey, Con- 
necticut, Rhode Island, Mas- 
sachusetts, New York, Ver- 
mont, New Hampshire and 
Maine. 








Boosters to Hold 
Outing On June 25 


The Hardware Boosters 
annual stag spring outing 
will be held Wednesday, June 
25, at the New York Ath- 
letic Club on Travers Island 
in Pelham Manor, N. Y. Chip 
and putt golf, a dealer vs. 
salesmen baseball game, 
horseshoe pitching and other 
sports will be on the pro- 
gram, starting at 1 p. m. 
Beer and hot dogs will be 
served in the afternoon and 





DECATUR, ILLINOIS 
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a roast beef dinner at 7 p. m. 


Tickets at $10.00 may be 
obtained from Ralph S. Allen, 
Diamond Expansion Bolt 
Co., 48 W. Broadway, New 
York City. 





Gift Show Aug. 3-6 


The Western Gift, Toy 
and Housewares Show will 
be held in San Francisco, 
Calif., Aug. 3 through 6. 
Show hours will be 9 a. m. to 
6 p. m. daily excepting Sun- 
day, Aug. 3, when show- 
rooms will be open from 10 
a. m. to 10 p. m. 
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E. M. STUART A. LEE PROCTOR 


The appointment of five district sales managers for the 
United States and one for Canada has been made by the 
Black & Decker Mfg. Co., Towson, Md., manufacturer of 
portable electric tools. After reporting to the general sales 
manager at the Towson headquarters of the firm, the new 
appointees will receive their assignments. 

Those appointed were E. M. Stuart, for the northeastern 
region; A. Lee Proctor, southeastern; Raymond G. Horner, 
central; William L. Poynter, midwest; Arthur S. Boehm, 
Pacific coast, and Donald S. McKeracher for Canada. These 
men were formerly territory branch managers for the 
company in Boston, Atlanta, Chicago, Kansas City, San 
Francisco and Montreal, respectively. 


News of the Trade 


Black & Decker Appoints Five United States District Sales Managers 


RAYMOND G. 









HORNER WILLIAM L. POYNTER ARTHUR S, BOEHM 


The district sales managers’ positions were created by 
the company “because of the huge expansion of our busi- 
ness in the last 12 years,” according to Glen H. Tresler, 
vice-president in charge of sales. “It has become physically 
impossible for any one man to adequately serve our dis- 
tributors and dealers on a top sales level. These district 
sales managers, who represent a total of 167 years of 
experience in the portable electric tool industry, will con- 
stantly be on the scene to help our far flung organization. 
We now have 31 factory sales and service branches in the 
United States and Canada and are planning to add more 
. . . We believe that this new move will work to the 
benefit not only of Black & Decker, but also of our dis- 
tributors and dealers,” he added. 





OBITUARIES 





associated with the protective 
coatings industry. 


87 Walker St., in New York, 
from which he retired 10 
years ago. 








Walter W. Coulson 


Lucian Edward Kinn 


Lucian Edward Kinn, 65, 
president of the Seneca Wire 
& Mfg. Co., Fostoria, Ohio, 





LUCIAN EDWARD KINN 


died on March 25 while on a 
vacation in New Orleans, La. 

Mr. Kinn, born in Hache, 
Belgium, had been the presi- 
dent of the American Floor 
Surfacing Machine Co., To- 
ledo, Ohio, director of the 


144 


Ohio Citizens Trust Co., To- 
ledo; president of the Com- 
mercial Bank & Savings Co., 
and the Standard Wire Cloth 
& Screen Co., York, Pa. 

Survivors include his 
widow, two sons and two 
daughters. 





William J. Harding 


William J. Harding, 89, a 
salesman for Valentine & Co., 
Inc., New York City, for the 
past 65 years, died on May 
12 after a short illness. 

Mr. Harding, born in 
Brooklyn, N. Y., was first em- 
ployed in the paint industry 
in 1883 when he joined John 
W. Masury & Son, Brooklyn. 
In 1885 he became associated 
with the Peter Flood Varnish 
Co. and two years later he 
joined Valentine & Co. as a 
salesman in the New York 
metropolitan area. He served 
in that capacity continuously 
for 65 years. 

His only survivor is Wil- 
liam J. Harding, Jr., who is 


Walter W. Coulson, 69, 
chairman of the board of the 
California Hardware Co., 
wholesaler, 500 E. First St., 
Los Angeles, Calif., died on 
May 4 following a long ill- 
ness. 

Mr. Coulson, who had been 
president of the company 
from 1946 to 1949, was with 
the firm 49 years before his 
death. He is survived by his 
widow and daughter, two 
grandchildren and two sis- 
ters. 





Charles O. Guden 


Charles O. Guden, 86, for 
over 40 years the New York 
representative of Foster Mer- 
riam & Co., Meriden, Conn., 
died in his home in Lynbrook, 
N. Y., on May 9. 

Mr. Guden also managed 
the New York office of Foster 
Merriam for 30 years of his 
employment with the firm. 

With his sons, Mr. Guden 
formed the H. A. Guden Co., 
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E. J. Hamilton 


E. J. Hamilton, 68, sales 
manager of the Chicago 
Roller Skate Co., Chicago, IIL, 
died on May 12 after a brief 
illness. 

Mr. Hamilton joined the 
firm in 1928 as sales manager. 
Previous to that he was sales 
manager of the Chicago Fuse 
Corp.” 

A native of Du Quom, IIL. 
he is survived by his widow 
and two sisters. 





E. J. HAMILTON 
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HA Photo Anéles 


A forum on the problems of the 

hardware business was a feature of 

a recent meeting of the Central 

States Hardware Club at the LaSalle 

Hotel, Chicago. Forum members 

shown are, left to right: Frank B. 

Kaufman, president Hibbard, Spen- 

cer, Bartlett & Co., Evanston, IIl.; 

Benton J. Case, vice president in 

charge of sales, Janney, Semple, Hill 

& Co., Minneapolis; Henry A. 

Hoeynck, vice president in charge 

of buying, Shapleigh Hardware Co., 

St. Louis; L. V. Rowlands, publisher 

of Hardware Age, who acted as 

moderator; C. T. Gilchrist, western 

area sales manager, ag me Steel 

s. & Wire Div. of U. S. Steel Corp; 
— George H. Halpin, executive vice 
president, Minnesota Mining & Mfg. 
Co., St. Paul, Minn., and John F. 
Ansink, vice president, Round 


e created b 
4 Chain & Mfg. Co., Chicago. 


of our busi- 
H. Tresler, Eight builders’ hardware men were 
graduated from the Contract Hard- 
ware School of Sargent & Com- 
pany, New Haven, Conn., on May 
9, according to an announcement 
by J. B. Duff, vice president and 
general sales manager. The school 
is under the direction of Donald B. 
o add more Gibson, contract sales manager, and 
ork to the Roy Salaman, advertising and sales 
of our dis- promotion manager. F. R. Ham- 

mer, one of Sargent’s sales repre- 

sentatives, is instructor. During the 

four-week course the trainees cov- 

ered all branches of the subject. 


Here is the ‘‘shirt sleeve’’ session of 
the customer merchandising panel 
of the Rubberset Company, Newark, 
N. J., which meets periodically to 
discuss mutual merchandising prob- 
lems of the manufacturer and cus- 
tomer. At the initial meeting, held 


May 1, are shown left to right, 
68, Sales seated: M. E. Herring, American 
Chicago Paint Journal, New York; Charles 
cago, IIl., Davis, Schuele & Co., Buffalo, 


N. Y.; H. H. Nusbaum, Bostwick- 
Braun Co., Toledo, Ohio; T. W. Mc- 
Grath, W. Bingham Co., Cleveland, 
Ohio; Murray Slatkin, Felmor 
Corp., Baltimore, Md.; L. M. Davis, 
E. I. duPont de Nemours, Inc., Wil- 
mington, Del., and Joseph Ward, 
J. J. Hockenjos & Co., Irvington, 
} N. J. Standing: Representatives of 
S widow the Rubberset Company: Edward J. 
Hamill, advertising coordinator; 
Walter R. Daggatt, vice president 
and general sales manager; David T. 
Barry, sales manager, paint brush 
division; James F. Smith, sales man- 
ager, special label-paint brushes; Henry J. Fallone, 
assistant to general sales manager; Elwood M. Jones, 
Jr., president; Stanley H. Britten, eastern division 
manager; Robert T. Timmerman, account executive, 


Doherty, Clifford & Shenfield, Inc., New York City. 


W. Heyward Smith, vice president and general sales 
manager, Slaymaker Lock Co., is congratulating H. 
Louis Rolfes, Cincinnati, on being a winner in the 

Know Your Padlocks” quiz which featured a recent 
Slaymaker conference. Mr. Rolfes is receiving a travel 
clock. Looking on are Arthur Friedlander, New York, 
who also won an award, and S. C., Slaymaker, presi- 

dent of the company. 














AND... 
PLUS.. 
ALSO... 


New reduced prices .. . 
Steel Rule Tape. 


Write for complete catalog. 


Improved quality ... 


The same high quality WALSCO 


6 FOOT INSIDE-OUTSIDE PULL-PUSH 


STEEL RULE TAPE 


BUT .. . with a new, positive, easy acting, 


automatic brake .. . 


the new Zinc Chromate Dip Finish . . . 
. these three beautiful colors: Copper Tone finish, Silver finish, Powder Blue. 


WILL NOT CREEP! 


the finish that really lasts. 


New finishes . . . WALSCO #505-50 foot 


THE WATERBURY LOCK & SPECIALTY CO. 


MILFORD, CONNECTICUT 














REMEMBER... 


G%,\ Sta-Dri is tested 
Xx Sy and proved deyendable 









STA-DRI MINERAL COATINGS AND STA-DRI CLEAR-COAT 
keep water out and beautify masonry. 


STA-DRI moved fast to an unparalleled record of success in the masonry 
waterproofing field. And STA-DRI products are moving fast off dealers 
shelves to thousands of satisfied customers. No wonder! STA-DRI does what 
it claims to do. Available in a variety of colors and white, Blue Label 
Brand STA-DRI is capable of holding a wall of water nine feet high without 
leakage. Transparent Clear-Coat, containing silicone, bounces rain off 
masonry walls, but retains natural color and texture. Here's beauty and 
protection in one package. Easy to apply. Successful the FIRST time. 
Ring up a winning product. Mail coupon below for details. 








esaweune Siete ere 
1 American STA-DRI Co., Dept. HA-5 
1 MINERAL 
MAIL ; Brentwood, Maryland oO IE RAL as 
THIS ‘ (0 CLEAR-COAT 
j name 
TODAY |! 
H address 






















Woven with perfectly 
straight selvage and even 
mesh. All standard sizes, 
mesh and wire. Users look 
for the bright “Rooster” 


trade-mark. 


¢. FW RIGHT Wire CO. 


WORCESTER *® MASSACHUSETTS 
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Attractively packed in 
counter display cartons. 


Grower, Motor Boating, 


“B” TUBE: 1 x 6 inches 


on request. 


Everybody 
| LUBRI 


THE DIFFERENT LUBRICANT 





ANNOY oe 


<Z\ 


“B" tube display 6"x 2'2"x7¥2" > 


Nationally advertised to over 36 million in Saturday Evening 
Post, Sports Afield, Outdoor Life, Popular Science, Flower 


is asking for 
PLATE 












ie 
Cy 
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etc. 


' “A” TUBE:% x 312 inches for hunters and fishermen. Special nozzle 
fits oil ports. 1 doz. or 3 doz. to counter display carton. 


for: general household, automotive and 


sporting uses. 1 doz. to counter display carton. 


“C” TUBE: 2 x 8 inches. Large economy size for outboard motors, 
power tools and all other uses. Individually boxed. Display easel 


Jobbers Inquiries invited—Dealers write for name 
of nearest Jobber. 





\. LUBRIPLATE DIVISION | 


Fiske Brothers Refining Company, 129 Lockwood St., Newark 5, N. J. 
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MONARCH 
Price-Marking Systems 


Replace Handwriting 
WASTE AND LOSS 


STORE NAME 












a=) 
STORE NAME 


Al2 271 
55/C€ 10 
$1.00 





with new accuracy, legibility 
and machine speed 







© Pen-and-pencil price-marking at its best wastes hours of time, in- 
vites errors and misunderstandings. At its worst, it can be responsible 
for serious stock shortages, annoyed customers and lost profits. All 
unnecessary, too, when an accurate, legible Monarch price-marking 
system costs so little and is so easy to operate. 

For every size and type of store, there are Monarch price-marking 
machines that pay for themselves over and over 
in the money they save. For every kind of mer- 
chandise, there’s a Monarch price-marking 
Ticket, Tag or Label of the size and type 
needed. 

If you would like to save hours and dol- 
lars while you tighten controls, send the 
coupon, 














OUT, CLIP AND MAIL 





FILL 











| | 
| the MONARCH : 
| Marking System Company | 
| : 216 South Torrence Street, Dayton 3, Ohio | 
| Please send me, without obligation, complete information on | 
the Monarch ‘Junior’ price-marking machine; also free samples 
| | 
| of Monarch Tickets, Tags and Labels. | 
| STORE NAME | 
| ADDRESS { 
} CITY. ZONE. STATE | 
HA 
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The Business Outlook—Markets and Price News 


(Continued from page 14) 


ter of the buyer, rather than 
whether a store could afford the 
risk in merchandise. 

Sales personnel, he also pointed 
out, should be trained in credit fa- 
cilities. Mr. Wolfinger advised that 
all service on credit sales be han- 
dled speedily, especially in the 
granting of credit. 


Building Expenditures 
Set Record For April 


April construction expenditures 
increased to almost $2,500,000,000, 
a record high for the month, an- 
nounced the Commerce Depart- 
ment’s Building Materials Division 
and the Labor Department’s Bu- 
reau of Labor Statistics in a joint 
report. Value of new construction 
put in place rose seasonally 8 pct 
from March. Private outlays were 
up 5 pet and public expenditures 
12 pet. 

There was a 6 pct rise in private 
home building activity in April, 
and the total was only 7 pct under 
a year ago. 

Contract awards for heavy con- 
struction amounted to $288,200,000 
in the week ended May 8, reported 
Engineering News-Record and the 
Construction Daily. This was 15 
pet above the average week to 
date. Public construction awards 
amounted to $135,900,000, which 
was 18 pct above the average week 
to date. Private construction 
awards, totaling $152,300,000, were 
13 pct above the average. 

Awards for private housing 
amounted to $83,200,000, a 55 pct 
rise over the average week to date. 


Fewer Retail Failures 


Retail business failures dropped 
to 74 in the week ended May 8 from 
76 in the previous week, Dun & 
Bradstreet, Inc., reported. This 
was contrary that week to the trend 
of business failures as a whole 
which rose to 161 from 150. 
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49% of Dept. Stores 
Expect Volume Rise 


Sales for the year are expected 
to be ahead of 1951, a survey by 
the National Retail Dry Goods As- 
sociation of stores in 55 cities. A 
rise in dollar volume, amounting to 
as much as 10 pct was anticipated 
by 49 pct of those reporting. An- 
other 23 pct saw a drop in sales 
from 1951, some of the stores ex- 
pecting declines of as much as 
5 pet. 

However, the stores were not as 
optimistic over the outlook for 
profits. Lower net earnings as a 
result of reduced profit margins 
was forecast by 41 pct of the stores. 
Earnings about the same as last 
year were seen by 38 pct and 21 pct 
looked for a profits rise over 1951. 

There was only one exception to 
the view that the price structure 
was soft and trending downward. 
The factor bringing prices down, it 
was agreed, was demand rather 
than price controls. Customers still 
have a high buying power but they 
are also increasingly cautious and 
selective in their purchase, most of 
the retailers found. 

The poll found that desirable 
merchandise is in abundance and 
65 pct reported that “off price” 
buys can be made with little diffi- 
culty. 


March Sales Lower 
For Chain, Mail Stores 


March chain store and mail or- 
der sales were estimated at $2,700,- 
000,000, compared with $2,451,000,- 
000 in February. The March total 
was about 5 pct under the same 
1951 month, but allowing for one 
less trading day and the effect of 
the later Easter, volume was about 
the same as a year ago, the Com- 
merce Dept. said. Sales were down 
about 3 pct from February to 
March after adjustment for sea- 
sonal factors. 





Consumer Credit 


Total is Greater 


There was a $35 million drop in 
March consumer instalment credit 
outstanding, the Federal Reserve 
Board reported. The total at the 
end of the month amounted to $13,- 
149,000,000. During the year ended 
March 31, the total represented an 
increase of $173,000,000. 

Total consumer credit outstand- 
ing at the end of March amounted 
to $19,557,000,000, a drop of $159,- 
000,000 during the month but a 
$178,000,000 rise over a year ago. 

Sale credit totaled $7,047,000,000 
at the end of the month, off $111,- 
000,000 during the month and 
down $321,000,000 from a year 
earlier. : = 

Charge accounts amounted to 
$3,855,000,000 at the end of*March, 
a drop of $112,000,000 during the 
month and off $83,000,000 from a 
year ago. 


instalment Accounts 
Total Lower in March 


Household appliance stores re- 
ported a decline of about 3 pct in 
instalment accounts outstanding 
in March from the previous month 
and a drop of about 16 pct from the 
same 1951 month, according to the 
Federal Reserve Board. 

The March instalment collection 
ratio was 13 pct, unchanged from 
the previous month but up one 
point from that of March, 1951. 


Personal Income 
Remains Steady 


Personal income in March was at 
the annual rate of $258 billion, un- 
changed from the two previous 
months, reported the Commerce 
Dept. There was little change from 
February in private industry pay- 
rolls as well as government wages 
and salaries. 

Private payrolls were at an an- 
nual rate of $145 billion. They 
disclosed small increases in wage 
rates but these were offset by re- 
ductions in employment. Govern- 
ment wages and salaries, including 
federal, state and local, remained 
at an annual rate of $32 billion. 


Dept. Store Sales 
Show Litle Change 


Department store sales for the 
country as a whole, in the week 
ended May 8, dropped 2 pct below 
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a-wicks 


FOUR BRIGHT SPOTS ON THE RANGE 





Here are four range wicks you can recommend wholeheartedly to any 
customer. R/M wicks are clean burning, long lasting. They're priced right 
to give you a generous profit. They’re the pick of the wicks. 


KI N D L E ca | T E R/M’s standard quality woven 


asbestos kindler. A sturdy long-lived wicking with wire core in 
both warp and filling i 
yarn. Packaged 51/2 ft., 
6 ft., and 100 ft. to the 
box, in widths of 7%”, 


1”, 1%” and 13%”. 





WOVEN GLASS ic ccme of per: 


fection in stove kindlers, assuring long life and maximum stove 
performance. The only 
glass wicking woven with 
a wire core in every 
strand to protect the 
burning edge. Packaged 
52 ft., 6 ft., and 100 
ft. to the box, in widths 
of %”, 1”, 1%" and 


1 ¥%", 





QUIK FLAME 


The most efficient kin- 
dler ever developed for 
range burners. Patented 
open mesh construction 
provides best possible 
results with distillate 
oils. The extra-heavy 
wire core yarn keeps 


the kindler upright in the 





burner channel. Glass 
yarn at burning edge facilitates the removal of carbon deposits. 


Packaged 6 ft. to the box, 7%e’’ and 1344” wide. 








The same Quik flame wicking that has proved popular in con- 
tinuous lengths is now available in crimped sets to fit all standard 


8” range burners. Packaged in sets of 4 oversize (1 wide) wicks. 





Factories: 
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RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE DIVISION * MANHEIM, PA, 


Manheim, Pa.; No. Charleston, S.C. 


RAYBESTOS-MANHATTAN, INC., Manufacturers of Asbestos Textiles « Packings « Mechanical Rubber 
Products » Abrasive and Diamond Wheels « Brake Linings « Brake Blocks « Clutch Facings « Fan Belts 
Radiator Hose « Rubber Covered Equipment « Sintered Metal Products « Bowling Balls 
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“VANKEE™ 


Push Drill No. 45 


Fast—that’s the way 
the NEW “Yankee” 
‘No. 45 Push Drill 
works, Designed to 
speed drilling in 
wood or plastics. 
Ideal tool for crafts- 
men, hobbyists and 
handymen. Order 
NEW “Yankee” No. 
45 Push Drills from 
your jobber .. . dis- 
play them in this 
colorful Merchan- 
diser ... then watch 
them MOVE FAST. 


Display three No. 
45 Push Drills in 
this eye-catching 
No. 45M Merchan- 
diser. It’s your on- 
the-spot salesman 
that stops customers 

+ makes soles. 

























"YANKEE" 
No, 45 Push Drill 


Rugged, depend- 
able drill comes 
complete with mag- 
azine handle and 
eight drill points — 
1/16th to 11/64ths. 
Improved chuck 
locks drill points in 
pioee. Flange on 
andle makes handy 
thumb rest. 


NORTH BROS. MFG. CO. 
Philadelphia 33, Pa. 


Pet er 
NOW PART OF OF THE WORLD 
Boe US Pet OM 
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sales in the same 1951 period, the 
Federal Reserve Board reported. 
For the year to May 3 sales volume 
was off 6 pct from the correspond- 
ing period last year. Revised fig- 
ures for the week ended April 26 
showed a 8 pct rise and they were 
up a similar amount for the four 
weeks ended May 3. 

The weekly index, without sea- 
sonal adjustment (1947-49 —100), 
was set at 111, as against 105 in 
the week ended April 26, and 113 
in the corresponding week a year 
ago. 


Production Lower 
On Household Goods 


The March production index of 
household goods, seasonally ad- 
justed (1947-1949 = 100), was 105, 
against 108 in February, the Fed- 
eral Reserve Board reports. 

Major appliances stood at 97 in 
March, compared with 95 in Febru- 
ary. Cooking stoves were at 82 in 
March, up from 77 in the previous 
month. Driers were at 600 vs 589; 
ironers, 37 vs 45; refrigerators, 92 
vs 89; vacuum cleaners, 91 vs 82; 
and washing machines, 90 vs 99. 

Industrial production in April 
dropped to 217 pct of the 1935-39 
seasonally adjusted average. This 
was a three-point drop from March 
and five points under February. 

This was the lowest level since 
August and was only five points 
above the 1951 low, which was 
touched in the vacation month of 
July last year. Industrial produc- 
tion averaged 220 in 1951. 


Sears Set Monthly 
Record in April 

Sales of Sears, Roebuck & Co. 
set a new monthly high for the 
company in April; they were also 
up for the first quarter of the com- 
pany’s fiscal year. Montgomery 
Ward & Co., on the other hand, 
were down both for the month and 
the quarter. 


Sales of leading mail order 
houses and chain stores follow: 
1952 1951 % Change 
Sears, Roebuck & Co. 

April $239,059,121 $216,595,972 +10.4 
3 months 617,184,159 607,661,357 + 1.6 
Montgomery Ward & Co. 

April $93,422,821 $95,175,221 — 1.8 
3 months 240,575,125 267,854,762 —10.2 
Butler Brothers 
April $8,566,888 $8,162,129 +4.96 
4 months 34,717,902 37,766,247 —8.07 
F. W. Woolworth Co. 

April $58,565,400 $47,552,442 -+23.2 
4 months 199,782,411 191,780,831 -+ 4.2 
S. 8. Kresge Co. 

April $26,878,248 $21,102,848 +27.8 
4 months 89,729,176 85,059,710 -+- 5.5 


Buying Expected to 
Improve Moderately 


A “moderate pickup” in con- 
sumer buying from current levels 
seems likely during the rest of the 
year, said the Bureau of Agricul- 
tural Economics in a report on the 
general economic situation. Such 
purchases have been lagging since 
the middle of last year despite a 
high level of consumer income. 

The Bureau also said that eco- 
nomic activity is expected to be at 
a record rate this year. It added 
that some further increase in em- 
ployment and wage rates is ex- 
pected to contribute to gradual 
rises in consumer income, after 
taxes between the first and last 
quarters of this year. 

“This anticipated rise in con- 
sumer buying,” the Bureau said, 
“would not result in a substantial 
change from the current spending- 
saving pattern. Restricted supplies 
of basic metals may continue to 
limit production of some civilian 
goods.” 

There has been a substantial in- 
crease in savings during the pe- 
riod of curtailed consumer buying, 
the Bureau noted. 


Prospects Poorer for 
Farmers This Year 


This may be one of the poorest 
years financially for farmers since 
before World War II, said the 
Agriculture Dept., due to lower 
farm product prices and increased 
production costs. As a result, farm- 
ers’ purchasing power may be 3 pct 
to 5 pct lower. It was estimated by 
the department that farmers’ net 
income this year will be about the 
same or somewhat smaller than the 
$14,900,000,000 received last year 
after paying production costs. 
However, the purchasing power of 
the dollars is less, the department 
said, because non-farm prices are 
averaging higher than last year. 


Kelvinator Price Cuts 


The Kelvinator Division of Nash- 
Kelvinator Corp., on May 11, an- 
nounced suggested retail price cuts 
ranging from 4 to 10 pct on two 
refrigerator models and one freezer 
unit. The new price on one model 
was suggested at $259.95, down 
from $268.50. On another the sug- 
gested price was cut to $299.95 
from $312.50. The freezer unit was 
cut to $395.95 from $399.95. 
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No. 828 Bronze Flush 
Pull. Size 1” x 4”, Over- 
oll Depth: 13/32”. 
Chrome Satin Anachrome 
ond Dull Bronze finish. 
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No.603 Noiseless Sheave 
“Oilite” Bronze Bearings. 
Case 1%” x %”, with 
No. 463X Solid Brass 
Flush Track. Width 1”, 
Stock Lengths: 5’, 6’ and 
sy’. 








No. 255 Shelf 
Standard Cold 
Rolled Steel. %” 
wide x %”" high. 
Y%.” adjustment. 
Various stock 
lengths. 


No. 1400 Extension 
Drawer Slide. Zinc 
Plated Finish. Friction- 
less “Oilite’’ Bearings. 
Stock Sizes: 15” to 38”. 












No. 80 Slotted Standard 
with No. 180 Boltless 
Bracket attached. No. 
80 Stock Sizes: 18” to 
12”. No. 180 Stock Sizes: 
4” to 20”. 








No. 1 Handy Clamp— 
Length 4”, No, 2 Handy 
Clamp—Length 6”. No. 
3 Handy Clamp—Length 
9”. Steel, Anachrome 
finish. Oil tempered 
springs. 








No. 204 Wrought Steel 
Bracket. Sizes—4”, 5”, 
6”, 8”, 10”, 12”. Stand- 
ard Finish—Nickel Plate. 


No. 1198 Double Prong 
Utility Hook. Ideal to 
hold brooms, dust mops, 
garden tools, etc. A 
hook of many uses, sturdy 
and practical. 12” long. 
Bright nickel finish. 








No. 424 Steel Roller. 
Frame size 1” x 2”. Rol- 
ler diameter %”. Roller 
width %”. Many other 
sizes available, 


No. 992 Roll-Ezy Ball 
Bearing Track Assembly 
for Sliding All-Glass 
Doors... frictionless, 
noiseless, free running, 
easily installed. 














No. 402 Ball Bearing 
Sheave Case 1%” x He” 
with No. 467C Copper 
Finish Track. %6” High. 
Stock Lengths: 6’, 8’, 12”, 





The products shown 
here are only a few 
of the many we man- 
ufacture. Send for 
your copy of com- 
plete catalog on K-V 
Builders and store 
fixture hardware. 
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For more than a quarter century, Waterloo 
has specialized in the production of the finest 
metal boxes money can buy. These precision 
- » precision assembled . . . precision 
inspected boxes assure customers of MORE 
VALUE PER DOLLAR. 

Competitively priced, Waterloo boxes out- 
look, outlast, outsell competition. Write your 
jobber today for complete information. Free. 


WATERLOO VALVE SPRING COMPRESSOR CO. 
WATERLOO, IOWA 


= ALL—PURPOSE 
STEEL CHEST 




















Manufacturers’ Sales 
And New Orders Lower 


March sales of manufacturers 
and new orders both were below 
seasonal expectations, reported the 
Commerce Dept. It was estimated 
that sales in March amounted to 
$23,200,000,000, a rise of $1,100,- 
000,000 over February but equiva- 
lent to a 5 pct decline after allow- 
ance for seasonal forces. 

March sales of durable goods in- 
dustries were put at $11,500,000,- 
000, compared with $10,800,000,000 
in the previous month. 

New orders of all manufacturers 
in March were estimated at $22,- 
90,000,000, as against $22,200,000,- 
000 a month earlier. For durable 
goods industries the March total 
was $11,200,000,000, compared with 
$11,000,000,000 in February. 

Unfilled orders of all manufac- 
turers amounted to $22,100,000,000 
in March, compared with $23,300,- 
000,000 in February. For durable 
goods industries unfilled orders to- 
taled $59,300,000,000 in March 
against $59,500,000,000 in the pre- 
vious month. It was stated that 
backlogs for such items as electri- 
cal machinery and transportation 
equipment continued to advance. 


Greater Need For 
Pesticides This Year 


Requirements of farmers this 
year for insecticides, fungicides 
and herbicides will be about 9 pct 
above their needs last year, the 
Agriculture Dept. estimates. 

The department said that sup- 
plies of all kinds of pesticides 
should be able to meet these needs, 
although there may be some short- 
ages of those containing sulphur 
and copper. However, it added that 
alternate materials which can prac- 
tically replace sulphur and copper 
will be available. 


15% MoreCookingWare 
Shipped Last Year 


Factory shipments of cooking 
ware showed a 14 pct increase in 
1951 over the previous year, ac- 
cording to the Bureau of the 
Census. 

Shipments in 1951 of pressed 
and blown glassware, except glass 
containers, amounted to $325 mil- 
lion, virtually unchanged from the 
previous year. Table, kitchen, art 
and novelty glassware showed a 6 
pet rise. 
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IS THE TIME 
TO SELL 


NIGHT LATCHES AND 
DEADLOCKS TO CAMPS, 
HOTELS, MOTELS AND 
BOARDING HOUSES IN 
YOUR VICINITY 


ORDER ASSORTMENT L-5 
FROM YOUR JOBBER TODAY! 


A 6 pcs. No. 51041 — Night Latch 
B 3 pcs. No. 51060-H Night Latch 
C 9 pes. No. 51040 — Night Latch 


18 pes. Includes Locks on mount 
Shipping Wgt. App. 32 Ibs. 





THE DISPLAY MOUNT IS FREE! > ‘ory 


KEIL LOCK CO. 
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ASSORTMENT 





INC CHARLESTOWN 2 
NEW HAMPSHIRE 














TOOLS 


Keep a representative 
selection of Klein 
Pliers in stock for your 
best customers—the 
men who know good 
tools. They just won’t 
settle for anything less 
than Kleins—the 
standard of quality 
“Since 1857.” 

Write for your 
free copy of 
the Klein 
Pocket Tool 
Guide today! 
Contains use- 
ful informa- 
tion. 


DISTRIBUTED 
y THROUGH JOBBERS 
Foreign Distributor: 
International Stand- 
ard Electric Corp., 
New York. 
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3200 BELMONT AVE, CHICAGO 18, ILL 
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Wholesale Hardware Sales Were Lower 
In March; Their Inventories Increased 


Sales of hardware wholesalers 
were estimated at $163,000,000 in 
March, compared with $158,000,000 
in February and $215,000,000 in 
March, 1951. On a seasonally ad- 
justed basis, the March total was 
$153,000,000 and February $180,- 
000,000, the Dept. of Commerce 
estimated. 

Sales of wholesalers in all lines, 
in March amounted to $8,049,000,- 
000, which, after adjustment for 
seasonal variations, were almost 8 
pet under the February total, re- 
ported the Commerce Dept. How- 
ever, the extra day in February on 
account of leap year was respon- 
sible for part of the drop. The 
February total was $8,209,000,000 
and in March, 1951, wholesalers’ 
sales amounted to $8,820,000,000. 

On a seasonally adjusted basis, 
the March total was $8,259,000,000, 
as against $8,962,000,000 in Febru- 
ary. 

For durable goods as a whole, 
March sales amounted to $2,536,- 
000,000, up from $2,465,000,000 in 
February. In March of last year 
they amounted to $3,087,000,000. 
Seasonally adjusted, the March to- 
tal was $2,494,000,000, down from 


the $2,696,000,000 in February. 

March electrical goods sales 
amounted to $393,000,000, com- 
pared with $402,000,000 in the pre- 
vious month and $529,000,000 in 
March, 1951. On an adjusted basis, 
the March total was $375,000,000 
and February $430,000,000. 

Total wholesale inventories 
amounted to $9,948,000,000 in 
March, compared with $9,861,000,- 
000 in February and $10,122,- 
000,000 a year ago. Seasonally 
adjusted, the March total was 
$9,736,000,000 and February $9,- 
717,000,000. 

For durable goods, inventories 
in March stood at $4,918,000,000, 
compared with $4,800,000,000 in 
February and $4,661,000,000 in 
March, 1951. However, on a sea- 
sonally adjusted basis, the March 
total was $4,714,000,000 and Feb- 
ruary amounted to $4,722,000,000. 

Stocks of hardware wholesalers 
totaled $505,000,000 in March, up 
from $490,000,000 in February and 
$483,000,000 in the previous year. 
After seasonal adjustment the 
March total was $463,000,000 and 
February amounted to $467,000,000. 





Long Island Bank Extends Easy Credit to. 
Customers of Cooperating Retail Stores 


Smaller retailers in Nassau 
County, New York City suburban 
area on Long Island, soon will be 
able to match the credit facilities 
extended by branches of New York 
department stores under a plan 
worked out by the Franklin Na- 
tional Bank, Franklin Square, Long 
Island. The bank is soliciting par- 
ticipation by local merchants in the 
plan. 

Merchants who join the program 
may provide charge-account service 
to suitable customers as readily as 
do the larger metropolitan stores. 
The customer in making a pur- 
chase, presents a conventional iden- 
tification card to the merchant who 
arranged his account, or to any 
other dealer taking part in the pro- 
gram. The customer receives a bill 
for his purchases from the bank. 
In making an arrangement with 
the bank, the merchant must agree 
to provide satisfactory merchan- 
dise, suitable prices and exchange 
services. 

The dealer asks the customer for 
the usual credit information in of- 
fering charge accounts. This is 


sent to the bank, which establishes 
individual credit ratings. The re- 
tailer gets a maximum unit sale 
authorization, which varies accord- 
ing to the shopping season. 

At the end of the business day 
the dealer collects his charge slips 
and deposits them at the bank as if 
they were cash items. His account 
is credited at once, without risk to 
him, at a charge of 5 per cent of 
the dollar total. According to Ar- 
thur Ross, president of the Frank- 
lin Square National Bank, delin- 
quencies are not expected to exceed 
those on installment loans. 


Canada Removes Its 
Consumer Credit Curb 


Canada has repealed the Con- 
sumer Credit Act, lifting all re- 
maining consumer credit restric- 
tions. This ended the requirement 
of a down payment of one-third of 
the retail sales price of all com- 
modities, with the balance to be 
paid within 18 months. 

Most Canadian dealers will re- 
place this with a down payment of 


HARDWARE AGE, MAY 29, 1952 








Four bra 
only by : 
Mr. Laco 


and glass 


“Brand I 
just easec 
at all to 

brittle or 


Brand D 


L 
OF 





GLASS) 


HARDW. 





oruary. 
ods sales 
00, com- 
n the pre- 
00,000 in 
sted basis, 
15,000,000 
0. 
entories 
0,000 in 
|,861,000,- 
$10,122,- 
easonally 
otal was 
uary $9,- 


ventories 
3,000,000, 
0,000 in 
0,000 in 
nm a sea- 
e March 
and Feb- 
000,000. 
olesalers 
arch, up 
lary and 
us year. 
ent the 
000 and 
000,000. 


ablishes 
The re- 
nit sale 

accord- 


ess day 
ge slips 
nk as if 
account 
risk to 
cent of 
to Ar- 
Frank- 

delin- 
exceed 


'S 
urb 


2 Con- 
all re- 
-estric- 
rement 
iird of 
1 com- 
to be 


ill re- 
ent of 


, 1952 





»ee ANOTHER DEALER TAKES 
“BLINDFOLD TEST”...FINDS 
L-O-F GLASS EASIEST TO CUT 


Dealer Oryle Lacourciere says: 


“I found the brand marked D much 
easier to cut than the other brands!”’ 





Four brands of single strength window glass, identified 
only by a letter crayoned on the corner, were cut by 
Mr. Lacourciere of J. Lacourciere Co., wallpaper, paint, 
and glass store in Wallingford, Conn. 


“Brand D was a lot easier to cut”’, he said. ‘““The cutter 
just eased along and I didn’t have to exert any pressure 
at all to break the glass off nice and clean. It wasn’t 
brittle or grainy like a lot of glass.” 


Brand D was L-O-F Window Glass. 


LIBBEY: OWENS-FORD the casy-to-cue WINDOW GLASS 


When there’s such a difference in cutting small pieces 
(the test lights were 12” x 16’), think what L-O-F’s 
easier cutting means when you’re working with bigger 
sizes, cutting close to the edge, or making a curved or 
angle cut. Like other glass dealers, you’ll have fewer 
crooked breaks, less waste, less trouble, more profit. 
And almost anybody in the store can cut it. 


L-O-F’s slow annealing, or cooling, is the reason L-O-F 
Window Glass is less brittle and easier to cut. It takes 
more time in the L-O-F plant, but it saves you time and 
money. 


Try The Test Yourself! Get some L-O-F Glass from 
your Distributor, cut it and compare it with any other 
brand of window glass. You’ll see why you'll get less 
waste ... more profit . . . if you specify L-O-F whenever 
you order window glass. Libbey-Owens-Ford Glass 
Company, 6752 Nicholas Building, Toledo 3, Ohio. 














HARDWARE AGE, MAY 29, 1952 


155 





OVER 





0,000,000 


CUSTOMERS AND PROSPECTS WILL SEE THIS 


AIPOWER (PET) ZEPHYR 










gu 
eMC motor. 
A Listed: 


U.L. 25L 
jel 62° 
BN nin 7.58 








and . 
Sther attac 


in 
s-cutt! 
or cros *. ‘Also 












jet u et 
L. 
ae ge—On 
u vith stu dy pet Va"s 
16 complete a your dealer Atco or gait sal 
: rl ~ ° 
See ad Ya eer Sil foal SEE YOUR 
; polisher’: "per Hi-Power © 
ee craic TOOL WHOLESALER 
: OR WRITE 


DIRECT FOR NEW 


PET Toots 
GENERAL 
CATALOG 


STOCK—DISPLAY—SELL 
Build Profitable Volume 


156 





around 10 pct with upward of two 
years to pay, or even a longer pe- 
riod in the case of higher priced 
articles. 

Montreal merchants expected “the 
lifting of restrictions would ‘boost 


sales of furniture, many appli- 
ances, radio and TV _ receivers 
among low income groups who 


could not afford the compulsory 
one-third down payment. 


Ward's Lower Prices 


On Fans, Utensils 
Reductions of as much ‘28 19 pet 


| on housewares from prices in the 


spring-summer catalog have been 
made in the mid-summer sales book 
of Montgomery Ward & Co. Price 
cuts included table fans, 15 pct; 
portable electric stoves, 10 pct; 
stainless steel utensils, 15 pet; 
pressure canners, 10 pct; Ward’s 
mixer, 15 pct. 

Ward’s own brand “best” quality 
fans are listed at $14.39 to $28.79 
and “better” quality from $9.69 to 
$12.97. GE air circulators were 
priced at $64.95 and Fresh’nd-Aire 
at $50.85. Ward’s own “best” was 
quoted at $27.97 and $32.50. 

Stainless steel utensils included 
a three-quarter colander reduced 
from $3.49 to $2.96; oblong dish- 
pans from $6.98 to $5.95 and 
pitcher from $5.79 to $4.89. 

The mail order house cut the 
price of a 16-quart pressure cooker 
to $18.77 from $20.95 and a 21- 
quart canner to $19.77 from $22.82. 
A Ward “better” ironing board was 
reduced to $7.15 from $7.95. 


Tire Stocks Heavy; 
Prices May Decline 


Although tire manufacturers are 
endeavoring to hold prices at pres- 
ent levels, considerable pressure is 
being reported for _ reductions. 
Dealers are said to be cutting 
prices sharply in an effort to re- 
duce stocks. Inventories of both 
manufacturers and dealers are re- 
ported to be at high levels. Deal- 
ers built up stocks in expectation 
of a replacement demand which 
manufacturers forecast early in 
the year, but this has failed to de- 
velop. 


Whirlpool Prices Lower 


Whirlpool Corporation has an- 
nounced a $20 reduction on its au- 
tomatic washers. Model 501551 is 
reduced to $299.95 from $319.95 


HARDWARE AGE, MAY 29, 1952 











= fol 
pro! 
for 





SALES 
E 


Every 
ACCU 
have 

big pi 
year. | 
RATI 
the b 
natior 
of pr 
the de 





HARDW: 





jard of two 
, longer pe- 
ther priced 


xpected “the 
vould “boost 
any appli- 

receivers 
roups who 
compulsory 


rices 
as 19 pet 
ces in the 
have been 
sales book 
Co. Price 
» 15 pet; 
10 pet; 
15 pet; 
t; Ward’s 


t” quality 
to $28.79 
1 $9.69 to 
ors were 
h’nd-Aire 
best” was 
50. 
included 

reduced 
yng dish- 
1.95 and 
2 

cut the 
re cooker 
id a 21- 
n $22.82. 
oard was 
5. 


i 


irers are 
at pres- 
ssure is 
luctions. 
cutting 
t to re- 
of both 
are re- 
3. Deal- 
ectation 
| which 
arly in 
d to de- 


ower 


las an- 
its au- 
1551 is 
$319.95 





», 1952 


‘Stock these proven 


SALES LEADERS 


=for bigger tape 
profits now and 
for the future! 









SALES HAVE BEEN GOING UP—UP— UP 
EVERY YEAR FOR OVER 30 YEARS! 


Every year —for more than 30 years— sales of 
ACCURATE TAPES by dealers and distributors 
have increased. That’s why you can count on 
big profits now and even greater profits next 
year. It’s good business to stock and sell ACCU- 
RATE TAPES. If you do not carry them — join 
the big parade of dealers cashing in on this 
nationally advertised, nationally accepted line 
of proven profit-makers! Don’t delay — get all 
the details, now! 
WAREHOUSE STOCKS AND AGENTS strategically 
located throughout the country. Write for name of 
wholesaler nearest you and new illustrated catalog. 
Address inquiries to: ACCURATE MANUFACTURING 
COMPANY, -Garfield, New Jersey. 


mg eee aaa ae ae aaa ae ae ee 
ee 


| IF IT'S TAPE...1T WILL PAY YOU TO MAKE SURE ee 
"ACCURATE TAPE ‘GD 
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NEW PROFITS 







PAGE 
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It’s here . . . Rockwell’s complete, new two-color 
catalog describing the finest . . . newest . . . most 
profitable line in the industry. Here’s why: 
1. A complete line in every detail: Hand Saws... Panel 
Saws... Compass Saws... Keyhole Saws... Nests of 
Saws... Back Saws... Plumber's and Cable Saws... 


Plaster Cutting Saws... Nail Cutting Saws... Pruning 
Saws... All-Steel Buck Saws. 

2. Simplified, yet complete catalog information for easy 
and correct customer selection. Speeds selling .. . 
builds customer confidence. 

3. Famous Rockwell quality and dependability through- 
out. 

4. Extremely interesting retail prices .. ..with a new profit 
margin that will make Rockwell hand saws a top 
dollar producer for you. 

Don’t wait ... act today. Mail the handy coupon for 
complete dealer information. 


Rockwell Tools, Inc. 


Subsidiary of ROCKWELL MANUFACTURING COMPANY 
1314 KINNEAR ROAD, COLUMBUS 8, OHIO 


100 Years of Fine Quality Saw Making 























-—-, 
[ ROCKWELL TOOLS, INC., 1314 Kinnear Road, Columbus 8, Ohio | 
| Please rush me_ _copies of the new Rockwell Hand Sow Catalog. | 
| Please advise name of closest stocking distributor. | 
| Name seninnsttetoemenaacntitbansaytiisi — | 
| a iiieaianehimatinali | 
| City. ___Zone_ _State a | 
t ‘ 
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ADJUSTABLE 


FORCE-FORMED SOCKET WRENCHES 
AND ATTACHMENTS 








WRENCHES ARE 
60% STRONGER 





TOPS IN THE 
LOWEST PRICE FIELD 


ARROW 


SET A-16 


A quality line of 
wrench sets and open end 
wrenches in bright chrome 
plate. colorful xes and 
packages. 
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STEVENS WALDEN, Inc. 





WORCESTER 4, MASS. 










and Model 501561 is cut to $319.95 
from $339.95. The company re- 
cently made price reductions rang- 
ing from $19 to $24 each on its 
automatic gas and electric dryers. 


New Storage Battery 
Shipped Without Acid 


A new automobile storage bat- 
tery which is kept without fluid 
until it is placed in a car has been 
announced by the Firestone Tire 
and Rubber Co. As a result of this, 
it was explained, life of the battery 
does not actually start until it is 
put in the automobile. 

In other batteries, it was ex- 
plained, the acid is added in the 
factory and the battery strength 
seeps out during the time it remains 
in warehouses and dealers’ stocks. 
Acid for the batteries is kept in 
a special plastic bottle and the con- 
tainers are shipped separately from 
the batteries. List price of the new 
batteries is slightly higher, said 
Firestone, but it added that cost 
per month of operation will be less. 


One Organization of 
Retailers is Proposed 


A single national association to 
represent all branches of the retail 
industry, was urged by Max Hess, 
Allentown, Pa., department store 
executive, in addressing a retail 
forum at the annual dinner of 
Long Island University’s retailing 
department in New York. Mr. 
Hess also forecast a record rise in 
retail sales in the last three months 
of 1952 and he looked for “the 
brightest Christmas sales peak 
since 1947.” , 

Mr. Hess said there are special- 
ized organizations for individual 
retail groups but there is no cen- 
tral voice to speak for all retailers, 
large and small. 

“As retailers we are not doing 
enough for ourselves,” he said. “We 
are like scattered regiments with- 
out a unified army. We are not 
properly organized, first to agree— 
then act and speak for retailing.” 

He urged creation of a “National 
Association of Retailers” similar 
in scope to such organizations as 
the National Association of Manu- 
facturers and the American Medi- 
cal Association. Such a group, he 
stated, would not only strengthen 
the position of the retailer in this 
country but would also help Amer- 
ica’s economic structure. 

“The retailer is closer to the pub- 
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THE LAST WORD IN 
WIRE PRODUCTS 


STOVE PIPE WIRE 
COIL AND SPOOL 
ASSORTMENT 









STRANDED 
AND SOLID 
CLOTHES LINE WIRE 





BRASS, COPPER, 
DARK, TINNED, 
GALVANIZED 
COILS AND SPOOLS 
1 OZ. TO 20 LB. 
PACKAGES 
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BRAIDED 
PICTURE WIRE 





STRANDED 
AERIAL WIRE 
RADIO 
ACCESSORIES 
SOLDER AND PASTE 


SOLD THRU JOBBERS ONLY | 
SEE YOURS FOR PARTICULARS 


CONFIDENCE 
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Mr. Tomlin says:— 


e “We are sold on the power of advertising and 
use it in many forms suggested by Sherwin- 
Williams.” 


e “We attribute much of our increased business 
to the Style Guide and Style Guide Companion. 


e “We have 51 Guides and 10 Companions. 
They are constantly on loan. Each lending aver- 
ages over $15.00 in sales.” 


e “They are on display constantly at schools, 
beauty salons, architects’ offices, and with paint- 


ing contractors.” 
e “In our opinion, Sherwin-Williams advertising 
and merchandising features are tops in the 
paint industry.” 





Style Guide increases sales’] 7 


.-. at Five Points Lumber Company, Jackson, Tennessee 
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Vice-President H. P. Tomlin (far right) reports 
big increase in sales of Sherwin-Williams prod- 
ucts in 1951. He adds that most of it was due to 
“widespread use of the Style Guide and Style 
Guide Companion”. 

At left are the high spots of Mr. Tomlin’s letter. 
Read how this popular Color Service . . . keyed 
to customers’ needs . . . sells more paint at Five 
Points Lumber Company. It can increase your 
paint sales, too. Your Sherwin-Williams repre- 
sentative will be glad to tell you how. Or write 
The Sherwin-Williams Co., 101 Prospect Ave., 
N. W., Cleveland 1, Ohio. 


————— 
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5 Gal. 4 
KNAPSAC 
SPRAYER 


Finest knapsack sprayer made. 
Pump lever develops high pres- 
sure easily while spraying. 5 
gal. zinc-grip steel or copper 
tank. Tank is air conditioned 
preventing dampness reaching 
the back. Adjustable brass noz- 
zle. (Recommended by Exten- 
sion Services.) 


Streamlined BLIZZARD 


Copper Continuous Sprayer 


















SPEEDEX GARDEN & 
TREE SPRAYER 


®@ Solid brass. 
Large adjusta- 


FLAME ‘GUN SPRAYER 


HUNDREDS OF USES 
2000 degrees controlled heat. 
Destroys weeds, brush, rubbish. 
For burning safety strips and 


fire lanes. 


4 gal. tank. 7 ft. 


oil proof hose. Light. Compact. 


Portable. 


Burns kerosene or 


—b 


World's finest continuous sprayer. 
Large, glistening solid copper 
tank. Pump barrel is highly pol- 
ished brass,seamless. Appealing, 
modern design. Sprays any 
liquid. Pint, Quart (39 ounce). 
Strongest construction. Extremely 
popular. A fast seller. 


ble nozzle for 
< spraying trees, 
shrubbery, 
flowers, weed 
killing, etc. 
Sturdily built. 
Low priced. In big demand. 











range oil. 


D. B. SMITH & CO. 426main st. UTICA 2, N.Y. 


“ORIGINATORS OF SPRAYERS SINCE 1888’ 
SOUTHERN TERRITORY. oENJ. D. SMITH, JR., BOX 847, SANFORD. WN. C 
CANADIAN REPRESENTATIVE GORDON | COHOON, 1265 STANLEY ST., MONTREAL 2, CANADA 








STEEL WASHERS 


FOR EVERY NEED 





A DEPENDABLE SUPPLIER 
FOR 38 YEARS... 


Your requirements for standard and 
special steel washers are sure to be 
satisfied at Joliet. A bank containing 
thousands of special dies in many 
shapes and forms, 9/32” to 8" O.D., 
gauges No. 28 to 3/8’, stands read 
to answer your needs. A VARIET 
OF FINISHES IS AVAILABLE to 
meet your special needs, including: 
Electro-plating, Galvanizing, Parker- 
izing, and Cyanide hardening. 


After All/ 
THERE'S NO SUBSTITUTE 
FOR QUALITY AND SERVICE 







Your emergency re- 
quirements are our 
special concern. 





204 CONNELL AVE. 











\ JOLIET, ILLINOIS 
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lic than any other businessman,” 
Mr. Hess said. “He is the first to 
judge the public’s tastes, demands 
and complaints. Usually he is first 
to be blamed for inflation or any 
rise in prices.” 


G.E. Making Search 
For Its 1912 Ranges 


General Electric is looking for 
about six of its old cast iron ranges 
built around 1912 with the GE 
monogram on the oven door. The 
company’s range and water heater 
department is looking for the old 
ranges in good condition suitable 
for promotional display purposes 
and is offering a new 1952 push- 
button single-oven model free in 
exchange. 

One display of the two models, 
with a 1912 range on one platform 
and a 1952 model on another, is 
now making the rounds of dealers 
and the company reports it is 
booked solid for some time. Be- 
tween the two ranges is a banner 
reading: “Good then ... but so 
much better now.” 

There is a comparison accom- 
panying the display. The approxi- 
mate monthly operating cost then 
was $18; now it is $2. It then took 
17 minutes to bring a quart of 
water to boil; now 6 minutes. The 
retail price then was $337.50; now, 
$289.95. 


Shelvador Introduces 


Small Home Freezer 


A new six-foot Crosley Shelvador 
home freezer has been introduced 
by the Crosley Division, Avco Mfg. 
Corp. The freezer, Model SDF-6, is 
designed to meet growing demand 
for a compact unit for smaller 
homes, apartments, house trailers 
and other places where space is at 
a premium. The suggested list 
price of the unit is $269.95. 


15% Volume Drop In 
Water Systems in 1951 


Factory shipments of domestic 
water systems in 1951 amounted to 
617,000 units valued at $60 million, 
reported the Commerce Depart- 
ment’s Census Bureau. There was 
a 15 pct decrease in the number of 
units but the value remained al- 
most as high as in 1950. Jet-pump 
systems made up 62 pct of all do- 
mestic water systems shipped both 
in 1951 and 1950. 
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THESE WIZARDS WITH WOOD 
Bring Gold to the door 
Of Teagle & Thompson's — 
That prosperous store 
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“There’s gold in them thar cans.” Yes, 
thousands of dealers are turning them into 
gold by displaying, recommending, selling these 
widely known, widely advertised, widely used 
Wizards with Wood. Ask your wholesaler— 


he carries all three. 


UNITED STATES PLYWOOD CORPORATION 
Dept. 60, 55 West 44th St., New York 36, N. Y. 
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ce is at Largest Selling Wood Glue — Blond or pickled effects call for Big demand for natural wood finishes, sells 


“1 ) WELDWOOD | wan FIRZITE SATINLAC’ | 
In puastic RESIN G LUE Recommend WHITE c big modern style 


Order from your Wholesaler 





woodsy effects on 4 SATINEAC.; natural wood fin- 
or fixing things, 


hardwood or soft, ishes — on furniture, 
wood panelling and 


Firzite for magical trend is for light 
1951 For making things 
plywood or solid 








omeatic rows recommend Weld- lumber. For light woodwork, When 
i SC pane wood Glue—for all Ps 3 pastel tones, recom- customers ask you 
inted to wood - to - wood Kee — mend WHITE Firzite what to use, you'll 
million, bonds and many Ae tinted with Colors- _.make friends by re- 
Depart- other uses. Makes joints stronger than in-Oil. For soft wood and fir plywood commending SATINLAC. It brings 
: the wood itself. Mixes easily with paint jobs, recommend WHITE out and preserves the natural grain 
re was water. Stain-free, rot-proof, highly Firzite as an undercoat, to help pre- and color-beauty of any plywood or 
nber of water-resistant! For hobbyists, home vent grain raise or checking. (For soft solid wood. Water-clear Satinlac 
ned al- owners, contractors, carpenters! In wood or fir plywood stain jobs, recom- avoids that “built-up look. Easy to 
t-pump self-selling display cartons! 10c, 15c, ment CLEAR Firzite, to tame wild, brush or spray; dries dust-free” in 
) 35c, 65c. 95c: 5 lbs.. 10 Ibs.. 25 Ibs. unsightly grain. Over 40 million feet 20 minutes, ready for next coat in 3 
all do- of fir plywoéd sold every week — what or 4 hours. 
2d both a market for Firzite!) In pints, quarts, gallons. drums. *Trade Mark 
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“THE ECONOMY MOWER” 


Engineered en- 
tirely for POWER 
mowing, with 
BLAIR’s 70 years 
of experience be- 
hind it. 

1.1 HP Briggs & 
Stratton engine, 
18” cutting width. 
An economy 
mower for your 
customers — 
a profitable 
one for 
you. 
















BLAIR 


LAWN MOWERS 
LAIR MANUFACTURING CO 


Telephone 2-7449 


SPRINGFIELD 7, MASSACHUSETTS 





| atom Melaliciaal 
designed for 


QUICK, 
EASY 
SERVICING 


Rising Cone 
exposes wick 
for quick trim, . 
easy lighting 


EMBURY MANUFACTURING CO 
WARSAW, NEW YORK, U.S.A 


EMBUR 


LANTERNS & TORCHES 


ee 
EMBURY 
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Painting by 23 Million Home Owners Is Factor 
In Great Expansion of Paint Industry 


The American paint industry, 
whose rapidly-growing sales volume 
has put it in the billion-dollar class, 
today stands on its own feet and 
should no longer be classified in 
financial circles as an “adjunct” to 
the building industry, William C. 
Dabney, president of Devoe & Ray- 
nolds Co., Inc., today told members 
of the N. Y. Society of Security 
Analysts. 

Mr. Dabney pointed out that 
gross sales by more than 1300 paint 
manufacturers had soared 206.3 pct 
since 1940, representing an in- 
crease of from $443 million to $1,- 
357 million as of 1951. Devoe, he 
added, outstripped the industry 
average with an increase of 276.9 
pet. 

The speaker, whose company will 
begin its 200th anniversary celebra- 
tion next year, asserted that the 
paint industry had outgrown its 
role as a part of the construction 
industry by virtue of the fact that 
only “a small per cent” of total sales 
stemmed from new construction. 
The overwhelming volume of pur- 
chases from the paint industry’s 
“trade sales” or “canned goods” di- 
visions were made by home owners 
who, for the first time in 1950, out- 
numbered renters in the United 
States. 

“The 1950 census figures showed 
that, for the first time, owners of 
occupied dwellings exceeded rent- 


ers,” Mr. Dabney said. “Between 
1940 and 1950, the number of home 
owners increased 54 pct until there 
are now more than 23 million of 
them. This* fact has afforded and 
continues to afford the paint in- 
dustry the greatest opportunity in 
its history.” 

Mr. Dabney noted that as the 
number of home owners increased, 
there has been an increasing de- 
mand for paint products which own- 
ers could apply themselves. Rising 
labor costs, increased costs of taxes 
and other factors which siphoned 
off income, has made this fact more 
apparent each year. 

“Twenty-five years ago,” he ex- 
plained, “house paint (particularly 
outside white house paint) meant 
white lead and oil, and oil meant 
raw linseed oil. Today most first- 
class house paints on the market 
contain a high percentage of ti- 
tanium dioxide ground with various 
processed oils. Such a product gives 
much greater opacity, or hiding 
power, and greater durability. 

“Twenty-five years ago the aver- 
age paint and varnish manufac- 
turer had a score or more of raw 
materials that accounted for 85 pct 
of his requirements. Today, the 
formulators have hundreds of raw 
materials from which to choose, 
each with certain characteristics 
that are selected to give a certain 
end result.” 





Electric Housewares 
Gift Plan Succeeding 


Preparations are well under way 
for the fall and Christmas phase 
of the Electric Housewares Gift 
Campaign and it will be formally 
announced in July, J. P. McIlhenny, 
chairman of the sales promotion 
committee of the Electric House- 
wares Section of the National Elec- 
trical Manufacturers Association 
announced. 

Mr. MclIlhenny, who is vice-pres- 
ident in charge of sales of Waring 
Products Corp., said that because 
of a well planned early start and 
intensified activity on the part of 
local area committees, Electric 
Leagues and distributors in key 
markets, this year’s participation 
far exceeds that of last year. 

“We feel that a great deal has 
been accomplished in making the 
trade more aware of the tremen- 


dous sales potential existing in the 
multi-billion dollar gift market,” 
he said. “We feel strongly that we 
have finally hit on a highly success- 
ful formula which will set a pat- 
tern for years to come. 

“Since the beginning of this year 
the activity has not only carried 
over momentum gained in the past 
but has actually snowballed beyond 
our greatest expectations. The fact 
that additional thousands and thou- 
sands of dealers are tieing in is 
most encouraging proof.” 


Panel Will Study 
Rubberset Products 


A customer merchandising panel 
to study mutual problems has been 
set up by the Rubberset Co., New- 
ark, N. J., manufacturers of paint 
rollers and paint and lather 
brushes. 

“By discussing our customers’ 
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VITA-VAR WANTS 





NEW PAINT PARTNERS 





Your paint business can be four times bigger than it is to- 
day! Research shows that the paint industry is reaching 


only one-quarter of its poten- 
tial market. Now Vita-Var is 
ready to help you get that 
other 75%. 





DISCOUNTS 


When you do business with Vita-Var you 
get discounts that can make you the most 
competitive paint dealer in your area. Once 
you pass the minimum, Vita-Var’s rising dis- 
count plan puts more net profits in your pocket 
with every gallon you sell. And dollar for dollar, 
Vita-Var matches your advertising appropria- 
tion...gives you a better cooperative adver- 
tising deal than you can get from 3 of the 
“Big Four”! 


EVERY AID 

Vita-Var offers you every type of business 
aid. Vita-Var supplies you with advertising 
mats, radio spots, counter displays and out- 
door advertising that have been tested and 
proved for other dealers. Vita-Var also backs 
you with intensive regional and national ad- 
vertising. 


REPEAT BUSINESS 


Dealers handling Vita-Var products find cus- 
tomers who once use Vita-Var paints keep 
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coming back for more. The reason for this is 
simple. The high quality of Vita-Var products 
is constant. Every batch of paint is triple- 
checked in the laboratory, factory and con- 
sumer-lab before it’s sold. Your customers like 
getting the best for less, and Vita-Var paints 
give them that ...they cover more, cost less 
than other quality paints. And they carry the 
famous Good Housekeeping Guarantee. Write 
today for full information! 





‘“‘Write me today,” says Renshaw Smith, 
Jr., Vice-President of the Vita-Var Corpo- 
ration, ‘‘if you want to be in on this tre- 
mendous new paint booni. We are allocating 
franchises now.” When writing, address 
letters to: Mr. Renshaw Smith, Jr., Vita-Var 
Corporation, 1180 Raymond Boulevard, 
Newark, New Jersey. 


Mr. Smith: I want to know more about your 
Vita-Var Dealer Franchises. Please send me 
complete details (without obligation) immedi- 
ately! 


Firm Name : a 


Address —— — atid 











Te. Zone—___ State 
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HERE’S WHY 


SCREWS, BOLTS, NUTS 
ARE Guns EASIER TO MOVE 


° . J 
Easier to identify See how the label 
stands out? It’s easy to read—from the top-most 
shelf. Different colors identify different screws, 
bolts, nuts, metals, plating, etc. Saves time! 


* 
Easier to handle Pheoll products are 
packed in sturdy boxes that won’t “‘bow out” 
when opened or stacked. Covers slip on and off 
with just the right friction grip. Easy to handle, 
pack and ship. No tearing, spilling or loss. 


° 
Easier to get Prompt, reliable deliv- 
ery through convenient factory warehouses. 
Your Pheoll stocks cover most needs. Depend 
on this one source for a broad range of “in 
demand” fasteners. 


7” 
Easier to sell Pheoll products are 
money makers because they’re easy to sell. 
They’re fast movers. They repeat because they’re 
made to build your business. Our reputation is 
your guarantee. 
ar 
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Square Head ag 
eadless Set sonarews Brass Washers 
ocket eeg Sens NUTS 

*Thumb — Cap Screws *Machine Screw Nut 

crews *Semi-Finished I uts 

er, RODS *Wing Nuts 
Threaded Rods Cap Nuts—Brass 


Knurled Nuts B 

— Br, 

{Slotted and Phillips Reces ed 
lee/ and Brass _— 


Write, wire or phone 


7712 


BOLTS @ 3 
“en ustriols Fasteners and ers and Holding Devices . 


NUTS 
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problems before a new promotion 
is planned or before changes are 
made we can more readily build a 
merchandising plan to our custom- 
ers’ needs for today’s and tomor- 
row’s market,” said David T. 
Barry, sales manager of the paint 
and brush division. 


Westinghouse Expects 
To Equal 1951 Volume 


A doubling of the present volume 
of the electric appliance business of 
the Westinghouse Electric Corp. 
within the next decade was forecast 
by J. H. Ashbaugh, vice president 
of the electric appliance division, at 
a stockholders meeting. 

Major reasons why the appliance 
division expects to reach this goal 
were given by Mr. Ashbaugh: Popu- 
lation growth that annually is add- 
ing to the nation’s population two 
cities equivalent to Washington and 
Baltimore; confidence in public ac- 
ceptance of new appliances such as 
dishwashers, electric clothes dryers, 
food disposers, automatic washers 
and dehumidifiers; and third, the 
continuing trend toward the desire 
for more leisure time. 

Mr. Ashbaugh also said, “The 
short term outlook is not quite so 
clear. Business has slowed some- 
what. Every indication is that 1952 
will require good, hard selling. It 
is our feeling that the business is 
there, as evidenced by the fact that 
the savings are at an all-time high. 


New One-Coat Exterior 
Paint for All Surfaces 


Development of a new, low-luster 
paint for one coat coverage of ex- 
terior surfaces is announced by 
Armstrong Paint & Varnish 
Works, Export Division, New 
York. The paint is termed suitable 
for wood, metal, concrete, stucco, 
shingles and prefabricated siding. 
A total of 1700 different color com- 
binations are available with the 12 
basic colors and white. The makers 
declare the new paint to be self- 
cleaning, mildew and alkali resis- 
tant and has a high spreading rate, 
covering 400 to 500 sq. ft. per 
gallon. 


Vacuum Sales Higher 


March factory sales of standard- 
size household vacuum cleaners 
amounted to 290,092 units, a 23 pct 
rise over the 235,936 in the pre- 
ceding month, according to the 











NATURAL FAST 
SELLERS! 








Household Tool Kit #A441 


Economical 


AMALITE ye01°kits 


Place these fast selling Amalite Kits to work for 
you! Watch how they actually sell themselves! 
The complete Amalite Line is packed in beautiful 
eye-appealing, red, blue, and green kits. Blades 
are interchangeable and are made of hardened 
and tempered tool steel. The extra-large handle 
is made of attractive durable plastic and is com- 
fortable to the grip. 


Write today for our complete catalog. 





ARMSTRONG BROS. 


Better PIPE_TOOLS 






PIPE CUTTERS 


“ARMSTRONG BROS.” Three wheel and 
Standard wheel and roller Pipe Cutters are 
quality cutters throughout . . . built to give 
years of good service. 

“ARMSTRONG BROS.” drop forged Pipe 
Cutters are built for lifetime service with 1- 
piece drop forged steel heat treated body and 
a replaceable hardened steel nut to take up 
the wear and thrust of handle screw. Used 
either as l-wheel (with 2 rollers) or 3-wheel 
(fer close quarters). 

“ARMSTRONG BROS.” Knife Blade Cutter 
Wheels are machined from special alloy tool 
steel properly heat treated. They 
eut rapidly and easily, hold their 
keen edge. 









_ Write tor 
| Coteteg 


CERDASTRONG BROS. TOOL CO. 


“The Tool Holder People” 


5214 W. ARMSTRONG AVENUE © CHICAGO 30, ILL. 
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L URRY! cer your orvers iw 


Humorous newspaper ads, throughout the 
entire United States, have brought amazing 
sales for Shur-Lok Bed Spring Supports. One 
store even sold 186 MAIL ORDERS. 

Cash in on the demand for Shur-Lok Bed 
Spring Supports. Everybody wants them to 











replace old, dust-collecting, squeaky, unsafe 
supports. 

SHUR-LOKS LOCK ON— just drop 
them in place at ends and middle. No in- 
stallation needed. Retail at $1.75 per set of 
six. Ask your jobber. 








FURNITURE PARTS 


MANUFACTURING CO. 
39 West E. H. Crump Blvd. «¢ Memphis, Tenn. 


MW 
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FLEXISEAL 


CAULKING COMPOUND 
Builds profitable repeat business ! 


Yes, today more than ever, 
value-conscious buyers de- 
mand FLEXISEAL quality, 
recognize FLEXISEAL econ- 
omy. They know FLEXI- 
SEAL Caulking Compound 
applies easier and faster, 
stays flexible longer, resists 
cracking, seals tightly. 

That’s why FLEXISEAL is 
first choice of those who use 
Caulking Compound a lot 
—why we've had to in- 
crease plant capacity twice 
in one year—why many 
dealers report double and 
even triple volume of Caulk- 
ing Compound sales with 
FLEXISEAL. 

FLEXISEAL’S superior 
quality at no increase in 
price means more sales and 
greater profits for YOU, too! 


Sell FLEXISEAL in... 
e SPOUTED CARTRIDGES 
e REGULAR CARTRIDGES 
e CANS AND PAILS 
e COLLAPSIBLE TUBES 
Meets and Exceeds Federal Specifications 


ORDER FLEXISEAL FROM 
YOUR FAVORITE JOBBER 


or write 


LANDEN PUTTY WORKS, Inc. 


MALDEN, MASSACHUSETTS 
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Vacuum Cleaner Manufacturers As- 
sociation. Sales in March were 
practically identical with 290,242 
units sold in March, 1951. 


New Factors Promote 
Water System Selling 


“New Trends and Present Prob- 
lems in Farm Water Supply” was 





discussed recently by D. E. Bru- | 


baker, Assistant Sales Manager of 


the F. E. Myers and Bro. Co., Ash- | 


land, Ohio, before the South East 
Section of the American Society of 
Agricultural Engineers in Atlanta, 
Ga. 

The United States is moving to 
the suburbs, states D. E. Brubaker, 
assistant sales manager of the F. E. 
Myers and Bro. Co., Ashland, Ohio. 
He said that farms are being ab- 
sorbed by the decentralization of 
municipalities and the expansion of 
housing projects and/or are being 
combined with larger farms 

Consequently, said Mr. Brubaker, 
in water systems, the country is de- 
pendent more and more on replace- 
ments in order to obtain larger and 
more adequate water supply capaci- 
ties and to replace wornout and ob- 
solete equipment. 


“The water system market,” says | 


Mr. Brubaker, “is being supple- 





mented also by resorts, lawn sprink- | 


ling, irrigation, etc.” 

Another important trend in the 
development in water supply, ac- 
cording to Mr. Brubaker, is the sub- 
mersible pump. Some of the sub- 
mersible’s more important attri- 
butes, he stated, are its reliability, 
high efficiency, simpler-lower cost 
installation and sanitation. Mr. 
Brubaker also told of the coming 
use of centrifugal type pumps for 
lawn and sprinkler irrigation and 
the development of plastic pipe for 
water well use. 

In pointing out some of the pres- 
ent problems, Mr. Brubaker said 
that education as to the advantages 
of running water is still essential 
to develop the market in some areas. 


More Shut-downs at 
G.E. Appliance Plants 


General Electric Co., which re- 
cently announced shutdowns at its 
refrigerator and home freezer 
plant at Erie, Pa., has now dis- 
closed plans for further curtail- 
ment. Closing of the plant during 
the week of May 19 had previously 
been announced. Now it is an- 
nounced that production will be 











Change Flies and Hooks in Seconds 


Amazing Snap floats with a Dry Fly 


KWIK-KLIP 
on 


TROUT 
CASTING 





SPINNING “~" 
ETC. 


@ Made of Spring 
Steel—Smali 


@ Noturol FREE 
¢tion 


@ Fly Will Not 
WHIP OFF 


@ ONLY ONE KNOT 
TO TIE 

@ Made in 3 Sizes 

@ Trout — Spinning 
—Casting 


24 PACKAGES 
IN 


DISPLAY 
CARTON 


Order 
Cartons 
From 
Your 
Jobber 








KWIK- KLIP 
SnoPA 





CHESHIRE INDUSTRIES 
80 Skiff Street, Hamden, New Haven, Conn. 











McGill Brand 


mouse and rat 
TRAPS 





@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 
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VELVET 
FINISH 


by COOK « DUNN 


Based on LATEX 


Rubberize 


> 




















* A latex-based line with amaz- 
ing sales opportunities. Packed with 
advantages to professional and 

amateur painters. 


* Apply directly over new or old plaster, 


wallboard, wall-paper, plywood, brick, 
cinder blocks. No primer needed. 


* One coat gives tough, durable, 
uniform finish. No ghosting or streaks. 


* Free from painty odors... 
thinned only with water. 


* Dries in 30 minutes. If required, apply 
second coat in an hour. Super-Washable! 


” No messy mixing. Use as it comes, with brush, 
roller or spray. Clean brushes with soap and water. 


* 12 beautiful sales-tested, decorator 
colors and white. Many more made 
by intermixing. 


Paintings fm wih C008 & DUN 


Address All Inquiries to: COOK & DUNN PAINT CORP., P.0. BOX 117, NEWARK 1, N. J. 
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HERES EVERYTHING 


FOR HOUSEHOLD LUBRICATION 


LOCK-EASE 


GRAPHITED " aon FLUID 
LOCK FLUID Res Er a 


Protects 
all kinds 
of locks 
against 
freezing, 
sticking, 
rust and wear. Contains col- 
loidal graphite in a fluid car- 
rier. Helps free stubborn or 
frozen locks. List 35c for 4 oz. 
“controlled flow” can. Display 
merchandiser, as shown, with 
each dozen cans. 
























staintess DOOR-EASE 


STICK LUBRICANT 


Nationally known, steady 10c 
seller. Stops squeaks, prevents 
sticking of drawers, doors, win- 
dows, zippers and other ex- 
posed surfaces. Packed one 
dozen in display 
box, as shown, 
or on individ- 
ual cards. Al- 
so large 
39c sell- 
er, push- 
bottom 
metal container, 
packed six to display box. 


















































AMERICAN 
DRIPLESS OIL 


Penetrates, 
lubricates, 
rustproofs 
— the finest 
oil on the 
market for 
home and 
shop. “Runs in—will not run 
out.” Display card with each 
dozen cans. List 25c for 4 oz. 
“controlled flow” can. 

Ties in perfectly with DOOR- 
EASE and LOCK-EASE to give 
you everything your customers 
need for household lubricating 
jobs. ORDER FROM YOUR JOBBER. 


DRIPLESS OL 
=e) 
= 





















AMERICAN GREASE STICK COMPANY 


Muskegon, Michigan 














suspended during the weeks begin- 
ning June 9 and 16 and the weeks 
beginning July 7 and August 4. 
There will also be the regular two- 
weeks shutdown for vacations after 
the August 4 shutdown. 


Furnace Shortage 
May Develop This Year 


A shortage in heating units may 
well develop if, as is generally ex- 
pected, nearly a million new homes 


are erected this year, the Warm | 


Air Heating Industry Advisory 
committee announced at a meeting 
with NPA officials. 

Inventory levels are high at pres- 
ent, industry spokesmen said, but 
that condition is normal for this 
time of the year. If nearly a mil- 
lion new homes are started in 1952, 
a shortage of furnaces may de- 
velop because manufacturers’ allot- 
ments of steel and other controlled 
materials are too small to permit 
their making the required number 
of units. 


NPA reported that while gal- 


vanized sheet allotments had been | 


low because of the scarcity of zinc, 
the situation was improving rap- 
idly and by the third quarter of 
1952 it would cease to be a prob- 
lem 


Banker Sees Greater 
Need for Caution Now 


Noting that “we appear to be in 
the high range of the current cycli- 
cal movement of production and 
prices,” Roy L. Reirson, vice-presi- 
dent of the Bankers Trust Co., told 
a meeting of the American Manage- 
ment Association, in New York that 
“the need for caution on the part of 
business management is probably 
greater today than it has been for 
a decade.” 

As regards the near-term out- 
look, he said that it appears that 
“the upward pressure from the sus- 
taining forces over the next few 
months is likely to be relatively 
modest; no significant increase in 
the volume of business from pres- 
ent levels is indicated.” 

He stressed that he was not fore- 
casting a depression. Discussing 
the longer range situation he said 
that some of the supporting forces 
will become less effective and “main- 
taining capacity levels of business 
activity will present growing diffi- 
culties.” 

There are indications, he added, 
that props to the nation’s economy 
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@ The most complete Industrial Jack line 

@ Full data on all types and sizes 

@ Time and money-saving use and applica- 
tion recommendations 

@ Shows all construction features and 
specifications 

Write for your copy of this valuable free catalog today ! 





LEVER « SCREW HYDRAULIC 
Jacks 
and Center-Hole ~ Hydraulic Pullers 
TEMPLETON, KENLY & CO. 
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TANDROTINE ;obooess 
me Re 4 


TanproTINE is preferred by both painters and 
home-owners for use wherever a high grade 
paint, enamel, or varnish thinner is needed. 


That is because Tan- 
DROTINE is such an excel- 
lent thinner and cleaner 
of brushes, as well as a 
of grease. It 


IT’S PROVEN 
IT’S ECONOMICAL 
IT’S a Quality THINNER 






remover 








ORDER also dissolves wax and 
TANDROTINE Today! / does a hundred other 
household tasks. Tan- 





Get ready for 
EXTRA Sales, 
MORE Profits. 


SAVANNAH GEORGIA 
Bh ee, 


pROTINE has a high flash 
point, a pleasing odor, 
long leveling and even 
flow. It is slow drying. 


Get your supply now! 





aa 
“the Popular PAINT THINNER! 














FITLER ROPE 
FITS THE JOB 


Consult your Fitler Dealer on I 
all rope requirements. Whether 
the need is purely for rugged 
strength or one that calls for 
whip flexibility, your Dealer is 
ever ready to guide you. For one 
hundred and forty-eight years 
Fitler has supplied industry with 
dependable rope that is de- 





signed to fit the job. 
*"WATERPROOFED" 


Look for the blue and 
yellow registered trade- 
mark on the outside of % 
inch diameter and larger 
sizes and on the inside 
of ali smaller sizes. 


THE EDWIN H. FITLER CO. 
PHILADELPHIA 24, PA. 


Sold by dealers everywhere 











COLORFUL 


TOPICAL 





@ A sparkling reproduction of the modern 
textured counter-top surfaces so popular in 
the contemporary home. All sizes are avail- 
able in gray, red and yellow... smart 
accent colors that were created to compliment 
any kitchen. 

The pattern is permanently lithographed on 
steel and covered with heat-resisting clear 
varnish for a durable, mar-resistant surface 
that is smooth and washable. 


stainless 
steel 
utility 
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Yes, they're back and available . . . America's 
finest pad . . . Nu-Top Stainless Steel. Bright, 
shining beauty plus rugged resistance to all 
types of corrosion . .°. truly, “the finish that 
lasts forever!'' Exclusive NU-ROUND Corners 
prevent marring or scratching. Available in 
two sizes: 17” x 19” and 14” x 17”. 


“Te METALOID CO. 
























BACK AGAIN! 


5815 KINSMAN ROAD °« CLEVELAND 4, OHIO 
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Serving 


INDUSTRY 


since 1887 


WASHERS and 


STAMPINGS 


Standard and Special Washers, 
of every description, from every 
kind of material, any desired 
finish . . . designed for every 
purpose... utilizing more than 
22.000 Sets of Dies. 


Let us Quote on Your Needs. 


THE WORLD’S LARGES 
2218 SOUTH BAY STREET 


WROUGHT WA 


eo 









MILWAUKEE 7, WISCONSIN 











MEET HANSER'S HUSTLERS! 


Bs salesmen eoncen- 
trated P 
oo « BS 







area); NEW JERS 
PENNSYLVANIA; 
y LAND harles, 
i” Va.); DELAWARE; DIST. OF 

yaa COLUMBIA (Incl. Alexan 
wes and Arlington, Va.) 


e HARRY HANSER 

ORGANIZATION 
Manufacturers Representatives 

1841 Broadway New York 23, WN. Y. 














Gripper Clips 


Registered U. S. Pat. Office 
Small and large Ga ee 
sizes fer holding 
tools, garden im- 


large and 1 doz 
small.) Retails at 
reu- 





lars on request. ‘ee 


@GIBSON GOOD TOOLS, INC. @ 
Box 26B Orange, Mass., U.S.A. 




















“DIAMOND N" 
Star Type 





by 
DIAMOND 






Di > FORCE TWIST DRILLS 


_SS=—D 


- ASH FOR CATALOG. 
DIAMOND EXPANSION BOLT CO., INC. 








DEPT. H.A. © GARWOOD, N. J. 





Slides Paint Off 
‘~Like Butter! 


aa 


Bull Dog Cream Remever * Cannot 
Scerch, Burn or Damage the Surface 
Write for full information, price list. 

GILLESPIE VARNISH CO., 131 Dey St., Jersey City, M. J. 











CHROME 
BRASS PIPES 


V_" to 4" sizes 


BRASS TUBING 


1/,", Wf", 134", 11," O.D. 
PITTSBURGH NIPPLE WORKS, Inc. 
1455 Spring Garden Ave., Pittsburgh 12, 5: 








—— "Selling Is Our Business” — 
@ Complete coverage of the East; 
permanent show rooms, 


@ Representing leading house- 
wares and hardware manufac- 
turers, 


Inquiries solicited regarding 
additional lines. 


SAM WEISMAN Sncax 


ORGANIZATION 








200 Fifth Ave., New York 10, N. Y. 





Direct Factory Representative ___! 
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would be strong enough to prevent 
any significant downturn for some 
time to come, provided the interna- 
tional situation does not worsen. 


$3 Billion Spent by 
Farmers on Machinery 


Purchases of farm mahinery and 
equipment hit an all-time peak of 
$3 billion in 1951, according to 
the National Industrial Conference 
Board. 

“Last year’s figure,” the board 
stated, “was more than five times 
1940’s purchases, and total expen- 
ditures for these items from 1940 
through 1951 were three times 
greater than any 12-year period 
preceding 1940.” 

The magnitude of these pur- 
chases, it was stated, “is also in- 
dicated by the fact that farmers 
spent well over twice as much” for 
agricultural machinery in the past 
three years as they did in the en- 
tire decade of the thirties. Ma- 
chinery purchases have risen 
steadily each year since 1939, ex- 
cept for a decline in 1942 and 
1943. 

Since the beginning of 1940, the 
board noted, the number of trac- 
tors on farms has risen from 
1,500,000 to approximately 4,500,- 
000 at the present time. Mechani- 
cal corn pickers total 500,000, as 
against 110,000 in 1940. 


Catching Fish by 
Camera Slow Business 


Days of preparation went into 
the dramatic color pictures of a 
brown trout rising to the fly shown 
in the April 28th issue of Life, 
which were made with the cooper- 
ation of the B. F. Gladding & Co., 
Inc., South Otselic, N. Y. 

The Gladding Cilesto HDH line 
used for nine days and 2700 casts 
before the exceptional picture was 
made, was especially coated with 
sterling silver grains for better 
photographic detail. Hi-Line and 
Hi-Fly, silicone waterproofing 
dressings were used to float the ex- 
tra heavy line and keep the fly on 
top the water. 

Leon Martuch, of Scientific An- 
glers, research chemist of the com- 
pany, was selected because of his 
expert casting ability. He made 
over 2700 casts in order to tempt 
the brown trout in the Westfield, 
Wis., fish hatchery to rise within 
camera range for an under-water 
flash picture. 


(Resume reading on page 15) 
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| to prevent 
n for some 
the interna- 
worsen. 
+o 
hinery 
hinery and 
ne peak of 
cording to 
Sonference 
- See for yourself how fast you 
t ‘ can turn over tools! Indestro now offers 3 
mi board red hot Deals, bringing you 3 new, all-metal 
ve times Display Boards with the HOTTEST SELL- 
tal expen- ERS in tools! 
from 1940 This new, easier, better way to sell tools 
: brings you only the cream of the HOTTEST i 
nee times SELLERS .. . there are no obsolescent Retails for $44.36 
ar period numbers—no “shelf warmers” .. . every 
tool is in BIG DEMAND! Get all 3 red hot | On Every Turnover 
Deals at sensational money-saving values— $ 
nese pur- PLUS the 3 all-metal Display Boards with- You Make 14. §2 
s also in- out extra cost! Look at the red hot assort- SIXTY OF THE HOTTEST 
t farmers ment of Punches, Chisels and Screwdrivers SELLING PUNCHES, CHISELS, SCREWDRIVERS i‘ 
nuch” for yopiy! with Deal No. 2. Order yours Sales records prove these punches, chisels and pthc worTest SELLING Box 
s the pad ! rt “a to be n a nr - a Brightly a pepe Wrenches. 
” nationally known, nationally adverti ndestro nd poli 10 * 
n the en- INDESTRO MFG. CORP. eg pny tere A fon, beautifully Z- forked select stoe, A pny — 
a N. Kild t Schubert, Chi 1., U.S.A. ished. They are identified by name, size, number 
1es. Ma- —- nee cage 39,18 A — price on a all-metal Display Board me 
ye risen that you get without extra cost! OMe -Alioy St, " 
1939 GET ALL 3 DEALS FOR ONLY $9245 Includes: 8 Taper Punches * 14 Pin Punches * 4 Center 10 Square Suche, to an Satan 
1. » &X- Punches * 12 Cold Chisels * 4 Pocket-Type Sevomdrivere © 
1942 and Make a profit of $4§37 on every hte Pap et me Em a 
turnover! 
1940, the 
of trac- Get started NOW...mail your order TODAY! 
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to install HELLER STAY-SHARP KNIFE TOR 
om InSTG PLEASE EVERY 
ent into | J CO) °4 am a DG Ra. CUSTOMER’ 
es of a 
ly shown 
of Life, 
| OS manus. Whether for everyday kitchen or 
z & Co., MINING Bf tooling needs... for specialized 
' B trade or precision work—there’s 
DH line HB anR. Murphy knife specially de- 
00 casts B signed, honed and handled to do 
ure was Bits particular cutting job to per- 
od with B fection. That's why youcan be sure 
better : to satisfy any and every cus- 
ine and g tomer when you carry the com- 
proofing g plete R. Murphy “Stay-Sharp’ 
the ex- g  line—blades made of the finest 
e fly on g tempered steel, precision joined 
to proper-grip handles. 
, é proper-grip 
ific An- & Order lete stock 
‘oe : , F your complete stock now. 
an eon The lowest priced, highest quality, sectional and . Write for Free catalog showing 
of his interchangeable store fixtures available. Write — ' full line. 
> made today for huge catalog No. [Bag 
) tempt TESTED 
within W. C. HELLER & COMPANY FOR OVER 
r-water Magineliac: Cake 100 YEARS 
ROBERT MURPHY SONS COMPANY 
AYER, MASSACHUSETTS 
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Sheffield 


Brings You The BEST 
in OIL 
COLORS 


WITH THE COLORFUL DISPLAY 
CABINET THAT SELLS MORE OJL 
COLORS FOR YOU ON SIGHT 
COLORFUL TINTING CHART ON 
CABINET SHOWS THE DOZENS OF 
SPECIFIC TINTS RESULTING FROM 
VARIOUS COMBINATIONS OF 
OlL COLORS AND WHITE 






Here’s the greatest deal in the 
world in oil colors! The very finest 
quality oil colors . . . in a complete 
range of colors... all triple ground 
in pure linseed oil... all FULL 
STRENGTH...and at popular 
prices! Get this display cabinet... 
and watch your oil color sales 
zoom up! 


‘Shettield Frnge 


PAINT CORPORATION 


CLEVELAND 19, OnNIO 



















NATIONALLY ADVERTISED 


BROWN WALL BREATHERS 


PAINT 


BLISTERING, 


PEELING 
ss PREVENT WOOD ROT 


(ER 


Paint Manufacturers 


——— and Contractors | 






























GIVES PAINT A CHANCE! 
Between walls condensation causes exterior paint 
to peel. Brown Wall Breathers permit moisture to 
evaporate, allow paint to adhere properly and —_ 
longer. Regardless of climate, all he 
breathe to prevent decay. Brown Wall Gveathers 
are the answer to ventilate side walls, flat roofs, 
unexcavated encl porches, hidden areas, gable 
ends, attics, etc. 

Order from your Jobber or write 
Certain territories available to Jobbers or Distri- 


Brown INDUSTRIES 


14222 LAKE SHORE BLVD. = CLEVELAND 10, OHIO 






THE ORIGINAL AND 
BEST WALL BREATHER 
MAXIMUM VENTILATION 
ALUMINUM TUBE 
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New "CAN-DO" Caulking Gun 


Cuts Caulking 
Time As Much 
As 30 Percent 


Used like a pair of pliers, this new gun makes all caulking 
jobs easy. @ Uses cartridges or bulk compounds. @ Avail- 
able in 3 sizes—6¥2", 10” and 15”. @ Complete line of 
interchangeable nozzles. @ Simplifies caulking from scaf- 
folds and ladders. @ Feed rod doesn’t interfere with arm 
movement. 

LIST PRICES . . . 6Y2'' — $4.50; 10°° — $5.50; 15°° — $7.00. 


WESTERN RESERVE MFG. CO. 3718 &. 93ra5st., cleretand 5, 0. 




















H enized Neats- 
foet Oil Processed 
From Beef Animals 


Liquid Saddie Soap 
Animal Shampoo 
Animal Hair Dressing 
Neatslene Harness Oil 
Prime Lard Oil 
“Thread Cutting Ofl'' 


Canva -Sastic 


WATER REPELLENT 
CANVAS: Awnings, Tents, 
Tarps, Auto Tops. 





Best For Leather 


in All 
Kinds of Weather 


WEATHERPROOFS: 
Boots, Shoes. Saddles, 
Gun Cases, Golf Bags, 
Riding & Racing Har- 
ness, Luggage and 
other fine leather. Made 
in Two Grades: Pure 
and Prime Compound. 


sold at Hdw. 4 Auto, Sport & Saddle Shops, Dist. by Whise. Hdw. 


COrTENS aw) PRESFAVES 


NEATSLENE CO. 


Ow ann eee 


























Drug k Sa Houses. If dealer can't supply. write us. 
ep 


Mfd. by Neatsiene Co., Omaha 8, Nebr. Roy W * Shepard. 



















PR ies 


Geenle LF 
AUGER BITS 


Uniformly fine Solid Center type (7 
.- accurately sized, perfect re 
cutting edges for fast, clean {/ 
action. Available with or ty 
without handy plastic rolls. 


fe 
GREENLEE 
rine tit GREENLEE 


Reference File 


| GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL, 














Price and Priority Digest 


For fast, accurate reports on latest developments in 
OPS price ceilings, and how they affect hardware 
dealers, don’t miss reading the PRICE AND PRIORITY 
Dicest which appears in every issue of HARDWARE 
AcE. This popular feature helps thousands of dealers 
keep up with the changing picture in Washington. It 
contains information written exclusively for hardware 
dealers and which is obtainable no place else. Check 
the contents of this issue on page 5 for the page num- 
ber of this valuable service to the hardware trade. 
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GOLDBLATT 


Mason Tools 


Give You... 





SEND TODAY FOR THE 1952 CATALOG — Write 

ex fOF your copy of Goldblatt’s illustrated catalog 
describing the most complete line of the finest 
masonry tools and equipment. 


Goldblatt Tool Co. 


1920 Walnut St. Kansas City 8, Mo. 





ONE SOURCE FOR 
ALL NEEDS — Buy all your 
masonry tools from 
Goldblatt — one order, 
one shipment, one billing. 
Easy, convenient. 
ATTRACTIVE DEALER 
DISCOUNTS — Goldblatt sells 
direct to dealers — is able to 
offer attractive dealer discounts. 












































naliede 
“READY-PAK” 


sells MORE rope in 
3 EASY steps 


ORDER Ready-Pak BY RUGG 


6 pre-measured connected coils 
packed in sealed shipping carton. 


DISPLAY All-Purpose QUALITY 
Carton unfolds into colorful counter 
display container . . . weatherproof, 
non-kink manila or sisal. 


SELL Pre-measured COILS 


Steps up quantity and speeds the sale. 





Size Per Coil Per Display 
RUGG All-Purpose Ya, 4 ke. 450 ft. 
- 0 ft. 300 ft. 
QUALITY PLEASES... (fe a+ pond 


RUGG Ready-Pak SELLS 
NOW AT YOUR JOBBER'S 






OR WRITE 


The E. T. RUGG CO., 51 Miller St., Newark, Ohio 
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“NU-WRINKL 


TRADE MARK 


LAWN EDGING 


Flush with the soil! Nearly invisible. 


7 with special clips. Gives any lawn an “‘estate'’ look. 
SS feet in 4-color display carton. CALL YOUR JOBBER. 


NU-WRINKL PRODUCTS ARE MADE BY— 










Here’s the fast-moving item you’ve heard and read about! 


It's easy to install; no special tools needed. Follows contour of the 
ground. An effective barrier to roots. Handy lengths key together 
Packed 40 


KEELOR STEEL, INC. 


MINNEAPOLIS 14, MINNESOTA 
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Th ds upon of cus. 
tomers will be out to buy the 
Atomic Saw. Cash in our Con. 
sumer Advertising Campaign in 
Science and Mechanics, Crafts 
and Hobbies, Profitable Hobbies, 
Popular Homecraft and Sunset. 


YARANTEE Tay 
WE CO OMIC SAly,, 


NICKEL STEEL! wit fit any standard '/,” drill motor. Will 
4*ARBORHOLE \ cyt 2x4's and 2x8's, rip or crosscut without 
turning over. Will make line and precision 
cuts in any kind of wood. Safety sow blades 
WILL NOT overload drill motor. Precision Oil- 
fte Bearing prevents side thrust on motor. 


; } JOBBER INQUIRIES INVITED. CALL Y 
THE FIRST REALLY i. it : Atomic Saw Distributor Today, or Write to 








— 


g 


Eee 


eeee 
Le co wl 


PRACTICAL SAW [ot i tn & 
a i yyy yyy 








CMW | (A 
CAULKING CARTRIDGES [im 


STANDARD HOLE- WITH SNAP-IN 
IN-CAP WITH PLASTIC NOZZLE 
METAL NOZZLE GUNS FOR ALL GUNS 








Now more popular than ever with contractors, builders and Easy-to-use SS 7. pd Split Soil Pipes, 

i oe ‘ ; t s STIK FORM aste Lines, Sand 
home owners! So easy to use ... either way the caulking Holes, Cracks, Pin- 

7 j ~ y % id ? 

compound never touches the sides of the gun. No after- jell holes, and Gaskets 
cleaning required. Plastic nozzle supplied with each 
cartridge of non-staining, non-hardening, CALBAR DISPLAY IT! Just rub into the crack ... that’s 
Caulk-O-Seal. Meets all specifications! all! This positive seal for Water, 
SELL IT! Gas, Acids, Brine, etc. applies to 


_ NO INCREASE IN PRICE! | en 8=— ees aes aoe 
simplifies inventory .. answers all needs! | coe wane ae leaks while liquid runs in pipes 


2-color Self-Display under moderate pressure. 
Box. Write for folder and sample 


CALBAR PAINT & VARNISH CO. < LAKE CHEMICAL co. 


3058 W. CARROLL ¢ CHICAGO 12, ILLINOIS © 
oa 





str ouRn 
CATALOG 18 
SWEET'S 











Looking for New Merchandise ? 


There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
chandise by reading "What's New," which appears in every issue on page !2. During each month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. 


HARDWARE AGE 100 East 42nd Street New York 17, N. Y. 














WORLD’S FINEST STOVE and 
ALL-PURPOSE UTILITY MATS 


ARISTO-MATS eS ae 


See Your Jobber or Write For Your Nearest Distributor  [MLgssdhs@lassiMiieh Mouse Aemnse eel beaibodnsel bomnes 
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THE HILSHEAR 


Here is a new tool that machinists, iron workers, me- 
chanics and builders buy on sight. A drop forged stecl 
body . . . blades of the finest Sheffield steel . . . that 
make the toughest job easy. 

e Cuts 44” flats, 34” rounds, 10 Ga. sheets (any width). 
e Miters angles, cuts, bevels. 

e Fits into vise, on anvil or on beam. 

e Reasonably priced. 


WRITE FOR CATALOG SHEET 
SIMONS STEEL PRODUCTS 


60 Jacobus Ave. South Kearny, N. J. 




















Geared for 
SIX TIMES 


more power 
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s 2 q @ Storm doors & windows 
’ f— eSun porch insulating 
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@ Poultry house winweue 
e@e Cold bed frames 
#3462 N. Kimball Ave.*Chica 




















HARNESS HARDWARE 


Made of highest grade malleable 
iron in a most complete range 
of items and styles. 


For over 70 years, Moline Iron 
Works has manufactured highest 
quality harness hardware. Today 
the Moline line includes hundreds 
of different saddlery and harness 
hardware items in many styles and 
models. Here you may obtain, from 
one source, all of your requirements 
of buckles, bits, rings, snaps, 
swivels, hooks, fasteners, etc., as 
shown in our catalog No. 21 which 
will be sent to you on request. 


MOLINE IRON WORKS 


MOLINE, ILLINOIS, U. S. A. 





catalog on these agricultural and indus- 
trial supplies that we make: TACKLE 
BLOCKS, HAY TOOLS, LOAD BINDERS, 
WIRE STRETCHERS, ROPE HOISTS, 
WIRE ROPE CLIPS AND CLEVISES. 
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ms > 7 
@ scMits, CUTS WORKING TIME IN HALF? 
\\ 


Suction-action combines 





T\AAA NY 


elnor's Spray-mix 














fertilizer, insecticides, detergents, 






chemicals with hose water. 





comes 









complete 
with 5-foot 
suction ¢ 
hose and q 
filter Oy, 






Windows... porches... houses— : 
sparkle clean with half-the-work! 






Pressure-wash your car — bright 
and clean with far less effort! 





Fertilize, de-weed your lawn or 
garden in half-the-time! 






Insecticide and hormone-spray 
trees and shrubbery. No more 
climbing or special equipment! 


solid brass, rustproof, 
fits any hose... retain 


MELNOR METAL PRODUCTS CO., INC. 
112 LAFAYETTE ST., NEW YORK 13, N. Y. 



























MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words........ . $5.00 
Each additional word...... .... -10 


Positions Wanted 
(Special Rate) set solid, maximum, 
Se ME stcdtbicemandeasdciebedues couenes 


Allow Seven Words for Keyed Address 
or Your Address 





BOXED DISPLAY AD RATES 
$8.00 per column inch 


5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence ond replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


CLASSIFIED ADVERTISING RATES 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close {5 days 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 











Representatives Wanted 


Representatives Wanted 





Accounts Wanted 








MANUFACTURERS’ 
REPRESENTATIVE 


Manufacturer 55 years in business, offers 
excellent line of specialty paint products 
not ordinarily handled by most paint com- 
panies. Rubber base paints with unique 
color system. Special process, high hid- 
ing, low cost house paints, also line of 
one-coat hiding house paints, flats and 
enamels. Exclusive territories granted. For 
complete information write 


MERIT PAINT & VARNISH CO. 


3748 East 91st St. Cleveland 5, Ohio 








NATIONALLY KNOWN 
LOCK LINE AVAILABLE 


In several choice territories to men with these 
qualifications: 


1. Builders Hardware selling experience to 
WHOLESALE HARDWARE & CONTRACT 
BUILDERS HARDWARE DEALERS. 


2. Executive-type salesman with proved record, 
capable a selling large volume buyers. 
This is rare opportunity to represent well- 
established manufacturer of finest quality cyl- 
indrical door locks in the low price range. 
Line is immediately recognized and accepted. 
Generous commission assures high earnings to 
top-notch producer. Give full particulars on 
sales experience and complete business back- 

ground in first letter. Confidential. 
Address Box A-503, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














SALESMAN HAVING AN ACQUAINT- 
ANCE AND FOLLOWING with the housewares, 
notions and novelty and drug jobbers; also va- 
riety, auto accessory and drug chains to sell a 
well known line of padlocks. Commission basis. 
Give experience and references in first letter. 
Address Box A-641, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y. 


SALESMAN WANTED, WITH CAR, IN- 
DUSTRIAL Mill Supplies. Must have following 
in New Jersey—New York area. Well established 
hardware firm with a fine reputation. Salary and 
commissions. Address Box A-631, care of Harp- 
fa Ace, 100 East 42nd Street, New York 17, 








AGENT WANTED 
PICNIC specialty and 


MANUFACTURER’S 
FOR FAST MOVING 
housewares items. Representatives established 
with jobbers, chains and drug connections. Give 
full details in letter. There are several territories 
open. ddress Box A-632, care of HARDWARE 
Ace, 100 East 42nd Street, New York 17, N. Y. 


MANUFACTURER OF NATIONALLY AD- 
VERTISED and nationally known line of Power 
Lawn Mowers is looking for representatives with 
a strong following in the wholesale hardware and 
power equipment field. Our line is sold cnly 
through distributors. Please forward full partic- 
ulars, including territory covered, other lines 
handled and how long established. All replies 
will be treated in strict confidence. Address Box 
A-648, care of Harpware Acz, 100 East 42nd 
Street, New York 17, N. Y. 

PLUMBING SPECIALTIES. SALESMAN, 
WITH FOLLOWING, for established New York 
Firm. Sell to Hardware Stores and Plumbing 
Contractors. Choice (protected) territories open. 
Commission. Replies confidential. Address Box 
A-644, care of Harpware Ace, 100 East 42nd 








EXPERIENCED HARDWARE SALESMEN 
CALLING ON lumber yards, large dealers and 
jobbers, wanted by reputable manufacturer for 
line of builders hardware. Competitively priced, 
generous commissions, state territory now cover- 
ing and lines handling in first letter. Address 
Box A-650, care of Harpware AcE, 100 East 
42nd Street. New York 17, N. Y. 


REPRESENTATIVES WANTED— 
Three manufacturing representatives, without too 
many lines, to represent us in the Minneapolis- 
St. Paul area, Boston area and northern Cali- 
fornia. Only men experienced in builders hard- 
ware and with connections in the field, calling 
on contract builders hardware dealers, hardware 
jebbers, and architects, will be considered for 
this nationally known and accepted line. A good 
opportunity for those chosen. If you will give us 
a resumé of your present activities, your inquiry 
will be acknowledged. All replies will be held 
in strict cenfidence. Our present representatives 
know of this ad. Address Box A-642, care of 
ea Ace, 100 E. 42nd Street, New York 


SALESMEN WANTED. PLUMBING SPE. 
CIALTIES SALESMEN, with active following, 
to sell to Plumbing and heating contractors and 
hardware stores. Various (protected) territories 
open. Full time or side line will be considered. 
Drawing account against commissions plus ex- 
penses when qualified. Write or phone for ap- 
pointment. Silver Sales Co., 39-15 28th St., Long 
Island City, N. Y. Stillwell 4-6316. 


SALESMEN WANTED! GOOD TERRITO- 
RIES OPEN for sideline salesmen for complete 
line of Binoculars, magnifiers and specialties to 
dealers and jobbers. Commission. State exact 
territory covered. Southern Precision Instrument 
Company, Department H, Moore Building, San 
Antonio, Texas. 

PLUMBING GOODS SALESMEN WANTED 
BY long established, well known firm. Many 
choice Fae territories open. Sideline selling 
to retai hardware stores, plumbers, lumber yards. 
Commission. Give complete details first letter. 
Address Box A-614, care of Hanpware AGE, 100 
East 42nd Street, New York 7. B. Y 


TOOIL MANUFACTURER DESIRES TWO 
AGGRESSIVE commission salesmen having 
established clientele among hardware retailers and 
iobbers. One wanted for Connecticut and one for 
Massachusetts. Exclusive territory. Address Box 
A-613, care of Harpware Ace, 100 East 42nd 
Street, New York 17, N. Y. 























Accounts Wanted 





HARD HITTING 
Sales Representative 
Chicago Area 


Seeking volume line to wholesalers 
and large buyers. 


A discussion of your mid-West sell- 
ing problems may prove mutually 
beneficial. 

Broad sales experience, reliable and 
aggressive top flight producer. 
Exclusive representation with com- 
mission arrangement. 

“Don't give it away—Sell it” 


Address Box A-636 care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














IN NEED OF 
NEW ENGLAND 
JOBBER COVERAGE? 


Progressive sales company, with repre- 
sentatives now calling on paper, nov- 
elty, grocer, hardware jobbers and 
chains will add hard lines immediately. 
No duds please. Only reputable firms 
need apply. 





Address Box A-640, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 

















NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22, Pa. 
Branch Offices 
New York @ Philadelphia © Detroit 
leveland © Louisville 
Covering all classes of jobbers. We will carry 

the accounts or you can bill direct. 
Write for further information and references. 














LINES WANTED. DUE TO EXPANSION 
of organization we are in position to take on 
good line, preferably one that peaks in Fall and 
Winter months. We cover Texas, Oklahoma, Ar- 
kansas, Louisiana and New Mexico with five 
men—calling on all wholesalers, chains and de- 
partment stores. Address Box A-619, care of 
Harpware Acz, 100 East 42nd Street, New 
York 17, N. Y. 


WANTED FOR PACIFIC NORTHWEST. 
REPRESENT or distribute to retail or industrial 
outlets a good hardware or electrical line with 
volume and profit potentialities. Address Box 





MANUFACTURERS REPRESENTATIVE 
WITH COMPLETE COVERAGE in hardware 
and houseware trade seeks two additional quality 
lines for the states of California, Oregon and 
Washington. Best of references furnished. Ad 
dress Box #392, Walnut Creek, California. 
MANUFACTURERS REPRESENTATIVE 
36 YEARS OF AGE, with terrific drive, de 
sires additional line. Am now calling on hard 
ware and farm implement jobbers in Wisconsin 
and Illinois. Will consider any line of reputable 
manufacturer. Would prefer fork shovel line, 
galvanized ware or wire. Grant Gauger, 4805 ! 
Hollyweod Blvd., Milwaukee 11, Wisconsin. 
ENERGETIC SALESMAN DESIRES TO 
REPRESENT HARDWARE or housewares man 
ufacturer in Oregon, Washington and Idaho. Ad- 
dress Box A-646, care of Harpware AGE, 100 
East 42nd Street, New York 17, N. Y. 

A SALES ORGANIZATION THAT IS DO- 
ING a terrific job for manufacturers is seeking 
one or more lines. Will consider either house 
wares or hardware items. Complete coverage in 
New England, New York, New Jersey, Pennsy!l- 
vania, Virginia, North and South Carolina, 
Georgia and Florida. Address Box A-647, care 

















A-634, care of Harpware Acz, 100 East 42nd 





Street, New York 17, N. Y. 
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Street, New York 17, N. Y. 


of Harpware Ace, 100 East 42nd Street, New 
York 17, i # 
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Classified Opportunities Section 








Accounts Wanted 


Positions Wanted 


Business Opportunities 





YOUNG, AGGRESSIVE SALES AGENCY 


with new ideas and salesmen covering New En- 


HARDWARE SALESMAN, PRESENTLY 
CONTACTING HARDWARE retailers in west 
ern Pennsylvania anticipating change in near 
future, desires to represent reputable manufac- 
turer. Married, age 40. Address Box A-639, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 





gland in the hardware and hcuseware tield, de- 
sires additional line of quality merchandise. Com- 
plete details and references furnished upon receipt 
of correspondence from manufacturer. Address 
Box A-649, care of Harpware AGE, 100 East 
42nd Street, New York 17, N. Y. 

CAN USE AN ADDITIONAL HAND 


TOOL LINE, imported or domestic in the follow- 
ing area: Eastern Pennsylvania, Southern New 
Jersey, Delaware, Maryland and the District of 
Columbia. Best of references. For the best type 
of representation write Box A-589, care of Harp- 
ware AGE, 100 East 42nd Street, New York 17, 
N. Y. 


DIRECT MANUFACTURERS REPRESEN- 
TATIVE, COVERING WHOLESALE hardware, 
paint and building supplies trade in northern 
California, Oregon and Washington, interested in 
an additional line or two on straight commission 
basis. Excellent coverage and well established 
with the trade. Address Box A-642, care of 
HarpwarE AGE, 100 East 42nd Street, New York 
17, New York. 


MANUFACTURERS REPRESENTATIVE 
SEEKS ONE MORE good line for the New 
York Metropolitan area. Have been selling the 
hardware and houseware jobbers for the past 15 
years. Can supply best of references from both 
jobbers and factories. Address Box A-633, care 
of Harpware Ace, 100 East 42nd Street, New 
York 17, N. Y. 


MANUFACTURERS REPRESENTATIVE, 
LONG EXPERIENCE SELLING sheet metal 
products, hardware, housewares, furniture, depart- 
ment stores wants additional line to present one. 
Metropolitan New York, North Jersey, Connec- 
ticut. Handling present line for 14 years. Ad- 
dress Box A-644, care of Harpware AGE, 100 
East 42nd Street, New York 17, N. Y. 


MANUFACTURERS REPRESENTATIVE, 
CONCENTRATING ON FLORIDA’S growing 
market desires an additional reputable line. Reg- 
ularly calling on hardware jobbers, chains, mill 
supply, houses, large retailers and machinery 
dealers. Will only consider good lines on direct 
commission, exclusive territory basis. Address 
Box A-651, care of Harpware AGeE, 100 East 
42nd Street, New York 17, N. Y. e 


AGGRESSIVE, YOUNG AND _  PERSON- 
ABLE MANUFACTURERS REPRESENTA- 
TIVE is looking for a salable line, right priced 
with a possible good volume in high figures for 
the wholesale and jobbing trade in the New York 
Metropolitan area. Address Box A-637, care of 
Harpware Ace, 100 East 42nd Street, New York 


vy, mM 2 

















Help Wanted 


MANUFACTURERS DIRECT REPRE 
SENTATIVE WITH EXCEPTIONALLY fine 
lines needs men who can sell to jobbers. Must 
have initiative and ambition and willing to work 
on straight commisson. Several territories in the 
11 Northeastern States open. Also required is a 
man in New York City for the Export trade. 
When writing, you may state all particulars in 
plet d Address Box A-178, care of 
natewegs Acz, 100 East 42nd Street, New York 
_ HARDWARE SALESMEN AND/OR MANU- 
FACTURERS’ AGENTS. Experienced only; 
own car. Good following Industrial, Woodwork- 
ing and Furniture Manufacturing. Wonderful 
opportunity with well known New Cork manufac- 
turer and wholesale jobber. Protected territories. 
Write in full detail. Address Box A-401, care of 
ae Acz, 100 East 42nd Street, New York 














Business Opportunities 








Well known mechanical and sales engi- 
neer with world wide sales contacts seek- 
ing lawn and garden tools and equipment 
for promotion. Financing and mass vol- 
ume manufacturing facilities if needed. 
Best of references. All inquiries treated 
strictly confidential. 
Address Box A-587, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 











WILL BUY RETAIL HARDWARE STORE 


Rural preferred. Up to $15,000. Stock, 
fixtures, shelving, etc. Ninety days. Middle 
Atlantic States preferred. 


Address Box A-635, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








_MANUFACTURERS ATTENTION! _ILLI- 
NOIS, WISCONSIN AND MINNESOTA. Two 
partners who sell all major hardware jobbers, 
department stores and mail-order houses, desire 
one short, established housewares or hardware 
line. Twenty-five years’ experience. Merchan- 
dise Mart display room. Address Box A-612, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 





MINNESOTA: SURROUNDING '- TERRI.- 
TORY. MANUFACTURERS REPRESENTA- 
TIVE DESIRES ONE additional line. Must 

ve minimum high five figure potential. Whole- 
sale trade only. Coverage hardware, chains, 
automotive, electrical and similar jobbers. Suc- 
cessful record of sales, Address Box A-638, care 
of Harpware AcE, 100 East 42nd Street, New 
York 17, New York. 


Positions Wanted 


AVAILABLE, WAREHOUSING EXPERT 
WITH WIDE KNOWLEDGE of hardware 
warehousing methods encompassing fork-lift and 
conveyorized facilities. Have averaged 28% re- 
duction in warehouse personnel. Have effected a 
more accurate inventory contro] which has saved 
many thousands of dollars through the elimina- 
tion of over-buying. Address: Clausea, 
4135 Nagle Street, Sherman Oaks, California. 


EXPERIENCED TRAVELING SALES REP- 
RESENTATIVE SEEKS connection with manu- 
facturer or distributor selling Florida retail trade. 

as experience selling both wholesale and retail 
trade. Will travel one or more Southeastern 
States, excellent sales record and references fur- 
nished. Salary or commission. Address Box A-611, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 
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BASSICK CASTER CLOSEOUT 


582 sets 2/2” Bassick swivel hard rubber ball bearing 
plate truck casters #2619—@ $2.34 set 4. Self lubri- 
eatin id hard rubber wheels—i',” Fac 

lo — with plate 2%” x 3%”, eadmium plated. 
Terms; Net 15 Days, F.0.B. N.Y.C. Take advantage 
of this special offer and mail your order to us, subject 
to prior sale. 


Unity Hardware Co., 96 Park Place, New York 7, W.Y. 
Phone: Re 2-3963 











NAILS (PRIME) 
LIMITED SUPPLY 
Common, Finishing, Casing. 108 Ibs. kegs— 
4, 6, 8, 10 d. 
STRAPPING (CLOSE OUT) 
Blued. 70 Ibs. coils, 4%" x .024" 
NO CMP! IMMEDIATE DELIVERY! 


ALWA STEEL CORP. WH 3-3153 





10 Bridge St., New York 4, N. Y. 











FOR SALE: HARDWARE AND SPORT- 
ING GOODS BUSINESS located in the rich 
agricultural and oil section of the magic Rio 


Growing City of 10,000 popula- 
tion, trade territory over 100,000. Close to New 
Falcon Dam. Close to Gulf Fishing. Close to 
Old Mexico. Tourist and recreation center. Cen- 
trally located modern building, beautiful fixtures, 
excellent stock inventory about $20,000. Address 
Box A-653, care of Harpware AGe, 100 East 
42nd Street, New York 17, , A 
HARDWARE STORE IN MID-MANHAT- 
TAN, BEAUTIFULLY STOCKED. Established 
Must be seen to be appreciated. Has 


Grande Valley. 





one year. 
unlimited possibilities. Owners have other in- 
terests. Sacrifice. Address Box A-630, care of 


Harpware Ace, 100 East 42nd Street, New York 
7, &. ¥. 











HARDWARE CLOSEOUT 


No. 

. 218 dozen metal door 
and galvanized finished, original factory 
packing @ 3.50 dozen Pr. 

. 648 dozen Eagle padlocks #4556.@ .95 dozen 

583 dozen !4" Hickory hammer handles, 
"Seconds" | dozen to a box @.72 dozen 
163 dozen 14" Hickory hatchet handles, 
"Seconds" | dozen to a box @ .62 dozen 

. 12,000 Packages of assorted nails, packed 
100 pkges to a carton @ .05/2 per '/2 Lb Pkg. 
248 dozen 3" & 4" Russell & Erwin chain 
bolts with screws, factory packaging, bronze 
and black finishes ............. @ 2.38 doz. 
543 Only II" Auto wrenches, Government 
surplus, forged steel .@ .58 ea. 
482 Only 15" Auto wrenches, Government 

surplus, forged steel @ 1.00 ea. 

387 Only 12'' Monkey wrenches, wood handle, 
Government surplus, forged stee!..@ |.38 ea. 
1200 Only 6"' Steel combination slip joint 
pliers, cadmium plated 15 ea. 
764 Only OHIO GRINDERS. REGULAR 9.95 
EACH. GENUINE BEREA WET STONE, ball 
bearing, size 8x I'/", adjustable, with 
stainless steel base, packed | to a display 
box, weighs 8 Ibs...........- Price 2.18 each 

11. 84 dozen 7"' Linesman's Side wy Pliers, 


knobs, dull nickel 


wn 


no > 


2-2 Ne 


° 


forged steel, made in England .@ 6.85 dozen 
erms: net 15 days, F.O.B. N.Y.C 

May we suggest that you take advantage of 

these special offers and mail your orders to us 

now, as these items are subject to prior sale. 

We are also looking for joblots, in tools and 
hardware. What can you offer us? 


Unity Hardware Company 
96 Park Place, New York 7, N. Y. 
Phone: Re 2-3963 














FOR SALE: OUTSTANDING STORE IN 
DENVER, COLORADO. Complete _harJware, 
housewares and sports departments. Established 
25 years, centrally located, attractive lease. Will 
gross in excess of $225,000. Exceptionally clean 
stock. For sale at invoice to settle estate. Re- 
quire $65,000 to handle. Address Box <-916, 
care of Hanpware Acz, 100 East 42nd Street, 
New York 17, N. Y. 








HARDWARE OPPORTUNITY 
Established 1938 
Fine City near Cleveland 
WHOLESALE MILL SUPPLIES 
AND HARDWARE 
$80,000 Inventory — clean. 
Excellent growth potential. 
Call or write today. 
EDWARD SCHULTZ AND CO. 
Union Commerce Bldg. Cleveland, Ohio 
Over 30 years in finance and industry. 


Splendid organization. 
Consult us without obli- 


gation, 











BUSY OHIO TOWN. COM 
top brands appliances, telev- 
sion; attractive store 20 x 70; modern equipped ; 
large warehouse; low rent; $30,000 inventory all 
salable; doing good business; living rooms avail- 
able; very little competition; price $33,500. Many 
See us before buying or selling 


HARDWARE, 
PLETE LINE; 





other stores. ‘ g 
Apple Company, Brokers since 1905, Cleveland, 
Ohio. 





FOR SALE BY OWNER: Elliott Hardware, 
Waldron, Arkansas, County seat and only towr 
in trade territory of 30 mile radius, western 
Arkansas, 50 miles south Ft. Smith on U. 5 
Highway 71. Established 1944. Modern fixtures 
Operated by owner and 3 male employees. Clean, 
well balanced stock of general and shelf hard- 
ware, paint, wall paper, GE appliances, Delaval 
dairy equipment, saw mill supplies, plumbing and 
building material. Salesroom 52 ft front and 66 
ft depth, 3% year lease at $50 month with op 
tion to renew. Adjoining warehouse. Sales ov: 
$100,000 annually, increasing annually, Inven- 
tory under $45,000, Inspection invited. Reason 
for selling, other business interest. Call or write 
Wayne Flliott, Waldron, Arkansas. 


FOR SALE: HARDWARE & PAIN! 
STORE, doing a successful business for over 2! 
years in Rochester, N. Y. Inventory $25,000, year- 
ly business over $55,000.00. Property can be 
had for $10,000.00. Low overhead, low taxes 
A real money maker. Owner wishes to retire 
No Brokers. Address Box A-652, are of Harp- 
ware AGzg, 100 East 42nd Street, New York 17, 
~~ = 
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FINGER GRIP Adjustable CLIPS 
Sell themselves! 





Insist on the all-purpose CLIP for 
‘parking’ things anywhere. 
Display $210 means more profits. 
6 doz.—Small 3 for 10¢ 
4 doz.—Medium 8¢, 
2 for 15¢ 
2 doz.—Large 10¢ each 
——_ oy on 
West Coast 
Favorite with Home 
Workshop Fans. 


Ask your jobber. 








ARTHUR |. PLATT & CO., Fairfield, Conn. 











_® KEROSENE MANTLE LAMPS 
WITH ELECTRIC CONVERTER 





¥: EMERGENCY LIGHTING WHEN 
= YOUR CUSTOMERS NEED IT! 

“— Every day—a handsome electric lamp.. . 
ma and when electric power fails... Presto 
~ Chango! The wonderful white light of 

‘ Aladdin Kerosene Lamps lights the home! 
f ‘> 
3 When [| In storm, flood, | A recommended 
boy power | hurricane, torna- | Civil Defense 
lines do, snow storm | Emergency 
Now available | fail or heavy icing measure 


to Hardware 
Dealers 
everywhere 


Write for details: 
ALADDIN INDUSTRIES, Inc. * Nashville, Tenn. 











These handy house- 
hold size rolls of famous 
Tru-Test gummed tape 
come in mighty 

handy around a home. 
Maybe that’s why 
retailers are reporting 
brisk turnover . . . in- 
creasing demand. 
Packed 12 rolls toa 
display carton 

retail for 25c. 

Available in 1 to 3 

inch widths. 

Try it soon. 












Check with 
your wholesaler 
today or write us direct. 


mid.by TAPE Inc., 
Green Bay, Wis. 











Sa 


BALL 


A sturdy, long-lasting tank 
ball that fits all sizes—making 
a perfect seal! Made of pure 
natural rubber compound... 
will not swell. 


Packed in individual display 
boxes and in display cartons. 
Economy-priced for better 
profits! Write for prices and 
detailed information. 






MARTIN RUBBER CO., INC. Long Branch, N. J. 
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Lumite Div., Chicopee Mills, Inc. 2 
M 
Marshalltown Trowel Co. ..... . 175 
Martin Fabric Corp. ............ 128 
Martin Rubber Co. .............. 178 


Master Lock Co. 


Master Rule Mfg. Co. .......... 66 
McGill Metal Prod. Co. ..... .. 166 
ee Gs TP va wawicbsine sas 31 
Mechanix Illustrated ............ 77 
Melnor Metal Prod. Co. ......96, 175 
Metaloid Co., The .............. 169 
Micro Master Co. ............ .. 158 
Midway Tool Co., Inc., The....... 179 
Miller, Inc., Robert E. .... ..... 180 
Miracle Adhesives Corp. ...... . 129 
Moline Iron Works ........ ...... 175 





Monarch Marking System Co., The 147 


Murphy's Sons Co., Robert ...... 171 | 
N 
National Lock Co. ............. % 


National Mfg. Co., Sterling, Ill. 59 
National Metal Prod. Co., Kansas 
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National Screw & Mfg. Co. ... .. 18! 
Newislene Ce. ............ Same ee 
New Bedford Cordage Co. ...... 122 
New Britain Machine Co. ....... 83 
New England Carbide Tool Co... 74 
North Bros., Phila., Pa., Div. of 

TEE WUE. Brccascivicenes 150 
° 
Oster Mfg. Co., The ......... .. 123 
P 
P & C Hand Forged Tool Co. ... 15 
| a 107 
Peerless Pump Div. ........ .. . 140 
|. a re . 164 
Phoenix Table Mat Co. ........ 174 
Pittsburgh Nipple Works, Inc. ... 170 
Plastic Woven Prod. Co. ...... .. 7 
of ke |e er 178 
Plymouth Cordage Co. ...... ... 93 
Portable Electric Tools, Inc....... 156 
Porter-Cable Machine Co. ... .. 127 
Puritan Cordage Mills ........ 88 
R 
Raybestos-Manhattan, inc., As- 

bestos Textile Div. ............ 149 
Revere Copper & Brass, Inc. .... 9 
Richards-Wilcox Mfg. Co. ...... 22 


HARDWARE AGE, MAY 29, 











NN SEN, wings <ucnswesaniwss 131 
Riegel Textile Corp. ......... ... 14] 
Robeson Cutlery Co. ............. 15 
Rockwell Tools, !nc. .............. 157 
ne Oe WI, BRI ccc ccsece Kee 103 
Rome Mfg. Co. Div. ........ = ae 
Royal Electric Co., Inc. ........ 138 | 
es 112 
ke 173 
Ss 
St. Louis Cordage Mills ........ ! 
Schacht Rubber Mfg. Co. ... .. 106 
Schlueter Mfg. Co. ........... 113 
Sharon Bolt & Screw Co. ......... 123 
Sheffield Bronze Paint Corp. .. 172 
Sheffield Steel Corp. ........... 65 
Sherman Mfg. Co., H. B. ...... 180 
Sherwin-Williams Co., The ..... 159 
Shertiok Div. . ....cccceccses coe 16 
Simons Steel Prod. ............ 175 
Skillman Hdwe. Mfg. Co. ...... 16 
ff ee errr ee 160 
South Bend Toy Mfg. Co. ....... 98 
Southern Screw Co. ......... ... 32 
Standard Horsenail Corp. .. ... 63 
Standard Tool Co. ............... 1i7 
Stevens Walden, Inc. ........ ... 158 
Superior Fastener Corp. ..... .. 104 
Swing-A-Way Mfg. Co. ....... -- 108 
Sylvania Electric Prod., Inc. .... 139 
T 
Tape, IMC.  ...-.ecceececcccoe oe 178 
NG ME As co ddttivinnnaqnanseiosn 114 
Templeton, Kenly & Co. ........ 168 
Toledo Pipe Threading Mch. Co.. 69 
ee 32 
Turpentine & Rosin Factors ..... 169 
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United States Plywood Corp. .... 16l 
United States Rubber Co., Textile 
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Waterbury Lock & Specialty Co. . 1446 


Waterloo Valve Spring Compres- 
De Ge, orsccewaseinenneseusen . 152 

Weisman Sales Organization, Sam 170 

Western Reserve Mfg. Co. ..... 172 
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Witt-Cornice Co. ............... 110 

Wright Steel & Wire Co., G. F.. 146 

Wrought Washer Mfg. Co. ...... 170 
x 

Xcelite, Inc. . Cais 63 
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FAST-SELLERS for Homes 


Hebby Shops, Farms, Carpentry, 
Repair Hits 


DRILLS oh 

POLISHERS Ble TOOL KITS 
iio porraBie ON 

BENCH ELECTRIC 

GRINDERS TOOLS TOOLS ACCESSORIES 


The BLACK & DECKER Mfg. Co. 
Towson 4, Maryland 


Order from your B&D UTILITY Distributor 


cCOBURN 





SLIDING DOOR HARDWARE 


When you sell Coburn Sliding Door Hardware you have the 
advantage of a complete line of hardware for straight-sliding, 
sliding-folding, around-the-corner and roundhouse doors. 
Inclosed track @ brackets © hangers @ handles © guide rolls 
guides @ stops @ binders © chafe strips © bolts © hinges 
For full information send for Catalog #200 








COBURN PRODUCTS 


A PRODUCT OF WICKWIRE SPENCER STEEL DIVISION OF THE COLORADO FUEL & IRON CORP. 
Sales Engineering: 56 Sterling Street, Clinton, Mass. * Executive Office: 575 Madison Ave., 
New York 22, N. Y. © Sales Offices: Atlanta * Boston * Buffalo * Chicago * Denver 
Detroit * Philadelphia * Pacific Coast—The California Wire Cloth Corporation, Oakland 6, Col. 








MIDWAY AUGER BITS 


‘“‘preferred by all who want 
the best’’ 


HOME WORKSHOP BIT-KIT 


(No. 50-6) 


4/16’, 5/16”, 6/16” 
6 BITS 5 16”, 10/16’, 12/16” 


 nitwag 
THE MIDWAY TOOL CO., INC. ‘¢ 


Factory and Sales Office 
MELVIN, OHIO 











A-5087 











WATCH this water system! 


It’s going places... and 
you can get your extra prof- 
its by ordering today from 
your Goulds distributor. 

Have you heard about 
Goulds brand new tank- 
mounted deep-well system? 
Ask your distributor about 








it. 
sects enrste,  [LOOULDS BalancedFlow JT | 
for Shallow Wells V 
GOULDS Water Systems 
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Parts for 
HURRICANE Power Mowers 
Always Available 


A Complete “Parts” Stock 
Brings Steady Sales! 


Hurricane Rotary Power 
Mowers never become obso- 
lete! Each new, improved 
part is made to fit any Hur- 
ricane ever built! Because of 
normal wear and breakage, 
owners will need replace- 
ment parts. By offering 
Hurricane parts and service, 
you'll monopolize this repeat 


NATIONAL METAL PRODUCTS COMPANY, INC. 
Dept. H-A 2722 Cherry St. Kansas City 8, Mo. 





business. Money-wise dealers 
all over the country are bring- 
ing in additional income from 
parts and service business. 
You can too! Write us for 
details. 





Showman 


“Stayflat’* SPRINKLERS 


For series or multiple (as i». fs 
type arrangement. %& ~ » | 

Equivalent of an un- ‘ 
derground system. 
Genuine wrought 
brass bodies, wide, 
non-tip enameled 
steel bases. Packaged 
in sets of 3 with one 
end cap. 


“Handy” *SPRAYS 


A top value made en- . 
tirely of heavy 
wrought brass. Exclu- 
sive baffle plate 
strengthens body, 
makes spray soft and 
even. Packed six in 
attractive display car- 
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AUTOWASH 


FOUNTAIN TYPE BRUSH 






MORE THAN OR 19 $9 


50% PROFIT 


No. 840 No. 8401 

















AS YOU @ Blended horsehair $ $ 
bristles in replaceable e e . 
CLEAN plate. e Aluminum 4" wannut Pett 






handle. @ Rubber pro- 
tective bumper. 


FLOUR CITY BRUSH CO. 
PACIFIC COAST BRUSH CO. 





Write Dept. 145a for more information 















For guaranteed customer satisfaction 


SELL the RAKE 


that cannot 
LOSE ITS SHAPE 
OR COME APART! 


Rugged Robert Flat Wire 
Broom Rake with new one-piece 
interlocking construction. 







The tines, made of high carbon, tempered cold rolled flat wire 
with rounded edges, 5/16" x .029'', interlock into the !8-gauge steel 
neck. As the picture shows, the hori- ; 

zontal and vertical tabs positively 
lock the cover plate to the frame. 
The cover plate also extends into the 
body of the ferrule adding great 
strength where needed. The semi- 
circular depression in the plate pre- 
vents tines ever becoming loosened. 
This plus the one-piece trame guaran- 
tees that the rake will never lose 
shape. 


Handle is No. | hardwood, clear 
lacquer finish, 42"' long, packed 6 to 
bundle. Heads packed 6 to re-ship- 
ping carton. Combined shipping 
weight, 23 ibs. per dozen. 


Also stranded clothesline, and 1000 ft. 
spools for antenna guy wire. 


“Serving the Jobber for 15 Years" 











Wire Products Company 
2713 North 24th St. Birmingham, Ala. 


Member, American Hardware Manufacturers Association 


UGGE 
OBE 


BRAND 

















manufacturers. 
DOMES OF SILENCE. 








Sune DOMES OF SILENCE 


in carton =z 
SELL ON SIGHT when these attention-compelling con- sizes EGS 
tainers, box or card are displayed on counters. Genuine DOMES 1%” 1%” % 
Prost ent cert. OF SILENCE glide softly, silently, smoothly wir ee 
SIZES 4 over all flooring; saves floors and furniture. For 
ye 8 years the favorite with houseowners and furniture 


Ask your jobber or write 


DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. INC. 
35 PEARL STREET 






One Set in a 
box—12 bexes 








NEW YORK CITY 
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Wood Screv 
Machine Sc 
Nuts 

Cap Screws 
Tapping Se 
Stove Bolts 
Carriage B« 
Lag Bolts 
Machine B« 
Cotter Pins 





























QUALITY INSIDE and OUT 


_that's NAT/ 


36” HANDLE 


> information 


‘\amwit Seam Ta 


‘~ 
“eciemter 


Four words—quality fasteners in quality packages—tell the 
big story about National fasteners in National’s hardware 
packaging. 

Never a doubt about the quality msde, because National 
fasteners are made right to stay tight—have been for over 
60 years. No doubt about the quality ovtside, either, because 
you can see it for yourself—National cartons look like 
quality and they are. 

Better products deserve the best in packaging—and 
National cartons tell the world the fasteners inside are 
something special. National hardware packaging would 
win instant customer confidence even without the National 
reputation for the best in headed and threaded fasteners. 

That’s why we say again, for your better buy in fasteners, 
“Better Buy National’’—the most complete line made for 
the trade. Write us today for complete information. 
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n, Ala. 

jation Wood Screws 

— Machine Screws 

a, Nuts 
Cap Screws 
Tapping Screws 
Stove Bolts 

NC Carriage Bolts 

B Lag Bolts 
Machine Bolts 
Cotter Pins 


THE NATIONAL SCREW & MFG. COMPANY Cleveland 4, Ohio 


Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave., Los Angeles 22, Cal. 
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TABLE TOP RANGES 


A-131Z B-591Z A-lM4S B-S45 
':Te} 44% CONSOLE RANGES 


B-650P shown 
Also A-250P 


CONSUMER ACCEPTANCE po aE od a eats toe 


PRIZE NEEDLE VALVE STOVES 
COMPLETE LINE 


2 C-50WZ w Toi 


Rangette 


QUALITY PRODUCTS 


PROFITABLE LINE 


UNSURPASSED SERVICE No. 1958 Sets of Legs can be slaaitnd for C-29, C-39 


. BOSS | PORTABLE OVENS 


Also available Nos. 46, 47, 48, 95, 98 


BOSS Top-sPEED BURNER emp, BOSS BLU-HOT BURNER _ BOSS PRIZE BURNER 


“A” with number means Boss Top- * with number means Boss Blu- “C’ with number means Prize 

Speed, long chimney burner. Instant . Hot. adjustable wickless short drum = Valve burner. Cone shaped ¢ 
7 mer. 

cooking heat. Perfect control. Hot, _# combustion chamber fave scientifically made inner-p 

Clean, Safe, aenerates clean. hot, cone shape blue = rated tubes with Hot Blast Cap 

flame. table. Baffle Plates. 








BOSS KEROSENE RANGES, STOVES, OVENS and HEATERS 





ATERS 


